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MAINTENANCE IN ALL METERING OPERATIONS R 
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e e 2 %¢ 
Only with Brodie exclusive balanced performance can you get the most from ' 
petroleum product measurement. 

EXCLUSIVE STATIC AND DYNAMIC BALANCE BALANCED UNIT-BUILT ASSEMBLIES MEN 
Only Brodie BiRotors are designed for static and Just 4 unit-built assemblies, accessible or removable 
dynamic balance to minimize vibration and bearing- for cleaning without disturbing piping connections. ET 
load at all operating speeds — with no reciprocating Double-case construction means that no piping strains —_— 
parts or vanes. can distort measuring element. 

BALANCED SIMPLICITY, DESIGN COMPACTNESS BALANCED FLOW CHARACTERISTICS 
Just two moving parts with simple rotary motion in Simple direct flow-lines with smooth, continuous 
measuring chamber allow compact design for clean non-pulsating delivery, assure high thru-put with top 
installations, easy flexibility of piping arrangements efficiency of pressure system. son 
on vertical or horizontal lines. 

BY HEAT: 
SALTIMO 
Not only for airport fueling—but wherever petroleum products are transferred or de- HISING © 
livered—Brodie BiRotors consistently measure with high sustained accuracy and extremely ED 
low maintenance or downtime. No single factor has been over-emphasized, minimized 
or sacrificed at the expense of any other. And there’s a BiRotor model for every petro- Bert Dt 


leum metering need. Investigate fully today. 
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RALPH N. BRODIE COMPANY > San Leandro, California, U.S.A. 
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SUBJECT 
Fueloil Accounting simplified 
Fueloil on the Seaway 
Converts Gas Heating to Oil 
We live with Credit Losses 
Fueloil Management studies 
The Case for larger truck Tanks 
1953 Heating Oil Sales 
Diversified Activities in fueloil Distribution 
Selling Oil through Burners 
So You bought a new Truck! 





Four modernization Steps produce Economy 
NEWS 

Baltimore to improve burner Service 
FHA liberalizes home loan Requirements 
Oil leads in Appleton heating Survey 
PSC okays Natural Gas for Manhattan 
Standard to open North Dakota Refinery 
Warm Air Group to meet in Cleveland 
Standard set up for warm air Units 
FHA revises cooling Requirements 


Shipments for pot-type Units reported 
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Among other things 


On the cover this month we find one of the oilheating 
industry’s more versatile and imaginative individuals, M. N. 
“Mose” Vining. Mose is general manager of Diesel Oil 
Sales Co., Seattle, largest retail fueloil operation west of 
Chicago. Incidentally, that ship he has in his hand is not 
a tug. 

The whole feature section of the magazine is on various 
phases of fueloil management, including a. statistical 
analysis, then a truck study showing the effect of truck 
tank sizes, another on truck selection. 

Up in Westchester County, N. Y., Herb Spade has been 
taking out fine gas jobs (or rather gas jobs from fine homes) 
and putting in what they should have had all along. In the 
history of the magazine we have probably had a dozen 
stories on phases of Herb’s doings, and if he lives another 
32 years we'll most likely have a dozen more, 











They snap together in 
a matter of seconds. 


Here at last is a line of 
knocked-down duct fittings 
designed specifically to fill 
YOUR needs. DUC-PAC'S 
exclusive internal snap lock 
eliminates any "folding over" 
operation ... improves 
appearance of finished job. 


THEY SAVE YOU TIME 
You can assemble DUC-PAC galvanized fittings 
in seconds. Simplified system saves time in laying 
out a job. Practical design of fitting saves time 
in installing. They just swap together . . . no 
hammer necessary. 


THEY SAVE YOU SPACE 
DUC-PAC galvanized fittings are shipped 
knocked-down, packaged 12 to a carton, require 
only about 10% of space needed to store old- 
style fittings. They save space in your truck, too. 


THEY SAVE YOU WASTE 
Because they're knocked-down and packed in 
cartons, DUC-PAC galvanized fittings don’t 
become dented or battered in storage or in the 
truck. Eliminating waste keeps your costs down. 

Request free descriptive bulletin showing complete line. 


DUC-PAC 





vt) DUC-PAC 


New Revolutionary Snap-Together Fittings 
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Names in the News 


Stephen L. Ingersoll has been pro 
moted to the post of executive vice 
president of the Ingersoll Steel Diy. 
Borg-Warner Corp., New Castle, Ind, 
He previously was vice president and 
treasurer of the organization. At the 
same time, three other promotions were 
made within the division, and they in: 
clude: Harold G., Ingersoll, Jr., to vice 
president and secretary; Ralph W 
Leigh to vice president in charge of 
sales; and William C. Zepf to treay 


urer, 


Prof. C. H, Pesterfield, Mechanical 
Engineering Dept., Michigan State 
College, has been named Technical 
Secretary of the Commercial-Indus 
trial Section of the Manufacturer and 
Accessory Divisions, Oil-Heat Insti 
tute of America, Inc. He was ap 
pointed during a meeting of the Inst’ 
tute Executive Committee on June 28, 
will make his headquarters in Lansing, 
Mich., and devote considerable time to 
Commercial-Industrial Section affairs 
He has had years of experience as 4 
consulting engineer on heavy fuelol 
and its burning and recently wa 
named Air Pollution Engineer for th 


City of Lansing, Mich. 


Richard W. Secor has been made 
vice president, Industrial Heater Di 
vision in charge 
of portable heat- 
er sales, The Si- 
lent Glow Oil 
Burner Corp., 
Hartford, Conn. 
He joined Silent 
Glow in 1945 
and had been vice 
president of the 
Agricultural and Industrial Heater 
Division. In his new position, Secor 
will visit distributors of Portable Heat 
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DIVISION of SWETT BROS. 78 ISLAND POND RD., SPRINGFIELD. MASS. 


September 
1954 





gives you all you need to 


Because the Fluid Heat Oil-Fired line is so complete... 
featuring Pressure Burners, Wall Flame Rotary Burners, 
Warm Air Furnaces and Boiler Burner Units . . . every 
house is your prospect. Large or small, old or new, every 
installation can be a Fluid Heat installation because you | 
can supply customers with the ideal unit for their require- 
ments. The completeness of the line means home owners 
and builders alike are your potential customers. In the 
complete Fluid Heat line you have a natural sales-blazer 
and profit maker. 


Fluid Heat quality gives you all the selling points you 
need to make prospects customers. The Wall Flame 
Rotary Burner, for instance, has set a new standard of 
heating efficiency and economy .. . efficiency and econ- 
omy that’s easy to recognize, easy to sell. This Rotary 
Burner is ingenious in design, rugged in construction, 
beautiful in appearance and economical in operation. 


col FO ci Ae he -oae National advertising in publications like Saturday Evening 
= > ~~ Tia \ Post, Better Homes & Gardens, American Home, Living for 
wr the AK a 4 vt Dd He Young Homemakers, House & Garden and House Beautiful, 
Ag 4 “4 a will pre-sell your prospects day in and day out throughout 

“7 wl } 7 the year. This hard-hitting program, plus the Fluid Heat 

“AMERIC . eens <— 4 4 Sales Manuals and attractive, detailed literature, gives 

4 He Miles a ar... you maximum support in your selling efforts . . . helps 
tat \ you build sales and profits. Want more details on how a 

Fluid Heat dealership can help put more money in your 

pocket? Then write today. Address: Fluid Heat Division, 

ANCHOR Post Propucts, INnc., 6700 Eastern Avenue, 

Baltimore 24, Md. or Coolbaugh Street, Red Oak, Iowa. 


made 
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\ ai Thue eatl.. 
a. — De ‘| if IS IM AUTOMATIC HEATING EQUIPMENT 


le sure to see the FLUID HEAT EXHIBIT at the 
ae ’ 6 
NATIONAL INDOOR COMFORT EXPOSITION May WORLD'S ECONOMY CHAMPION 


Ponsored by Oil Heat Institute of America Division of ANCHOR POST PRODUCTS, Inc. 


Sales Offices and Factories: Baltimore, Md. and Red Oak, lowa 
eloil 
cilheay 








t Liberty Fuel Oil Company, Newark, 
New Jersey, RCA 2-Way Radio is 
used to dispatch nine service trucks and 
to provide field supervision control in 
the Service Manager’s coupe. Executive 
Vice-President Howard Dornbusch, who 
manages the company, had had experi- 
ence with radio in Uncle Sam’s service 
and recently, after trying it out in one 
truck at night with great success, he 
made the RCA installation. 


‘We figure our over-all efficiency is up 
15-18%,’’ says Mr. Dornbusch. ‘‘Drivers 
frequently save as much as 20-25 min- 
utes on a call. It’s a big selling feature 
for customers, too,’”’ he added, ‘and 
we figure we pocket at least $1,000 
a year on phone calls, in addition to 
other savings.” 


Regular office personnel can operate 
RCA 2-Way Radio... just like your 
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"Over-all Efficiency 
Is Up 15-18% with 
RCA 2-Way Radio’ 


...says Howard Dornbusch 
— Liberty Fuel Oil Co. Officer 
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Dispatcher has immediate contact with 
service men, preventing waste mileage, giv- 
ing top service. 
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Service men start from home, get orders by 
radio, and Service Manager is continually 
aware of what is happening. 


telephone. A truck can- be reached 
whether it’s moving or parked. Drivers 
can talk to the office whenever needful. 
And customers are always enthusiastic 
about the fast service they get. 


Find out what RCA 2-Way Radio can 
do for your operation in improving 
service, attracting new customers, reduc- 
ing waste mileage, cutting costs. Use 
coupon. To assure satisfactory opera- 
tion, the RCA Service Company pro- 
vides installation and service facilities 
from coast to coast. 


For the Best in 2-Way, Say “RCA” 


RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 


Radio Corporation of America, Communications Equipment 
Dept. I-252, Building 15-1, Camden, N. J. 


Please send me reprint of article, ‘“‘Radio Speeds Delivery and Service’’ 
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[| Have an RCA Communications Specialist call. 
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ers throughout the United States an) 


Canada. 
Kenneth F. Muldoon 


has beep 
named sales promotion manage 
Thatcher Furn- 
ace Co., Gar- 
wood, N.J. He 
will concentrate 


on formulating a 
sales training and 
merchandis 
ing program for 
Shatec 


accounts. 


her 


Before Muldoon 


joining Thatcher, Muldoon was 2 div 


Ml 


trict sales manager for Williams Di 


William M. Vidulich has bee 
named public relations director of 
The American Society of Heating anj 
Ventilating New York 
City. He formerly was advertising 
and sales promotion manager of Fud 
Oil News and prior to that had been 
associate editor of the Official Bull 
tin of the Heating, Piping and Ai 


Engineers, 


Conditioning Contractors Nation 





Vidulich Hotchkiss 


Association. H. B. Hotchkiss will e¢ 
it the Journal of the Society alon: 
with ASHVE Transactions and othe! 
technical bulletins. He has been acts 
in Society affairs since 1927 and 1 
served on many technical committee: 
From 1930 until 1940, Hotchkis 
served as editor of Heating ¢ Ven 
lating. He then became vice preside 
of Ameresco, Inc., New York. Later 
organized Endeco, Inc., and for ™ 
past two years has been associat 


with the H. K. Ferguson Co. 


Lawrence W. Bergheimer has bee 
. : dent 1 
appointed general superintence® 
ations {0! 

charge of all plant operations 


-The Patterson-Kelley Co., Inc. Fas 


Stroudsburg, Pa. The company ™°" § 


factures heat transfer equipment 
(Please turn to page 168) 
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if you've been shopping around for a 
boiler burner unit that features QUAL- 
ITY first, ECONOMY of operation and 
obsolutely trouble free performance— 
then you owe it to yourself to see this 
VaE Down Draft, Steel, Water Tube 
Unit, People who know boilers—leading 
engineers install V&E Units in their 
own homes because they know that they 
ore getting units whose every feature 
has been thought out and constructed 
by leaders in the industry. Yes, as you 
vill see in the report on Detailed Per- 
formance issued by one of the outstand- 
ing test laboratories in the country— 
you just couldn't buy a better boiler 
burner unit than a V&E no matter how 
much you spent. 


Yes, i#'ll look good in the cellar—and 
the budget too and the only time 
your customer will ever get in hot water 
witha V&E is when he takes a bath... 
and then the supply is practically inex- 
houstible. . . . 


Ye... . Get the facts... and you'll 


ell a V&E and you'll be mighty glad 
you did! 


@® Fast Heating 
® No Pulsation 
® High Efficiency 
9 Easy to Clean 
Priced Right 
Down-Draft 
Water Tube Boilers 


CAPACITIES § — 420. 


2320 sq. ft. stg. H.W. or 
equiv. steam. (largest 55" 
high x 44" long x 22\/," wide} 


Write or Phone 
TODAY for 


literature and Prices 


Warehouses: 
rahe BALTIMORE —e 


“ees 


SAR. 2387 


BUFFALO ° 
GAR. 7300 ae 


WATER TUBE 


BOILER BURNER UNIT 


PROVIDES HEAT AND YEAR ROUND HOT WATER 





Makers of the Famous 
WALL-FLAM E® 
BOILER 


V & PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


PHILADELPHIA ° SCHUYLKILL HAVEN » WORCESTER 





WAYNE 1625 S.H. 122 WOR. 4-4421 








Bi ditorial £, aks 


THIS SPECIAL FUELOIL management 
issue is an innovation, It concentrates 
quite a load of meat in one spot. When 
you get an opportunity some of you 
might let us know if you think it’s a 
good idea that should be repeated next 
year. 

The material you sent in for the 
principal study is the best ever, so it 
goes without saying that it seemed like 
a good idea at the time. We'd like to 
keep it going as a September activity 
if it makes sense to you, 

eo 

A NUMBER OF prominent oilheating 
dealers in the East and Midwest have 
been working this summer to effectuate 
a promotional program for oilheating 
on a nationwide scale. It started with 
a presentation, decidedly impromptu, 
at the Philadelphia OHI convention 
in May. 

Around ten thousand dollars has 
been contributed by a handful of deal- 
ers to engage public relations and legal 
counsel to prepare a very preliminary 
presentation for industry leaders, This 
is to show what can or should be done 
and why. 

The group of individuals sponsoring 
this activity have called it the National 
Oil Heat Council. Fred Burroughs, na- 
tional distribution secretary for OHI, 
is managing director of the Council. 
At press time the new NOHC had not 
yet been taken officially into OHI, but 
the Institute’s executive committee had 
shown interest at least to the extent of 
inviting NOHC to come in and share 
its quarters rent-free until some deter- 
mination could be made at the next big 
board meeting. 

It’s an ambitious project but a very 
worthy one. It aims at getting manu- 
facturers, oil suppliers, oilburner deal- 
ers and fueloil distributors to cooperate 
in a national effort to glorify oilheat- 
ing. 


10 


The unique feature of this project is 
that it starts with the local dealers and 
distributors . . . those companies that 
are most directly in the line of fire in 
this battle of the fuels, 

It’s high time some well coordinated 
tub thumping was done to make some 
noise for our side, and this may be it. 


>, 
“9 


THE PENDULUM SWINGS AGAIN. Deal- 
ers are starting to sell because they 
need money to pay their bills and 
mortgages. Some industries are doing 
it more vigorously than we are .. . 
motor cars for example . . . but we're 
on the mend. 

Did you ever notice the complete 
cycle of swings? 

As the country gets particularly 
prosperous in an inflationary period 
nobody works very hard, least of all 
the sales departments. But the buying 
public will take that kind of treatment 
for only a limited period. After a while 
folks get bored with throwing their 
money around to companies that don’t 
act like they care much. So they start 
stalling on their purchases and then 
come to buying only necessities. 

Dealers begins to worry, then to get 
hungry, and finally start selling hard 
just to stay alive, 

This revived activity gets things 
moving again and we climb up into an- 
other period of prosperity and infla- 
tion. Now the dealers can stop selling 
again! 

fe 

THE SCIENCE PROF, waked the sleep- 
ing student by shouting, “John, what's 
electricity?” Staggering upright, John 
began, “Why Prof, it’s a source .. . 
it’s a force . . ..it’s energy . . . aw, 
what’s the use. I did know but I've 
forgotten.” 

“What a tragedy,” gloated the Prof, 
“the only man who ever knew and he’s 
forgotten.” 

So 
TAKE TIME OUT one of these days to 
shed a tear for the tribulations of the 
natural gas industry. We don’t mean 
that it’s dead but rather that its grow- 
ing pains must be especially hard to 
bear. 

Talk about a controlled economy 

. why, natural gas is just about the 
most officially regulated industry this 





side of the Iron Curtain. The Suprem, 
Court decision in the Phillips cage al 
most takes them straight down the 
Volga. 

It says in effect that the Feder,| 
Power Commission shall regulate the 
prices paid by the pipeline companies 
for the fuel at the wells. The FP¢ 
being a political entity can be e& 
pected from past performance to d 
everything in its power to prevent the 
capitalists from robbing the “peepul,” 

In other words while gas is selling 
in Texas and Louisiana for much bs 
than its Btu content warrants, the wel 
owners must stop trying to push it uy 
because that would force consumers 
down the line to pay more, 

Meanwhile, cheap gas is robbing 
Texas of much needed revenue from 
oil by underselling it in a good many 
heating markets. 

But to get back to the controlled 
economy, the sets the 
carrying charges for the pipelines, then 
the individual state public service com 
missions set the gas rates for consumers 
of all classes .. . 
to freeze the executive salaries of local 
gas utilities. The utility profits ar 
boxed in at six or seven per cent on 
invested capital. 

Whenever a gas company is con’ 
vinced that it needs a raise, that doesnt 
settle anything. A dozen consumer 
groups descend on the politicians and 
try by every means to block it, s0 its 
a battle through a stiff fog every tim 
to get what the state laws clearly si 
in advance the utility should have. 

This could go on, But compare * 
with your lot as an oil man. Youve 
got the freedom of the world. You cat 
sell anything, anytime and anywher 
you want to send your truck, You «a 
sell at any price you can get and ya 
can buy the same way. The price ” 
pay grows out of refinery rates tt 
go up and down with market dematé 
Tanker and barge rates are as mie 
or as little as the traffic will bear. m 
can start all the price wars you in 
and you can roar with laughter »# 
they start to cuss you out... th ' 
America. For the oil man, that 


pho 


government 


and even go so fara 
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Better Control 


of Delivery Profits 


As we know, a fuel oil business is primarily a trucking 
operation. In order to make money, this trucking operation 
tas three basic objectives to strive for daily: 

Maximum Gallons Delivered 
Minimum Miles Traveled 
Minimum Waste of Driver and Truck Time 


And, of course, the above objectives must be accomplished 


in such a way as to leave no room for customer complaint. 


Control Your Customer 


While you want to service your customers well, you 
an't be subject to their every “beck and call.” You should 
vin full control of the delivery operation, especially regard- 


ing the tome and amount of delivery to the customer. 


How to Get Control 


VENTALARM Whistling Tank Fill Signal, with its “auto- 
matic’ delivery features, can bring you this desired control 
wer the customer. And the cleanliness, accuracy and con- 
emence of VENTALARM Signal delivery is immediately 
tractive to the customer. So the wisest way a dealer can 
se VENTALARM Signal is to trade the customer the bene- 
its of VENTALARM Oil Delivery in return for the right to 


‘etvice his account in the most profitable manner. 


Everyone Profits 


Over 4,000 fuel oil dealers have proven the many benefits 
of VENTALARM Signal use. Here are only a few outstand- 
ing ways in which both you and your customer will profit: 


1. Gwes you new, safe control over customer fueling. 
Customers switch from call-in to keep-full delivery 
once they have the VENTALARM Signal guarantee 
of proper fills without home entry. 


2. Promotes trucking economy. Saves at least 5 minutes 
per delivery. Return calls and emergency run-outs 
are also eliminated. 


3. Secures complete customer satisfaction. All deliveries 
are clean, accurate and convenient whether customer 
is at home or away. 


4. Combats competitive types of heatimg. Fuel oil de- 
livery becomes automatic for the customer; as auto- 
matic as any other fuel supply. 


Thousands Helped by 
Fuel Oil Sales Plan 


All that VENTALARM Signal does for your customer has 
been printed in folder, letter and newspaper form. There 
are special pieces for coverage of old customers, new cus- 
tomers or lost customers. This selling material is all ready 
and waiting for your use right now. It needs only your 
company name imprinted on it. This literature is only one 
part of a VENTALARM Signal Fuel Oil Sales Plam success- 
fully used by dealers all over the country. Other sections 
deal with field work, salesmen’s canvas, salesmen’s approach, 
use of telephone, etc. You need only request particulars, 
and we'll glady mail them free of charge. 


VENTALARM SIGNALS, both LA and LAC type, 
are the only audible tank filling signals 


listed by National Underwriter's Laboratories 


Scully Signal Company 


176 Green St., Melrose 76, Massachusetts 
Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario. 


© 1954 Scully Signal Co. 
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FACTORY SHIPMENTS. in Thousands of 
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DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1949 1950 1951 1952 1953 1954 


Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FurLom & Oi Heat's estimates of shipments are: 


MAY FIVE MONTHS 
Percent Percent 
1954 1953 Change 954 1953 Change 
Conversion 34.745 45.066 22.9 159,922 186,704 14.3 
Boiler Units 4.595 4.823 4.7 20.000 20,533 2.6 
Furnace Units 11,722 14,580 19.6 54,765 60.014 a.) 
All Domestic 51,062 64,469 20.8 234,687 267,251 122 
Commercial 2.854 3,081 7.4 12,991 15.633 16.9 
Total 53.916 67,550 20.2 247.678 282.884 12.4 
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JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV. DEC 
1949 1950 1951 1952 1953 1954 
July Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS — BOILER-BURNERS FURNACE-BURNERS 
July Aver. $319 $707 $604 
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Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
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Ornlheatin g Trends 


INSTALLATIONS of domestic oilburners 
and units during July are estimated at 
63,157 or virtually the same as the 62, 
933 installed in July last year, The 
month turned out better than we had 
expected since both May and June had 
given us minus comparisons, We still 
believe that the balance of the year will 
run moderately below last year. 

For the first seven months estimated 
installations were 330,491 or 5% above 
the total of 315,259 in the same period 
of 1953. 

The July installations were divided: 
New homes, 22,094; Replacements of 
8,338; 
from other fuels, 32,725. 

BURNER STOCKS: Domestic oilburty 
ers and units in dealer hands at the end 


old oilburners, Conversions 


of July were approximately 80,90) 
compared with 88,044 the previous 
month and 133,147 a year ago. Deal: 
ers are certainly playing it cautiously 
in ordering stocks and a number 0! 
manufacturers have reported slow 
shipments in the past 90 days. 

The unknown quantity in the indus 
try’s stocks is the amount of produt 
held by jobbers. Years ago when pra 
tically all oilburners went direct from 
a factory to the dealer it was possible 
to reconcile shipments, installation 
and stocks on almost a monthly bass 
Today you can’t do it because of tM 
jobber influence, although these oe 
tions do wash out over a_ period © 
about a year. 

The July 31 dealer stocks wete di 
vided: Conversion Burners, 419% 
Boiler Burner units, 17,970; Furm* 
Burner units, 20,979. 


Factory stocks on May 39, the lates 
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No. 620 HI-PRESSURE TYPE 





No. 1190 HIGH CAPACITY OPW has designed these liquids dispensing 
ATOMATE SOULE Neer nozzles in a wide variety of sizes to assure 
you of having the right nozzle for a fast, 
fully-controlled, dependable operation tre- 

gardless of the delivery condition. 


EACH engineered for high capacity, wide 
flow range with minimum turbulence; easy 
shut-off, with no product surge .. . ALL, fort 
minimum weight, perfect balance, durability 
and long service life. 





OPW CORPORATION | 


Write for nr. 2737 Colerain Ave. 
Free Bulletin F9 Cincinnati 25, Ohio 
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\__Ne. 220 GRAVITY LO-PRESSURE TYPE 
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...» Oilheating Trends 


available data, were 85,520 or just 
slightly below the 89,024 of the pre- 
vious year. 

TANK STOCKS: At the end of July 
dealers had on hand approximately 
54,395 consumer oil tanks, compared 
with 51,704 the previous month and 
83,560 the previous year. The current 
stocks were divided: 220-275 gallon, 
46,650; 550-675 gallon, 5,665; 1,000 
gallons or larger, 2,080. 

Tank prices took a significant drop 
in July from an average of $30 paid 
by dealers for a 275 gallon size to $28 
at the end of the month. By sections 
of the country the July average was: 
New England, $24; Mid-Atlantic, 
$29; Midwest, $25; Pacific Northwest, 
$37. Thus every section of the coun- 
try had a price drop. 

WOMEN’S INFLUENCE IN BUYING: 
Through the years there has been a 
lot of interesting argument over which 
member of the family should be culti- 
vated by the industry in its own best 
interest. The question came up again 
a few days ago in connection with a 
manufacturer debating the merits of 
women’s or men’s magazines for ad- 
vertising our industry's products, We 
knew that the subject was of general 
interest, so in our special field survey 
this month we are covering several 
phases of the problem. 

First we asked the reporting com- 
panies how much influence the woman 
of the home has in buying an oilburn- 
er to convert a home from burning 
coal to oil. Apparently she has con- 
siderable influence here because the 
national tally on this shows women 
49% and men 51%. There was no 
significant variation on this through- 
out the country. 

Apparently while the lady is im- 
portant from the standpoint of want- 
ing a cleaner home the man is just as 
anxious to have automatic heat to 
avoid the chores, 

When a burner is to be sold as a 
replacement job, however, in which an 
old oilburner is thrown out and a new 
one installed, we find the man rating 
far stronger. The composite score on 
this is male influence 62%, female 
38%, Apparently the mechanical fac- 
tor is a strong buying influence here. 

Then we asked the particular ques- 
tion that had been prompted by the 
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Oilburner* and Building Permits 


OILBURNERS nine WELLING —_,, 
July 7 MONTHS July 7 MONTHS 
1954 1953 1954 1953 1954 1953 1954 1953 
x 34 Ne 161 Albany, N. Y. 5 a a 
57 53 Ss 616 Baltimore, Md. 187 256 1557 (156 
i Page Wa ap Binghamton, N. Y. 12 8 116 87 
Bloomfield, N. J. 16 30 61 198 
=i ay hea ae Boston, Mass. 68 15 300 206 
119 136 596 695 Bridgeport, Conn. a as a 
ae by Ke ae Buffalo, N. Y. 102 40 319 314 
2s 38 121 133 Columbus, O. Se me 4 
4 mir re ate Des Moines, Ia. 336 432 2321 1655 
ue ae oe - Detroit, Mich. 358 303 1864 1943 
53 a ne Elizabeth, N. J. 6 2 4 
53 37 276 190 Freeport, N. Y. ~ Ae sg A 
ae ae a ane Greenwich, Conn. 30 24 266 187 
me ia wee Hackensack, N. J. 14 5 a r) 
52 ts — Hartford, Conn. i od ; 
~ és or iy Hudson County, N. J. ‘es o5 Ks & 
26 50 172 241 Irvington, N. J. 0 3 11 1 
as 96 ee ite Lynn, Mass. 24 19 sig 113 
153 51 + 297 Meriden, Conn. is “i ea a 
731 801 3353 . 3767 Milwaukee, Wisc. 407 681 2167 20% 
21 23 96 241 Minneapolis, Minn. 114 75 631 64 
25 24 118 126 Montclair, N. J. 4 at oa i 
ae ae if os Morristown, N. J. 0 5 38 54 
32 38 182 192 Mt. Vernon, N. Y. oe Per <a G 
147 195 743 1014 Newark, N. J. : 
42 44 284 379 New Bedford, Mass. 
61 58 234 247 New Haven, Conn. 
ste és Ne ae New Orleans, La. ae _ ae fe 
15 46 130 234 New Rochelle, N. Y. 39 66 209 293 
So oh ae .. New York City (Total) ae ss 3 
1804 i ae Brooklyn-Queens 
if 467 St 3608 Manhattan, Bronx, Rchd a wa “a i 
56 46 341 443 Norfolk, Va. 43 54 267 435 
55 ays i re Oakland, Calif. Ee or es 
a 30 Me: 246 Omaha, Neb. ee 73 ma! 
21 25 80 109 Orange, N. J. 1 1 1 
15 19 81 122 Passaic, N. J. me sie oe “ 
; 70 Pe 327 Paterson, N. J. 21 25 aH 107 
585 ap 2981 Philadelphia, Pa. ae bis BY rf 
cv, se Ay: Ae Plainfield, N. J. 13 9 91 93 
58 38 290 282 Portland, Me. Ne 19 87 100 
436 427 2153 2063 Portland, Ore. 120 216 1052 1316 
8 16 120 122 Poughkeepsie, N. Y. me iS “a ‘i 
; 127 ar 613 Providence, R. I. 18 13 112 119 
z4 st ie Re Reading, Pa. 5 6 32 4) 
17 20 191 172. Richmond, Va. 31 37 279 3m 
a 45 ne 237 Roanoke, Va. ee rp oa ia 
203 300 996 1534 Rochester, N. Y. ae i oi ie 
7 17 70 110 Rockville Center, N. Y. y 5 44 6 
34 26 196 179 Salem, Mass. 6 9 35 9 
146 159 766 698 St. Louis, Mo. 46 24 335 198 
6 bz 52 137 St. Paul, Minn. 128 134 684 ™ 
28 5 153 121 Schenectady, N. Y. ‘ 


198 179 1025 1088 


Seattle, Wash. 
Spokane, Wash. ; te “ 
Springfield, Mass. 141 108 7143 686 


271 «158 ~=—«:1584 1068 


14 35 184 239 Stamford, Conn. 
40 ess Syracuse, N. Y. Ne x Pe “ 
Trenton, N. J. 4 4 .. an 
na “ye = ig Utica, N. Y. 9 12 99 OE 
42 101 316 426 Washington, D. C. ae ne ‘a ” 
ae NG fe a West Orange, N. J. 33 28 162 1 
42 32 160 153 White Plains, N. Y. 7 41 119 1 
27 111 286 0 3=s 451 Wilmington, Del. 1 15 33 
123 149 717 726 Worcester, Mass. 2° ve 
73 121 341 453 Yonkers, N. Y. ed a oe “ 
2179 2359 10278 12005 Totals 2180 2164 13127 13603 
—14.4 Percent Change +0.7 au —35 + 


*Permits are not total sales in each market since none are reported from suburban ares 
which normally account for 20% to 60% of total sales in each market; nor are they eyo 
rate index where enforcement is lax. Rightly used, however, they are a useful working in 
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manufacturers’ problem. We learned 
that when it comes to selecting the 
particular brand of burner to buy, the 
man’s influence is double that of the 
woman. The actual scoring was 66 to 
34 as between male and female. 


September 
1954 
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There was not much variation ® 
this scoring between the various * 
tions of the country, since the mat’ 
influence ranged between 61 and 69% 
in the reporting from all areas. This 
scoring would seem to indicate that 
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' FLOW CONTROLS AND TEMPERING VALVES 





CONTROL WITH 


DOLE 





PLUMBING AND HEATING PRODUCTS 
FOR GAS, OIL OR STOKER FIRED ONE-PIPE 


STEAM 


SYSTEMS 





AUR VALVES FOR 


HOT WATER 


HEATING SYSTEMS 





AUTOMATIC REGISTERS FOR FORCED 


WARM AIR 


INDIVIDUAL ROOM TEMPERATURE CONTROL 


Control with Dole sasvs maxx 


DOLE 


THE DOLE VALVE COMPANY 
1933 Carroll Ave., Chicago 12, Ill. 


Representatives in Principal Cities 








THE 
New YORKER 
HORIZONTAL BOILER 


...offers you top 
efficiency and economy! 








The 
horizontal tube boiler provides 
top heating efficiency because 
of its scientific "three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
. by heat-absorbing — surfaces. 
\\, Beautifully jacketed in blue- 
and-gray hammertone finish. 


NEW YORKER 


‘ 


SES 









Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 


Send coupon NOW! 


ae ee ee ae en ee 


ace men ons ae cas Se GY ST Se ne ce, 


. | 
New Yorker Steel Boiler Co., Inc. | 
Colmar, Penna. | 
Gentlemen: | 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
BNO i's 6's'd'b-0 oo:5'5 0°95106.00 oovecvccesoce ] 
Re ae Ay Grin a coesoeesecen 
RO ahs N S60 cb ie ek ND velisccne 8 
BUDO OF BUGNONS oo ice csi ivccoccsdves 
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....« Oilheating Trends 


where advertising was designed to 
stress the brand name rather than the 
facility of nicer living through oil- 
heating, the stronger emphasis had 
been given to men. 

The next question asked who carries 
the most weight in the family if the 
decision is being made between oil and 
gas for heating. It’s almost a toss up 
here with the reporting dealers giving 
the men a score of 52% and the wo- 
men 48%. Sectional characteristics 
show up rather interestingly on this 
In New England the men 

of the decisions on this 


question. 
make 57% 
question and in the Pacific Northwest 
60%. However, in the latter instance 
the reporting dealers are actually fore- 
casting because they don’t yet have 
natural gas. 

The fueloil man, in getting the new 
customer finds the husband a much 
stronger deciding factor than the wife. 
The score on this nationally is: hus- 
band 69% and wife 31%. In New 
England the husband rates all of 75% 
and in the Midwest 70%. 

Of course, the 


strongest single 


source of new fueloil accounts is 
through the sale of oilburners, so that 
type of new oil business would be in- 
fluenced by whatever determines the 


burner purchase. 
Local newspaper Advertising 


On this last question then we must 
think of getting new fueloil accounts 


where a burner sale is not involved, 


| and man is the one to be cultivated. 


In local newspaper advertising only 
18% of the reporting companies say 
that they want their ads to appear on 
women’s pages, while 71% of the 
companies prefer them on pages de- 
voted to men’s activities such as sports 
or business, The remaining 11% have 
no preference. The earlier parts of 
this study would indicate that more 
attention should be paid to the women 
than these figures disclose. True the 
men are more important than women 
on every measurement so far but on 
some of them only slightly, 

Next we asked the reporting dealers 
what they do about the advertising 

that they 
It’s interest- 


and souvenirs 


novelties 
| hand out to customers. 
| ing that on these give-away items they 
| favor the ladies slightly more than the 


men, in a ratio of 51 to 49. 

This indicates that they feel that 
women can be influenced more with 
a small gift than by advertising. 

The fueloil and oilburner men have 
very little preference over the male 
or female emphasis in national adver. 
When we asked them how 


such advertising should be slanted 


tising. 


both in the type of copy and in the 
type of publication, the vote was 52% 
toward the men and 48% toward the 
This again is an odd dis 
closure when you consider that ip 
their own local advertising they favor 
the men’s slant by 4 to 1. It would 
appear that dealers look on national 


women. 


advertising as “just one of those 
things.” It is fine if you can get it but 
since they have no control over such 
outlays they take only a mild interest, 


Women as sales Persons 


Finally, we come to the questions 
having to do with employing women 
as sales persons. The reporting dealers 
believe that women are good in selling 
both oilburners and fueloil, but they 
rate them differently on the two 
products, For example, on oilburners 
only 40% of the dealers say that wo 
men make good sales persons and the 
other 60% believe that they do not. 
On fuel oil, however, 67% of the re 
porting companies say that women 
make good sales persons, and only 
33% take the negative side. 

This whole study of the female in 
fluence in the oilheating industry 
brings some rather surprising conclw 
sions. It is pretty obvious that women 
are more important than many of us 
have believed, both as buyers and a 
sellers. Their importance as buyers 
mostly along the line of wanting the 
facilities of oilheating, When it comes 
to the mechanical characteristics of the 
equipment, such as in buying a tf 
placement job, they are inclined 10 
give way to the men. They also step 
aside for the men in the matter 0 
brand selection. This apparently a 
counts for the dealer’s inclination © 
concentrate his newpaper advertising 
on men’s pages. In other words the 
dealer is putting his own greater pr 
motion emphasis on_ specific brands 
rather than on the general advantage 


of oilheating. 
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Ba.G PUMPS ARE 
EASIER TO SERVICE 


(BUT SELDOM NEED IT) 

















































































































Service’ is a word seldom heard in 
connection with a B&G Pump. Thou- 
sands have been in operation for many 
years without need for attention of any 
kind! If for any reason, however, serv- 
ice is necessary, you can get to the root 
of the matter quickly and easily. 

















Any B & G Booster or Universal 
Pump can be serviced without remov- 
ing from the line! Removal of a few 
bolts permits separation of bearing 
bracket and motor from the pump 
head— making all parts accessible. 
Precision manufacturing methods as- 
sure positive accuracy of fit and com- THE MOST COMPLETE LINE OF PUMPS 
me interchange of parts becween DESIGNED SPECIFICALLY FOR FORCED 


pumps of the same size. 
HOT WATER HEATING SYSTEMS 








In every detail, B & G Pumps are 
Constructed to (1) operate quietly, (2) 
perform dependably and (3) last for 


dln ae ag =| BELL & GOSSETT 
Purpose, WE Cc Oo M P A WN Y 


Dept. DO-7, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Canada 
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ECTORSEA 
) the posilivé 
EAK PREVENT 
RECTOR 












When you use RECTORSEAL #2 on 
connections in your heating installa- 
tions you can be absolutely sure of 
“no leaks” because— 


RECTORSEAL never hardens, but re- 
tains a plastic elasticity that seals for 
the life of the joint. 


RECTORSEAL is insoluble in fuel 
oil, diesel fuel and all petroleum frac- 
tions. 


RECTORSEAL thickens in the joint— 
won’t squeeze out. 


RECTORSEAL is thin in the can for 
easy, economical application. 


RECTORSEAL is smoother, cleaner- 
requires no stirring or mixing. 


See for yourself—compare quality, de- 


pendability, service and price.. 
you'll know there’s no. seal like 
RECTORSEAL. 


Available in brush-top cans in a size 
to suit your requirements. 


Try it at our expense—Write us for 
FREE SAMPLE. 


Your supply house has it 
or can get it for you. 


RECTORSEAL, Dept. O 


2215 Commerce St. Houston 2, Texas 


ECTORSEAL 
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THE NO, 2 heating oil market firmed 
up considerably during August, par- 






| ticularly along the East Coast. The 


.25¢ “voluntary allowance” that had 


| been in effect for several months was 
| discontinued at all Eastern points. This 


affected, among others, nine of the 
prominent markets listed in the table 
below. The only remaining “volun- 


| tary” in the table is Cleveland, with 





JO¢. 

This price improvement 
brought about through elimination of 
surplus production and refinery out- 


was 


ee ee ee ee ee ee ee ee ee ee ee ee ee 


put at the Gulf, bringing these down 
to match the needs of the markets 

Notice in the table that primary 
stocks of No, 2 oil East of the Rockies 
are less than two per cent above a year 
ago. More important to the refiner 
gasoline stocks are easing back. Ty 
show the extent of the general curtail. 
ment, production in Texas alone has 
been cut back 400,000 barrels a day 
(September allowable rate vs. the April 
rate). 

The petroleum industry this year has 
been faced with a whole new set of 
problems brought on by the drop in 
growth rates. In fact, for the industry 
as a whole there has been virtually no 
growth. 

Quite a number of the expansion 
projects that had been announced, such 
as refinery units and the like, have been 
cancelled or indefinitely postponed. 
This has been apparent through the 
companies’ dropping their permits that 
had been granted for tax write-offs. 

But naturally these situations are 
short-lived. There are more than ever 
indications about the country that oil 
heating is beginning to be promoted 
and this will help to accelerate fueloil 
demand and probably result in mod: 
erately higher prices for it. 
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No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of August 15, 1954 


Tank Tank 

Car Wagon 

Portland, Me. 9.35¢ 13.0¢ 
Boston 9.25 12.9 
Providence 9.25 12.9 
Springfield, Mass. ip 53.7 
Hartford O55 1331 
New Haven 9.2 Wee, 
Syracuse 10.1 V372 
Albany 9.4 12.6 
New York 9.2 13.0 
Newark 9:2 12.7 
Philadelphia 9.3 12.6 
Harrisburg ae 13.1 
Baltimore 9.35 12.9 
Wilmington, N. C. | 12.8 
Washington i 13.3 

*Delivered. 


Tank wagon prices shown are for maximum one-time delivery discounts. 


{Subject to .5¢ vol. allow. 
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Distillate Fueloils 


PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 


Aug. 6 Aug. & 

1954 1953 

East Coast 36,882 37,642 
Midwest 34,054 29,971 
Gulf Coast 18.917 23cTt4 
Total 89.853 91,324 


* American Petroleum Institute. 


Tank Tank 

Car Wagon 

Richmond 9.7¢ 12.9¢ 
Charleston, S. C. 9.5 12.7 
Chicago 10.6* 13.8 
Detroit 11.35% 14.2 
Cleveland 10.7*f 13.7 
Minneapclis 10.25 13.3 
St. Louis 10.2* 13.4 
Indianapolis 10.625* 14.1 
Milwaukee 11.57 14.5 
Des Moines 10.75 13.5 
San Francisco 10.15* 12.7 
Portland, Ore. 10.75* 13.3 
Seattle 10.75* 13.3 
Spokane 10.15* 15.7 

Los Angeles 9.65* 12.2 

SECONDARY STOCKS** 

(Thousands of Barrels) 3. 

June 30 June 2” 

1954 1953 

East Coast 7,208 7,953 
Midwest 4,630 4,34] 
Gulf Coast 621 658 
Mountain 493 460 
Pacific 1,094 1,261 
Total 14.046 14,679 


**Bureau of the Census. 
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I94 WAYS 10 maxc. PROFIT 


DON’T DELAY...GET THE FACTS NOW ON THE 
“Tt WINKLER DIRECT FACTORY FRANCHISE 


Why fool around with “short’’ lines— 


las be t gi 7 
why lose sales because you can’t give cus 
ay tomers what they demand? cssitil OIL BURNERS FURNACES 
ri For the answer, look first at this Winkler a A 
, parade of automatic home comfort equip- 1 


ment. Then just try to picture a situa- 
tion which can’t be satisfied with one of 
Winkler’s 194 models and sizes. Every 
of heating requirement as to capacity, fuel 
preference and type of system is covered 
... plus Air Conditioners and Water 


try Heaters to round out the Winkler line of “oy 9 MODELS 
home comfort products. 











no 
The Winkler Direct Factory Franchise 
gives you not only the most complete top 64 MODELS 
‘on quality line but backs it up with a pow- 
" ethouse of selling helps. Among them: te GAS 
IC 
; ¢New stocking plan makes it easy to finance BURNERS BOILERS 
sis a full stock. 
ed Strategically placed warehouses speed up 
the delivery. 
hat * Complete year’round line offers extra profits. 
5 + New merchandising tools provide everything 
: fo uncover prospects, demonstrate and sell. je ¥ 
are *Increased national advertising— monthly 16 MODELS 
ver sales promotion program—dealer cooper- 
al ative advertising plan. 15 MODELS 
ted 
oil STOKERS 
od: RECESSED 
WALL 
HEATERS 
nk 4 * 
gon i 
meen “22 MODELS 
8 i 3 MODELS 
7 oll 
x. SALESMEN MADE MONEY-MAKERS we 4 y 
4 AT WINKLER TRAINING INSTITUTE! ee ae AIR CONDITIONERS 
m| Winkler’s com i ini 
' prehensive training program ae 
J is free to Winkler dealers and their per- iii... a 
J sonnel. In this completely equipped school, ss Pd 2 
a training is given in successful selling proce- 
3 dures—product demonstrations—business "i 
4 promotion methods. After individualized in- 
4 ee Mid factory experts, trainees make 
: sales presentations—learn how to 
Py) close sales every month of the year. 12 MODELS 
_ Also offered is Engineering Course in siz- 
ng, Wiring, servicing Winkler Products. 7 MODELS 
*194 models and sizes of home comfort equipment. Find out NOW how to 
obtain a Winkler 
Direct Factory 
Franchise— write! 
re 30 
953 
953 
347 
658 
460 PRODUCTS OF ¢ AUTOMATIC + 
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by 
Milburn Petty 


WASHINGTON Oil industry leaders 
are confident that the national fuels 
policy committee will make a realistic 
study of all the factors involved in as- 
suring adequate supplies of oil, gas, 
and coal. 

This study is being made by a Cabi- 
net-level committee headed by Arthur 
Flemming, director of the Office of De- 
fense Mobilization. 

It was undertaken on specific orders 
of President Eisenhower “to evaluate 
all factors pertaining to the continued 
development of energy supplies and re- 
sources and fuels in the United States, 
with the aim of strengthening the na- 
tional defense, providing orderly in- 
dustrial growth, and assuring supplies 
for our expanding national economy 
and for any future emergency.” 

Idea for this fuels policy study seems 
to have grown out of the suggestion by 
Senator Johnson (Texas) that the 
President appoint a commission to look 
into effects of the Supreme Court’s de- 
cision in the Phillips Case and recom- 
mend remedial legislation. 


Fuels Report Due December | 


With the Flemming Committee's re- 
port due by December Ist, it was de- 
cided not to hold hearings but utilize 
basic data available. Interested parties, 
however, may file briefs setting forth 
their views. 

For example, the Independent Pe- 
troleum Association of America and 
other domestic producer groups prob- 
ably will make presentations on oil im- 
ports. 

Likewise, the coal people will recom- 
mend steps to alleviate their plight. 
But lack of time—if nothing else—will 
prevent Flemming’s group from at- 
tempting to resolve controversial issues 
like “end use” controls such as advo- 
cated by some spokesmen for coal in- 


terests. 
Coal Men Stress Four Points 


Meanwhile, another 
made up of members of the “Little 
Cabinet,” that is, the assistant secre- 
taries—has been at work studying 


committee- 
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Government Influences on Fuels 


problems of the coal industry and 
remedial measures, 

This committee, also headed by 
Flemming, has already conferred with 
the coal interests and other meetings 
are scheduled. 

The coal men are stressing four 
points on which they want relief : 

1. Natural gas—steps should be 
taken by the government to “discour- 
age’ burning gas under boilers, reserv- 
ing it for “more valuable uses”; also, 
importation of gas should be curbed. 

2. Residual fueloil—the importing 
companies should be persuaded to cut 
back “voluntarily” on the volume of 
foreign residual oil brought in; also, 
they should be encouraged to ““mod- 
ernize’’ their plants so as to reduce the 
yields of residual. 

3, Government buying—coal should 
get the preference where it is cheaper 
than oil or gas, as at the atomic energy 
plants. 

4. Transportation—-railroad freight 
rates should be reduced so that coal can 
better compete with the transportation 
costs of fuels moving by pipeline. 


Flemming Promises Consideration 


The coal men told Flemming that 
this time they wanted immediate action 
on their plea, “not just another bunch 
of statistics or meaningless studies.” 

Afterwards, the coal men said Flem- 
ming “recognized the seriousness of 
our plight and promised to give serious 
consideration to our recommenda- 
tions.” 

Flemming assured the coal men that 
work of the coal-study committee 
would be integrated with that of the 
national fuels policy committee. 


New ‘Kerr Gas Bill’ Expected 


Regardless of whether the Flemming 
Committee comes up with a recom- 
mendation that Congress enact legisla- 
tion to curb FPC’s regulation of inde- 
pendent producers, it is certain that 
bills—similar to that by Senator Kerr 
(Oklahoma), vetoed by President Tru- 
man—will be pressed in the next Con- 
gress. 

Even the independent jobber has 
recognized that he has a stake in field 
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prices for natural gas being set by com 
petition and market demand athe, 
than government fiat, So, the Nationa] 
Oil Jobbers Council decided to Sponsor 
legislation “to eliminate government 
control of prices of natural gas,” 


Phillips Case to be Studied 


On one point, at least, all three in 
dustries involved in the fuels policy 
study are agreed—that is, the necessity 
for adequate prices for natural gas, 

Chief obstacle to this now is the 
“freeze” of natural gas prices by the 
Federal Power Commission in its or 
der, No. 174-A, even before the Sv. 
preme Court had issued the mandate 
in the Phillips Case and before pend: 
ing rehearing petitions had heen acted 
upon. 

This drastic order prohibits pro 
ducers and gatherers from raising 
prices above levels of June 7, 1954 
even to cover tax increases without 
prior approval by FPC, 

Protests flooded the FPC 
pointing out that refusal to allow aut 


have 


matic price increases—as provided in 
gas supply contracts — amounted to 
confiscation of property in violation of 
the constitution. 

Independent producers have become 
even more wary of selling their gas to 
interstate pipelines. New projects wil 
find it more difficult to line up supplies 

Many contracts provided that sup 
pliers could back out, if the FPC ever 
attempted to regulate field prices for 
gas, Now, the FPC is insisting that 
such suppliers must continue furnist 
ing gas even though this condition 0! 
the contract has been breached. A bit 
ter legal fight looms. 


Oil Pipeline to East Asked 


Texas Eastern Transmission Corp 
has applied to the FOC for permissi 
to build substitute facilities for ™ 
“Little Inch” pipeline so that this w# 
built line can be converted from ™! 
ural gas to haul light petroleum pi 
ucts as a common carrier from Bi 
town, Texas, to the Pittsburgh att 

Texas Eastern hopes to have te 
“Little Inch” in oil service by %! 
1956. 

Barge operators on the Mississf/ 
and Ohio rivers are continuing 
fight against such a pipeline. 
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a Lansdowne, Pa. 
Editor: 
I was glad to see the articles on 

baffles (May and August issues). In 

my opinion, this is a subject that has 

been neglected by too many service- 
. men and you have covered it in a man- 
v4 ner that should help considerably. 
64 ALLEN J. JOHNSON 
the 
the L. J, WING MEG. CO. 
die Linden, N. J. 
Sy. Editor: 
late “How Automatic is No. 6 Oil” by 
nd: Jean L. Dupuis in the July issue brings 
ted into the open a subject that has been 

discussed in oilburning circles for Yeee 
pro years. _It is obvious that the word “au- ar ine é 
sing tomatic” has a wide range of meanings ~ h f 
54, between the burning of light oils and e€ trees 





nout the heavier No. 6. 


We believe the article points out you from details 


FPC very clearly the important differences 


uti’ in the apparatus necessary to burn Think of yourself as a trained, experienced heating contractor? 
d in heavy and light fueloils and that to If you are, you’re a valuable man, and you’re probably a better 
dt use the former, it is advisable to have heating contractor than you are a purchasing agent, bookkeeper, 
mo! @ in charge of the plant a competent expeditor, letter writer, or banker. Yet, unless you’re buying 
man who can make the necessary from your heating wholesaler—and taking advantage of the 
come # burner adjustments and cleanings. services he has to offer—you’re only a part-time heating con- 
_* It is emphasized that when burning tractor. 
will No. 6 oil it is necessary to make cer- The rest of the time you’re up to the neck in the details that 
plies tain the oil is well heated before the go with doing business. You can’t avoid a lot of them like billing 
UPB burner starts after a prolonged period and payroll and government forms and taxes, but you can save 
el @ of burner idleness, While no direct yourself a lot of trouble. 
‘. 


mention was so made, is it not equally 


that Let Your Wholesaler Help You 


important that the chimney be warm, 


developing proper draft, when the Your wholesaler can relieve you of inventory problems, and the 
on | er oe . . ° - ° ° 
Kf durner starts after being idle for hours? expense, bother, and worry that go with carrying stock. He can 
ott ; ; ie Sy ed 
But, we must recognize that the chim- provide you with immediate access to all the units, all the acces- 
ney becomes cool or cold during the sories, all the parts you need. You can simplify your bookkeeping 
d hours of idleness—thus cannot provide because you will need to issue fewer purchase orders, pay fewer 
the starting draft. invoices. Your wholesaler does your expediting for you, too— 
Cor This need is emphasized by the fact and he’s in a lot better position to influence manufacturers. 
uss’ that approximately 80% of the com- In sk a : 3 
the lesidac i: , : n short our wholesaler gives you a lot more time to use 
yr tt Sustion air must be furnished through ae , ‘ “np . . 
swat HE the chi your ability where it pays off best. That time is worth money. 
Ne chimney effect, with the balance : f : f ¢ 
n mt HE of 200% nei , The help that your wholesaler can give you in selling, adver- 
“Jo primary air delivered by the pia “s . 
oro! HE blowe tising, and every other phase of your business is worth money 
I wer on the rotary cup type burner. ae : . , 
Bay Ms it : to you, too. As a matter of fact, if it weren’t profitable for you 
not obvious that without the : A e 
1102 dite to buy from your wholesaler, there’d be no reason for his 
oor ‘mney pull, combustion cannot be bei Si , 
» th Mec yeing in business! 
ve complete and much waste, soot and se 
eafl backfiri oe oe . : : : 
ckiring will result? As you know, One of a series of advertisements presented in the interests 
modern practice employs a draft in- of better distribution of heating equipment all over America 
1ssPF HH “cer to provide the precise amount of by THE HEIL CO., makers of HEIL Automatic Heat. This 
he # combuct; ; ; ies i i - ion wi tional Heatin 
5 th ombustion air regardless of stack pull. series is prepared in co-operation with the National Heating 


Wholesalers Association and the Central Supply Association. 





Another question deals with the eco- 
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ONE truck or a FLEET 








you ll gain more with 


ROPER 3600 seriss PUMPS 


Easy to install and operate ... dependable to reduce down-time, 
you'll find the Roper Series 3600 Truck Pump a worthwhile 
investment in necessary equipment. This is a complete unit, 
ready for hook-up on any type of drive, and for all conditions 
of piping and mounting. 

@ High lead bronze bearings — deep packing box with 8 split 

ring packings. 
@ Pumping gears run smoothly in axial hydraulic balance. 


@ Adjustable relief valve assures full capacity when pumping... 
permits nozzle shut off without stopping pump. 


@ Compact design, lightweight... ideal for new installations or 
for replacement. 


\ qacts loda,, 









GEO. D. ROPER CORPORATION 
769 Blackhawk Park Avenue, Rockford, Illinois 


(] Please send Catalog 
(_] Have Roper Representative Call 
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nomics of heavy and light fuelojj 


| burning. When, for instance, should 
| light oil be burned and when heavy? 


We believe the article has excellent 
value as a “discussion provoker” on , 
subject greatly in need of clarification 

C, H. SMITH 
Vice-president 


| Decisions about burning light or heavy 
| fueloil are reached almost automat; 








cally on small installations having 
burners that fire, say, less than 5.0 gph, 
and on larger installations having 
burners that fire, say, above 35 gph. 

Low firing rates invite the use of the 
light fueloils. High firing rates per 
burner indicate the use of heavy oils, 

The number of hours per year a 
burner operates is also a factor; operat’ 
ing 24 hours per day producing process 
steam 365 days per year, for example, 
induces the use of heavier oil in a bor: 
derline case. Used for ordinary heat: 
ing operation, the same size burner 
runs far fewer hours each year, uses 
far less oil per year, thus lacks an im 
portant argument in favor of selecting 
an inexpensive, heavy fueloil as the 


| proper fuel. 


There are borderline cases for which 
different oilburner experts find differ 


| ent answers, For example, consider 





| four hard-working steam boilers used 


In seven capacities from 40 to 300 G.P.M. 


to heat an institution, Each is to be 
fired at from 12 to 15 gph. At ome 
extreme are those burner experts who 
declare that gun-type burners which 
use No. 2 fueloil should be installed. 
At the other extreme are those experts 
who find No. 6 fueloil most suitable. 
In-between experts believe the iv 
between fueloils should be used. Each 
of the experts sincerely believes he is 
correct in his choice of fueloil and oil 
burner equipment, and each can pro 
vide a lay audience with arguments 
impressively convincing. The assump 
tion is that all grades of fueloil and 
ample money are available. 

In a class by themselves are big boil: 
er rooms that undoubtedly should use 
the heavy, residual fueloils, but which 
do not because (a) no local talent con 
install and service burners that 
heavy oils, or (b) the owners simply 
do not have enough money to install 
the equipment needed for heavy al 
or (c) heavy oil is not obtainable in 


| the locality. 


September 


1954 














ents 
mp’ 
and 


noi 


hich 
can 


nply 
stall 
oil, 


em 















Easier to Sell ! 


One sure way to help boost your fuel oil sales 
is to sell a branded product...one that people 
know and trust. That’s Mobilheat! 


This well-known name is backed by 88 years 
of marketing and merchandising experience. 
With it you get sales helps of all kinds... 
proved plans and programs to help you meet 
and beat all competition. 


Make it warm for your customers—“‘hot” for 
your competition with Mobilheat! 


SOCONY-VACUUM OIL COMPANY, INC. 


eloil 








A Branded Product is Easier to Remember-— 








roved 





an additive that 
REALLY CAN 


increase business! 





SUABANTERD 19 cut YOUR 
ONL HEATING COST5 
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M8 tm cay ape, 


Get the OIL-TREET 
plan to beat your 


toughest competition 


Your fue! oi! and oil heater business in the heat- 


competitive ever . . . but here’s a way to beat 
down al! competition! OIL-TREET has a plan that 
gives you a choice of offering this proved fuel oil 
additive in consumer packages, or added to your 
bulk stock. 


Proved by 7 years of successful use in heavy in- 


dustry, successfully introduced to homeowners 
last yeor, OIL-TREET can really increase your 
business. The opportunity is NOW—don’t delay— 


write! 


OIL-TREET | 


Saginaw Salt Products Co. 
Saginaw, Michigan 


- enti uranic thane tenant eae ali tine ey ited) aimee | 

















SAGINAW SALT PRODUCTS CO. 


| Send details of OIL-TREET plan. | 

| Name 

. Company : 

| 

| Address ..... 

{ 

| City... Zone State 
| 
| 


Saginaw, Michigan 


| 
| 
iiesiicidtinhd- tid ilagiens sf Kiesatitine cee ceaamnd 
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© pbipaia 10 to 16 will mark the 
seventh consecutive observance 
of Oil Progress Week. During the 7- 
day period personnel representing all 
elements of the oil industry concen- 
trate on telling the American people 
as much as possible about their indus- 
try and The 


American Petroleum Institute sponsors 


how it serves them, 
the celebration on behalf of thousands 
of oil companies and has prepared 
literature and other materials that will 
help oilheating dealers to plan local 
tie-in activities. 

“Blueprint for Success” has been 
prepared as a guide for local Oil In- 
dustry Information Committee men 
and others for planning Oil Progress 
Week in local communities, It contains 
practical suggestions on how to plan 
and execute effective activities. Also, 
there is a dealer promotion folder, 
“Your OPW lucky Number is up.” This 
two-color brochure has photographs of 


and 


check-list to show what may be done 


available materials contains a 
locally to participate in Oil Progress 
Week, including activities which may 
be undertaken alone and those which 
can be arranged in cooperation with 
others. 

Prominent in the materials available 
are a group of advertising mats, in- 
cluding several that have been prepared 
for fueloil dealers. On the facing page 
are shown four of the fueloil ads, which 
can be furnished in various sizes. They 
are ready to use, as is, simply by add- 
ing the company’s name and address 
in the space left at the bottom. The 
mats are offered free of charge; sam- 
ples and order blank may be obtained 
from the American Petroleum Insti- 
tute, }0 West 50th St., New York 20, 
N. Y. 

The ads, as is true of much of the 
other materials prepared for Oil Prog- 
ress Week, are seasonal and intended 
for use before and during the Week. 
But, with slight changes, and in some 
cases no changes at all, they may be 
used at almost any time during the 
year. As such, they can be made an 
effective addition to the oilheating 


Seventh Oil Progress Week 
to be held October 10-16 


dealers regular promotion program, 
Another item developed for fuelojf 
distributors is a banner, showing 4 
driver making a fueloil delivery and 
featuring the OPW slogan, “Oil serves 


You.” It isa cloth banner with brilliant 7 


lithographed blue and red Day-Glo, 
measuring 68” x 36”. It sells for $2.59 
and is suggested as a backdrop for 
meetings, exhibits or displays, in addi 
tion to placement on tank trucks and 
oil company installations. 

Lapel buttons, stamped in the form 
of miniature oil tank trucks and key 
rings, featuring the same motif in 
larger size, also would fit into an oil- 
heating dealer’s program. Then, there 
is newspaper publicity material avail: 
able, spot announcements and pattern 
scripts for radio and T-V, in addition t 
speech material that the dealer can use 
in local activities. 

The documentary film prepared for 
this year’s Oil Progress Week is a 2% 
minute Technicolor historical phote- 
play, “The Story of Colonel Drake.” 
Made in Hollywood and starring Vin 
cent Price as Edwin L. Drake, the 
film accurately tells the story of the 
birth of the American petroleum iv 
dustry as it resulted from the first suc’ 
cessful drilling for oil. It spans the pe 
riod from 1857 when Drake was 4s 
signed the task of finding a better way 
to gather rock oil from a site in Titus 
ville, Pa. to August 27, 1859, when, 
after numerous discouraging expert’ 
ences and failures, Drake brought in 
the first producing oil well and literally 
established the oil industry. The film 
is extremely well done and has been 
hailed as an excellent example of docu 
mentary motion pictures. 

Prints of the fiim are available now. 
but public showings are to be deferred 
until the week of October 10. 

Preliminary plans foresee Oil Prog 
ress Week events in more than 5,0 
communities in the United States 
which will make it the biggest of any 
Special efforts will be made to dram 
tize the way in which oil competition 
serves the customer, tied-in with stores 
on the industry’s' progress. 
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Operation Rockwell 
View of operating floor 
at test plant with two 
meter loading rack, at 
left, fitted for remote reg- 
istration. Measurement 
from this rack is trans- 
mitted by electric impulse 


The proof of the 
pudding These proving 
acilities are used to test 
meters on viscous liquids 
including Bunker ‘‘C”’ 
and other industrial fuels 
at up to 1000 gpm. Heat 


oils permit testing at a DY 
various operating temp- to printing registers 1in- 
eratures side building. 


book... 





ground for meter 


Rockwell 


ROTOCYCLE 


NNW 


YOU CAN REALLY 












The only plant of its kind Aerial view of new 
Rockwell test station containing every facility for 
petroleum meter proving, accounting, research and 
development. 


Remote 
Registration 


improves accounting, 
cuts stock losses 


Transmitter 
At every transfer point in 
petroleum’s path to market—at 
field inlets, pipeline terminals and 
loading racks—you can use the 
Rockwell Remote Registration 
System with profit. The 
unalterable sealed-in 
tickets are mechanically 
printed. Control over all 
volume dispensed rests 
in the hands of one 
responsible person. 
Losses are quickly curbed, 
accounting is mechanized. 
To get full facts, write for 
bulletin OG-324. 





Receiver 


ee 


ROCKWELL MANUFACTURING COMPANY PITTSBURGH 8, PA. 


A 
ante Boston Chicago Dallas Houston N. Kansas City, Mo. Los Angeles New York Philadelphia Pittsburgh San Francisco Seattle Tulsa 


Canadian Gas & Oil Products Sales: Peacock Brothers, Limited 

















STANDARD Baltimore moves to improve 


vaporizing burner Service 


| QUALITY | 


20 YEARS j 


DIELECTRIC holds — sail 
— to highest standards of 
workmanship and quality of 
materials employed. For 20 
years, prices have been held 
at lowest levels by develop- 
ing machinery for automatic, 
precision production, and 
by introducing standard 
designs of wide application. 
Our facilities enable fastest 
action on orders, including 
manufacturers’ new designs. 
Let DIELECTRIC | serve You! 


DIELECTRIC Ignition Electrodes are ayail- 
able: in standard types, and in special 
sizes and shapes — all with full Under- 
writers’ Cable agsemblies and 
transformer-to-electrode 
layouts furnished for any burner hook-up. 
Consult us freely about your ignition 
problems. DIELECTRIC’S ex- 


perience and facilities are at your service. 


DIELECTRIC 


od 1 @) 0) U1 Gn iO Om fal on 


res) laehael F 
bus bars for 


electrode 





125 VIRCINIA AVE., JERSEY CITY 5, N.J. 
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TP BALTIMORE there have been com- 
plaints for some time that fueloil 
| distributors were reluctant to service 
vaporizing oilburning equipment, One 
_of the reasons for this attitude was a 
shortage of trained service personnel. 
| Late in July Hollis Albert, Opera- 
| tors Heat, Inc., 
| for a meeting of kerosene distributors 
| and attracted 40 men, estimated to rep- 
| resent about 95% of the gallonage de- 
Baltimore. The 


|gathering discussed the situation at 


Baltimore, arranged 


\livered in informal 
| length, concluded there was a problem 
|and adopted some positive proposals 
| to rectify the situation. 

The first suggestion adopted by the 
group was a proposal to paint trucks 
that needed it and, in any event, to be 
sure that all trucks were kept clean 
and neat. Next, the dealers will make 
serious efforts to outfit their drivers 
with uniforms. 

Of direct interest to the customers, 
the dealers agreed that it would be ad- 
visable to connect oil drums and tanks 
directly to the vaporizing burners to 
permit householders to avoid the messy 
job of “filling the bottle.” And com- 
panion to this, the dealers recognized 
the value of a campaign to increase 
customer storage and acknowledged 
that it is reasonable for customers to 
expect the oil supplier to service their 
equipment. 

Price charts have been prepared by 
some companies with quantity dis- 
counts given for drops in excess of 60 
gallons, as an incentive for addition of 
a second drum, and a further discount 
for buying more than 120 gallons. 

As a result of the meeting, W, E. 
Cunningham, A. B. Cunningham & 
Son, Baltimore, eastern distributor for 
H. C. Little oilburners, sent a letter to 
67 manufacturers of vaporizing units 
and outlined the scope of the proposed 
program. He explained that adoption 
of the proposals should result in im- 
provement in vaporizing burner serv- 
ice, since customers either would re- 
ceive top grade service or would be 
referred to a local service organization 
equipped to take care of the equipment 
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letter to 
the manufacturers was to secure a lig 
of their distributors or dealers in the 
Baltimore area so that they could k 
notified of the program and becom 
identified with the plan. 

As a final step to raise oilburne 


involved, The purpose of the 









service standards, on September 15 the 
Mergenthaler - Technical Vocational 
School in Baltimore, under the auy 
pices of the Oil Heat Association of 
Maryland, will begin a school to trai 









vaporizing burner mechanics. This 





to be part of a series of night classes 





operated to upgrade drivers and sery 
icemen, open to personnel already em 
ployed by oilheating dealers. 

The entire program is just getting 





underway and it is not possible to se 
now how it will work out, However, 






the mere fact that a representative 





group of Baltimore oil dealers could 
meet, agree that there were legitimate 
complaints about the way vaporizing 
burner service had been handled and 
adopt concrete measures to correct 







them, is indicative of an awareness of 
responsibility to fueloil consumers that 
should insure success. 


\/ 
9 


FHA liberalizes home 


purchase Requirements 


REGULATIONS FOR implementation df 
the expanded home ownership pt 
gram of the Housing Act of 19 
have been issued by the Federal Hous 
ing Administration, to be effective 
upon receipt by field offices. Import 
ant in the regulations are provisions 
for reduced down payments on home 
and regulations 
covering “open-end” advances. 
The new ratio of loan to value ft 
new home purchasers permits af in” 
sured mortgage in the amount of 9 ’ 
of appraised value up to $9,000, 
75% of the value in excess of 59,00 
up to a total mortgage value of 5 
000. Another change extends the tt 
payment term to 30 years, with rea 
ant lower monthly payments, andi 






purchases specific 















(Please turn to page 36) 
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| CHRYSLER AIRTEMP 






There’s money in the air... 


when you sell CHRYSLER AIRTEMP! 


ass 
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_ THIS NEW COMPLETELY-DETAILED 
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more profitable! 


To make the great variety of selling helps that are available to 


Chrysler Airtemp Heating Dealers more productive, we are intro- 
ducing a service never before available in such comprehensive 
form. It’s a completely-detailed program to guide you every step 
of the way in planning and scheduling your advertising to secure 
the best results in sales! 


This guide gives the best months in which to advertise. It shows you 
how to establish an advertising budget based on your sales goal and 
participation by Chrysler Airtemp. It even outlines a specific pro- 
gram based on a specific budget, scheduling direct mail, mewspaper 
advertising, radio and TV commercials to produce the greatest 
assurance of quick returns. 


Here is an important reason why it will pay you to sell Chrysler 
Airtemp Furnaces—but just one of many! Get all of the facts— 
return convenient coupon now! 


Name 


—— PROGRAM TO MAKE YOUR ADVERTISING 


















count OR 4 AfuNp a 
* Guaranteed by > 
‘Good Houschooping 
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Airtemp Division, Chrysler Corporation 
P.O. Box 1037, Dayton 1, Ohio 


I would like to know more about the Chrysler Airtemp Franchise. 











Hi-Boy Furnace —8 Hi-Boy 
and 10 Lo-Boy models for 
gas or oil. 
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heating + air conditioning for homes, business, industry 
Address 





Airtemp Division, Chrysler Corporation, Dayton 1, Ohio 
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RENICK & MAHONEY, inc. 


ROPER TANK 
TRUCK PUMPS 


Built for long-lived, efficient 
operation, with economical, 
smooth and quiet delivery. Split 
gland makes repacking easy. 
Handle all grades gasoline, kero- 
sene, diesel fuel and fuel oils. 
Easily serviced without disturbing 
drive 


pipe connections or 


coupling. 











SEE YOUR 
R&MMAN 


You can count on 
R & M men to have 
help 

know-how to , 

“a nt and truck operating 


keep your Plo”. um, They know aaah 
» ry marketing 







you 








need. 





SERVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 
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purchase of older homes, 

On new homes, for instance, where 
the FHA values it at $12,000, the mort- 
gage can cover $10,800, leaving a 
down payment of $1,200. Down pay- 
ments required on the same home un- 
der previous regulations was $2,400. 
On a $6,000 older home, the down 
payment now is $600, just about half 
the former amount. 

The new regulations spell out pro- 
“open-end” ad- 
vances for improvements or repairs 
which contribute to the basic livability 
of homes. Ceilings upon fees the lend- 


visions governing 


liberal terms also are provided for the | 


er may charge the buyer of both new | 


and existing homes are established at 
$25 or 1% of the loan, whichever is 
the lesser, plus customary costs and 
fees which the lender may recover. 
Open-end mortgages are authorized in 


all states where state laws permit them. | 


A new safeguard requires delivery | 


to the buyer of a written statement 
setting forth FHA’s appraised value of 
the property. The buyer also receives 
a builder’s warranty that the dwelling 
was constructed in substantial confor- 
mity with the plans and specifications 
upon which FHA’s valuation was based. 


o, 
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Oil leads as heating Fuel 
in Appleton, Wis., Survey 


AMONG FOX CITIES householders oil 


heat now holds a commanding lead | 


over coal, according to a Consumer 
Buying Habit Study of the Appleton- 
Neenah-Menasha (Wisc.) City Zone 
Market published by the Appleton- 


Post-Crescent in cooperation with the 


Medill School of Journalism, North- 
western University. 
Medill students interviewed 1,100 


housewives in this annual survey, Dur- 


ing the past five years oil has climbed 


| from 39% to almost 62%. Coal pro- 


vides heat for 30% of the homes, a 
drop from 59%. 
Gas heat, which until this year was 


| showing steady gains in this market, 





dropped off to 7% as compared with 


9.4% in 1954, Wood, coke and elec: | 


| all heating. 


Forced hot air is the most popular 
type of heating system with 53%, an 
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| tricity accounted for less than 1% of | 








These books contain informa. 

tion on subjects important i, 

solving Heating — Selling ¢ 
Servicing problems 


VAPORIZING BURNER 
SERVICE 


A compilation of articles from Fugzoy, 
& O1L HEAT by a veteran service map. 
ager and an oilheating engineer. Gives 
important wrinkles and angles of servic. 
ing pot-type units. 32 pages, 81, x 1) 
inches. Many diagrams. ........ 

$1. 


THE SELLING MAN 


Specialty salesmanship in our day with 
emphasis on burner selling by W. A 
Matheson, of Eureka Williams Corp, 
long a leading figure in oilheating in 


dustry. 
$4, 


BEACON RADIATION BOOK 


The second printing of the Beacon 
RADIATION REFERENCE Book & Heat 
Loss GUIDE is now available. A reprint 
of the original edition, published in 
1946, the new issue reproduces the en- 
tire series of tables showing heat loss 
requirements for rooms of various sizes. 
Range of rooms covered begins with 
those measuring 5 ft. x 5 ft. and con 
tinues up to rooms with 20 ft. x 30 ft 
dimensions. $4 


FUELOIL HANDLING 


The most significant article by authori- 
ties who write for FUELom & Om Heat. 
It covers delivery problems, automatic 
deliveries, truck selection, driver rating 
and is well illustrated with diagrams, 
charts and photos. ........:.5: 9 


INSTALLING THE 
DOMESTIC OILBURNER 


This is the first practical guide on oil 
burner installation. It contains the most 
significant articles from FUELOIL & Ol 
Hear that cover all phases of installa 
tion step by step. It is 81/2 by 11 inches 
and contains 64 pages. Illustrated with 
numerous diagrams and charts. . . 


| 
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HEADING OFF TROUBLE 


This book contains articles about # | 
most important precautions to take i} 
installations and service and thereby “} 
down the number of service calls. 1] 
selection is about those things whi 
give the greatest amount 0 
trouble for service men. It’s a 6474 
book 81, x 11.-.......002008 $1 


| 
Please mail remittance with order: 


HEATING PUBLISHERS, oe 
2 West 45 Street, New York 36, 
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ANOTHER PROOF 


OF AUTOCAR QUALITY 


Balanced Driving Assembly 










AUTOC AR 


VIBRATION in a motor truck is like an insidious disease. It Send for the Autocar Fact Booklet. 
It describes Autocar’'s anti-vibration 





starts in one place and spreads all over. It results in pre- 














n oil t a ; i _ measures and other exclusive fea- 
we ure wear, failure of companion assemblies and excessive i jes which sale aaianilid 
aoe driver fatigue. quality truck of the industry. Mail 
heer Autocar stops vibration before it gets started. A the coupon today. 
wi 7 . ¥ . . . 
Dynamic Balancing Unit balances the driveshaft. In addi- occ cccccsevccccccccvcvccoocoeee 
oy) tion to this, balancing is extended to each unit of the * Autocar Division ° 
® driving assembly to assure that driveshaft, crankshaft, di a a San 
- {i ‘ zs : . = : ; —s ° 
ut te ywheel and clutch assembly are vibrationless and in ¢ Ciiaicin etka wei tie Miniiaan hdale © 
A balance with one another. Autocar even balances the front 2 Booklet. : 
s, Te] tire, rim and wheel assembly. . ° 
whid | * Name and Title : 
future & . 
64 past | . Firm Name____ e . 
“fF AUTOCAR TRUCKS 5 es. “te 
order! AUTOCAR DIVISION OF THE WHITE MOTOR COMPANY ‘a , : 
. o. of trucks in fleet__ * 
NC EXTON, PA. . ° 
h 4 " : Type of operation fe 7 
Autocars are sold and serviced throughout the world ° p000seeds cisklean eS 
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LOWER 
INSTALLATION COSTS 


BETTER PERFORMANCE 
with 
Kolbkast Chambers 


The Kolbkast Standard. This 
low cost chamber has capaci- 
ties from .75 to 2.25 gph and 
can be installed quickly as 
there are only 5 pieces te 
assemble. 


The Kolbkast Universal. It is 
16” high, has capacities from 
-75 to 8 gph and can be fitted 
easily to most boilers and 
furnaces. 
* 


All Kolbkast Chambers have a K- 
factor equal to insulating brick 
and provide excellent perform- 
ance with high or low pressure 
burners. The Standard and Univer- 
sal are available in two types 
—for temperatures to 2100° F 
and for temperatures exceeding 
2100° F. Kolbkast Chambers are 
scientifically packed to prevent 
breakage. 
Get details today 


KOLB REFRACTORIES CO. 


MEADOW AND JACKSON STS., 
PHILADELPHIA 48, PA. 


KOLBKAST 
INSULATED 
CHAMBERS 
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increase from 22.6% in 1950, Gravity 
hot air systems have dropped from 
62.6 in 1950 to 30% in 1954, Hot 
water systems are used by 9% of the 
homes, space heaters by 6% and radi- 
ant heating by 2%. 

Electricity does 53% of the heating 
of water; oil, 22%; gas, 19% and 
coal, 4% 

>, 
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American Oil Co. becomes 


Standard (Ind.) Subsidiary 


D. J. SMITH was elected president of 
The American Oil Co., New York, at 
the first meeting of the board of direc- 
tors of the newly reorganized com- 
pany. The company was recently made 
a wholly-owned subsidiary of Stand- 
ard Oil Co, (Ind.). Robert E. Wilson, 
Chicago, is now chairman of the board. 

According to Mr. Smith, The Amer- 
ican Oil Co., 
company, has become an integrated 


formerly a marketing 


company with its own production, re- 
fining and transportation facilities be- 
cause of the reorganization of Ameri- 
can and certain of its afhliated compa- 
nies 

The company will continue market- 
ing under the Amoco label and will 
operate refineries at Baltimore, Md., 


Savannah, Ga., and Yorktown, Va. 
\/ 
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PSC okays natural Gas for 
Manhattan and the Bronx 


CONSOLIDATED EDISON CO. of New 
York has been authorized, by the Pub- 
lic Service Commission to convert ap- 
pliances using manufactured gas to 
natural gas in the boroughs of Man- 
hattan and Bronx of New York City. 

Parts of the Bronx and a large area 
of Queens already have been convert- 
ed to natural gas by the company. The 
contemplated switch is expected to be 
completed in four years at an estimated 
cost of $27,500,000. 

Ernest A, Bamman, examiner for 
the commission, said that it appeared 
from the evidence that, while there is 
always the possibility of interruption 
of natural gas supply, considering the 
great distance from the initial source 
(Consolidated Edison has a 20-year 
contract with the Transcontinental 


Pipeline Corp., which carries the 
2,000 miles to the city) there ig nog 
greater assurance of continuity ¢ 
supply. He reasoned that addition, 
interconnections between the Pipeling 
companies and additional lines to th 
New York area gave this assurange 
> 
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Household Fuel bought 
by Batchelder-Whittemoy 


ON JULY 31 Batchelder-Whittemop 
Fuel Corp., Boston, assumed control gf 
all the inventories, motor vehicles, fang 
and other Boston Division assets j 
Household Fuel Corp. A group, headg 
by Arthur Wathey, president q 
Batchelder- Whittemore, made the ag 
quisition, which included the Batth 
elder-Whittemore plant at Dorchestg 
Mass. and yards at Melrose, Belmont 
Canton, Worcester, Mass.; Bevell 
and Keene, New Hampshire. 

The company will continue tow 
the firm names familiar to consumef 
in each of the areas formerly serv 
by the Household companies. Wathg 
also advised that distribution would 
continued of coal, coke and fueléi 
furnished by Household’s previoussip 
pliers. 
Wathey started in the fuel busingl 
in 1916 with American Coal Co,, Na 
York, and in 1947 went to New Bag 
land to manage the Household Fa 
companies throughout New England 
As president of Batchelder Whittt 
more, he now controls the activities! 
one of New England's oldest 4 
largest retail fuel companies, 
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Dadson Club makes Plans: 


for second Get-togethtl 


PLANS ARE BEING made for the se00m 
get-together of the Dadson Club, o 
posed of fathers and sons who are a 
tive in the oilheating industry. } 
club first met last September 27 i 
social evening arranged by the facet 
On Thursday, September 30, the sf 
are treating the fathers to a night 
in New York. 
The first meeting was wrod 
‘seven fathers and their 11 som 
from New York City. An invilalls 
is extended to any father and sonm@™® 
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Mor-Sun Forced Warm Air Furnaces offer a new standard 

of quality for better home heating. Thanks to Mor-Sun's 
design and operational superiority— at competitive prices — 
home heating contractors who display the Mor-Sun 

trade mark are doing more business with less effort and at 

a greater personal profit. If you don’t have all the facts 

about Mor-Sun’s tremendous potential, send us your name 
and address today. We'll send you all the details on this 
newest standard of home heating quality and comfort. 


MOR-SUN FURNACE DIVISION 
MORRISON STEEL PRODUCTS, INC. 
613 Amherst Street, Buffalo 7, New York 


Manufacturers of gas and oil operated forced warm air furnaces 
and air conditioners in styles and capacities for every heating and 
cooling requirement. 








fathers entertained; this year the sons 
are the sponsors and will pick up the 
tab for the evening, although at least 
one father has said that, while he never 
expects to be sure, he suspects that in 
one way or another he'll pay for both 


binations who are active together in 
oilheating to attend the coming gather- 
ing, Persons interested should contact 
a member of the sons committee mak- 
ing the arrangements. They are: 
Arthur Bierman, Liquidepth Indica- 


tors, Inc., Long Island City, N.Y.; evenings. 

Frank Baerenklau, Baerenklau & Co., e 

Brooklyn, N.Y. and Henry Wymbs, * 

Hev-E-Oil Burner Distributors, New Indiana Standard to open 
York City. 


its North Dakota Refinery 


ON OCTOBER 2 Standard Oil Co. (In- 
diana) will dedicate its new 30,000 


The Dadson Club was organized 
to provide periodic gatherings for so- 
Last September the 


cial relaxation. 


A 


“LONG-LIFE” 


MOLDED-AND-BRAIDED. 


FUEL OIL HOSE 





The hose that has everything to assure 
important savings in handling and re- 
placement costs. Light weight and ex- 


treme flexibility — for quicker, easier 
deliveries. Exceptional strength and 7 phe 
durability — for longer service life. Caner ee ee er, ee 


Wear-resistant chocolate brown cover. any length up to full-reel capacity. 


Hose—Price Per Foot, Uncoupled Couplings—Price Per Set, 











Size Two-Braid Three-Braid Attached—Male & Female 
a” $0.832 $4.72 
14,” 1,06 $1.25 5.84 
1,” 1.31 1.43 7.22 


Use This Convenient Coupon Order Form 


c 
| GOODALL RUBBER CO., Whitehead Rd., Trenton 4, N. J. Date 





| 
| Please ship ‘“‘Long-Life” Fuel Oil Hose as follows: 
| Size No. of Lengths Ft. Per Length Total No. Ft. Per Foot Total-§ 
| COUPLINGS—................ heating Ble oiccsecssessier | ee Per Set; TOTAL—............ | 
[icharge [JCheck Attached (Send C. 0. D. TOTAL THIS ORDER-$................ 
CMM oo lises.cucecee 6. 






GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 
Branches: Philadelphia + New York + Boston + Pittsburgh + Indianapolis » Chicago + Detroit + St. Paul 
los Angeles + San Francisco + Seattle * Spokane + Portland + Salt Lake City + Denver 
Houston +» Goodall Rubber Company of Canada, Ltd., Toronto + Distributors in Other Principal Cities 


ed 











delivered prices shown below .. . in | 





barrel-a-day Mandan, N. D., refinery 
for processing Williston Basin crude 
oil. The refinery will receive crude oj] 
by pipeline, running 156 miles from 
Tioga, N. D. to Mandan, From the re. 
finery, products will be shipped to mar- 
kets by rail, truck and by Standard’; 
new 200 mile products pipeline that 
runs through Jamestown and Fargo to 
Moorehead, Minn. Here the line con, 
nects with other company products 
lines serving eight midwestern states, 

Principal products to be made from 
the North Dakota crude will include 
all grades of gasoline, kerosene and 
other grades of distillate and residual 
fueloil. 

The Mandan refinery is Standard’s 
sixth in its 15 midwestern state mar: 
keting area and its first completely 
new refinery on a new site in 50 years, 
Others are at Whiting, Ind.; Wood 
River, Ill.; Sugar Creek, Mo.; Casper, 
Wyo.; Neodesha, Kans. 
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Warm air Group to meet 


in Cleveland, Dec. 1 and 2 


THE NATIONAL Warm Air Heating 
and Air Conditioning Association 
will have its 41st annual convention, 
December 1 and 2 at the Hotel Cleve: 
land, Cleveland, O. November 29 and 
30 will find the Board of Trustees and 
individual committees in session, ac’ 
cording to C, B. Phillips, president of 
the association. 

While the program for the conven’ 
tion has not been completed the fol 
lowing speakers have been definitely 
scheduled: John Doscher, Life, who 
will speak of a continuous moderniz 
tion plan by which real estate values 
can be maintained; Edith Brazewel 
Evans, editor of Living for Young 
Homemakers, will speak on home 
owner’s buying habits; and Ned Cole, 
chairman of the National Association 
of Home Builders committee on ai’ 
conditioning, will report on investige 
tions underway at Austin, Texas, 
an airconditioned village. 

Progress reports on the work being 
conducted at the University of Illinois 
will be presented by D. R. Bahnfleti 
and H. T. Gilkey, 

‘Members of the program commit 
tee headed by C. H. Franke, Ameri 


can Furnace Co., are as follows: 
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It's a Pleasure © tell you that our Ballonage has been creasing each Season 
Since we installeg Bowser *Wipment. 
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J. Bailey, Afhliated Gas Equipment; 
F. S. Boone, Hall-Neal Furnace Co.: 
Allen Butler, Perfex Corp.; E. D, Car- 
mien, Automatic Burner Corp.; Dee 
Cramer, Dee Cramer Heating & Air 
Conditioning; M. A. Devino The 
Devino Heat Corp.; Frank Green, 
Heating Wholesalers Co.; B. T. Ke- 
hoe, Carrier Corp.; J. F. Knoff, Chrys- 
ler Corp.; Thompson Morrison, Mor- 
rison Products, Inc.; W. J. Olsen, 
Armstrong Furnace Co.; H, F. Ran- 
dolph, International Heater Co.:; and 
J. S. Robinson, A, O. Smith Corp. 








Voluntary Standard set up 
for oilfired warm air Units 


THE COMMODITY Standards Division of 
the U. S. Dept. of Commerce has an- 
nounced establishment of a Commer- 
cial Standard for warm air furnaces 
equipped with pressure atomizing or 
rotary type oilburners. A voluntary 
standard of the industry, it is identi- 
fied as CS195-34, 

The National Warm Air Heating 
and Air Conditioning Association, 
sponsoring organization, requested the 


LTE Way 


WY 


Ol Loner 


Insist on a heating plant 


equipped with a 


Nu-Way Oil Burner. 
Write for full details. 


THE 


Ch 


Nu - Way CORPORATION 


ROCK ISLAND, 


ILLINOIS 


Sold through jobbers and distributors 
The adopted standard on leading furnaces and boilers 


"Automatic Oil Heat Exclusively Since 1921" 
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standard, with an original specificatiyn 
based on research work at the Univer. 
sity of Illinois, The Federal Housing 
Administration submitted the specifi 
cation, which provides the industry 
guide and basis for certification of the 
quality and performance of oilfired 
furnaces that use gun type or rotary 
oilburners. 

The specification has been adjusted 
to meet the desires of the majority and 
has been endorsed by furnace and oil- 
burner manufacturers, distributors, in- 
stallers, testing laboratories, architects 
and consumer organizations. 

The Commercial Standard went into 
effect on September 1. Mimeographed 
copies may be obtained from H. A, 
Bonnet, Commodity Standard Div, 
Office of Technical Services, U. §, 
Dept. of Commerce, Washington 25, 
D.C. 
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FHA revises Requirements 
for cooling Installations 


MECHANICAL ENGINEERING Bulletin 
No, ME-12, prepared by the Under 
writing Div., Federal Housing Admin 
istration, Washington 25, D.C., re 
vises requirements for summer aircon’ 
ditioning to indicate minimum stand: 
ards upon which the acceptability of 
such systems may be based when sub 
mitted as part of a property to be con 
sidered under FHA mortgage insurance 
programs. 

Principal revisions are summarized 
in the following paragraphs. 

The description of acceptable instal 
lations has been amplified to more 
clearly indicate the minimum extent 
of airconditioning. Window or mov 
able units are not considered a perma 
nent part of the structure. 

Cost data required must include the 
cost of the completely installed system. 

Refrigerant piping must be protec 
ted where exposed to possible damage 
or where persons could be burned by 
a hot refrigerant pipe. 

Also, precautions are required © 
prevent structural damage where 
cooling coils or units are located above 
living space. 

The revised requirements retain the 
necessity to insulate supply ducts and 
supply piping in non-conditioned 
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SERVING INDUSTRY... WHICH SERVES MANKIND 





You can stop worrying about 
operational difficulties caused by 
screen clogging when your fuel oil 
contains Santolene H. Cracked 
stocks and blends of cracked and 
straight run fuels containing San- 
tolene H will be appreciated by 
your established customers. 











Organic Chemicals Division 
MONSANTO CHEMICAL COMPANY 
Box 478, St. Louis, Missouri 


sales advantages 


with| 1 | fuel oil additive 
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Get new customers, too, by 
selling these other advantages of 
Santolene H: it cuts corrosion, 
keeps sludge and sediment to a min- 
imum, practically eliminates rust. 


Santolene: Reg. U.S. Pat. Off. 


Please send me the latest technical bulletin on SANTOLENE H. 


saddelnsdcubinenexeuaseesrcacacudlempllbedaauadaneratanhed ccoissntand Cie MR gone ciestaesee cai 



















space, regardless of whether the sup- 
ply ducts require such insulation when 
used for heat distribution. 

Finally, the requirement of a per- 
formance guarantee has been broad- 
























ened to provide assurance that ade- 
quate maintenance is available. 
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ICHAM reports Shipments of 
pot-type Units during 1953 


A STATISTICAL STUDY, prepared by the 
Institute of Cooking and Heating Ap- 


THE PORTMAR ENGINEERED STEEL 


Now You Can Get Wet H 
Capacity ... from One 





pliance Manufacturers, Washington 8, 
D. C., tabulates the distribution of 
1953 shipments of oilfired equipment 
using vaporizing oilburners. The ac- 
companying table reproduces these 
figures for shipments made to each 
state of central heating plants equipped 
with vaporizing oilburners and _ pot- 
type water heaters. 

Manufacturers who participated in 
the survey, according to the Institute, 
are estimated to produce 75% of the 
central heating units that use these 
burners; water heater manufacturers 


/BOILER LINE co goetag palaces,’ 





eat in Any 
Source! 





who furnished data are estimated to 
represent 60% of the industry total, 
Just about two-thirds of the vapor. 
izing burning central heating units re. 
ported went into the Midwestern 


Distribution of oilfired vaporizing 
Equipment. during 1953* 


Central heating Water 


Because of the many years of dependable performance, 
proved in thousands of installations, Portmar can now 
offer you a complete line of Oil or Gas Fired Heating 
Boilers for Steam or Hot Water Systems plus a complete 
line of Tankless Twin Coil Volume Water Heaters for 





instantaneous, sanitary hot water. 


















all their heating needs. 






A.S.M.E. 





Yes, Portmar’s A.S.M.E. APPROVED line is going places because the trade 
knows that they can get a correctly specified boiler or water heater to meet Ory 
x § 
i] 
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HERE’S AN ENGINEERED 
QUALITY STEEL BOILER, 
ATTRACTIVELY PRICED! 


The WINDSOR 


“Horizontal Tube Series” 


For heating small buildings, medium and large 
residences, with eye-appealing extended jacket. 
Submerged, tankless copper coil supplies year 
round abundant, clean hot water. 


12 Sizes — 77,000 to 720,000 BTU per hour 
320 to 3,000 sq. ft. steam radiation 
510 to 4,800 sq. ft. water radiation 





APPROVED ay 
(eee ILER NY, Inc. 
1 CORTMAR BOILER COMPAN' 
- th Street, Bklyn. 15, N. Y- 
| Gene i nd prices, checked below. 
1 es d us the following cones 
se sen eee 
nc Boiler for cottage and cea Bao i 
FILL OUT | O Rest ‘ler for small to large a , nds 
| acrgonegnen i iler for apartment pe nem 
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: Instantaneous W4 TS | 
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Plants Heaters 
Maine 292 218 
New Hampshire 57 234 
Vermont 22 242 
Massachusetts 705 2,085 
Rhode Island 47 159 
Connecticut 203 150 
NEW ENGLAND 1,326 3,088 
New York 659 599 
New Jersey 164 208 
Pennsylvania 535 99 
Delaware 6 14 
Maryland 148 83 
Dist. of Columbia 2 
MID-ATLANTIC 1,514 1,003 
Virginia 182 204 
West Virginia 25 5 
North Carolina 176 503 
South Carolina 79 280 
Georgia 76 3 
Florida 322 263 
SOUTH ATLANTIC 860 1,258 
Michigan 682 506 
Ohio LZ 153 
Indiana 2,704 61 
Illinois 2,396 98 
Wisconsin 912 329 
Minnesota 514 204 
Iowa 355 223 
Missouri Wp} 89 
Kansas 17 42 
Nebraska 63 13 
North Dakota 149 4 
South Dakota 83 16 
MIDWEST 9,261 1,738 
Kentucky 71 29 
Tennessee 44 iy 
Alabama 9 3 
Mississ‘ppi 1 vs 
Arkansas 2 l 
Louisiana me . 
Oklahoma ss . 
Texas 3 . 
SOUTH CENTRAL 130 33 
Montana 79 Z 
Idaho 87 . 
Wyoming 8 z 
Colorado 10 9 
Utah 23 17 
Nevada 19 7 
New Mexico 33 4 
Arizona us I 
MOUNTAIN STATES 231 40 
Washington 385 70 
Oregon 92 ° 
California 68 30 
PACIFIC STATES 545 100 
‘UNITED STATES 13,867 7,260 
*Comniled as a special statistical study 
by the Institute of Cooking and Heating 
Manufacturers, Washington 8, D. ©. 
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TORRINGTON 
AIR 
IMPELLERS 


0 high efficiency 
uniformity of product 
¢ sturdy construction 

¢ wide application 

® quiet operation 

* technical assistance 

0 flexible deliveries 


merchandising support 
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Another air-moving problem solved 


at AIR CENTER, U.S. A. 





















One manufacturer’s line of five unit heaters 
was submitted to Torrington. Of varying 
capacity, they all had the same defect: noise 
levels as high as 61 decibels. Torrington 
engineers quickly found that a simple change in 
the air impeller specifications greatly 

reduced the noise level in all cases. There was 
no change in the power requirement, and air 
delivery was actually increased — as 

much as 53 CFM in one unit. At the same 
time, Torrington engineers were able to 
suggest means whereby several costly parts could 


be eliminated from the structural design. 


Put Torrington to work on your air-moving 
problems. Torrington’s experienced 


engineers and Torrington’s complete research 













facilities are ready, without any obligation, 
to help you gain increased unit efficiency — 


speeded production — and reduced costs. 


THE 


TORRINGTON 


MANUFACTURING COMPANY 


TOoORRIN STON - oOONN BS Oo Ticw tr 
VAN NUYS, CALIFORNIA « OAKVILLE, ONTARIO 


Leading designer and producer of air impellers for the heating, ventilating and air conditioning industries. 














states, while just a bit more than 40% 
of the pot-type water heaters reported 



















went into the New England areas. By 
areas the distribution during 1953 of 
the units covered in ICHAM’S study 
was: 

Central heating units with vaporiz- 
ing burners: New England, 9.6% 
Mid-Atlantic, 10.9%; South Atlantic, 
6.2%; Midwest, 66.8%; South Cen- 
tral, 0.9%: Misuntain. 17%: Pacific, 
3.9% 

Pot-type water heaters: New Eng- 
land, 42.5%; Mid-Atlantic, 13.8%; 


South Atlantic, 17.3% 
23.9%; South Central, 0.5%; 
tain, 0.6%; Pacific, 1.4%. 


Midwest, 
Moun- 


Leaflet describes Loans 
for small Businesses 


FEDERAL LOANS which are of major in- 
terest to small business owners are de- 
scribed in a leaflet prepared by the 
Small Business Administration, Wash- 
ington, D. C. The publication, “Loan 
Sources in the Federal Government,” 


may be obtained from field offices of 















“Belbehem 


Offers You 


A COMPLETE 
LINE 


of Automatic 


units! 


® DYNATHERM 














All three units are fully automatic . . 






are modern in design . . 





MR. DEALERS! 






available. 







BETHLEHEM, 





for the Large Home 


@® CRUSADE-A-THERM 


for the Average Size Home 


ao BETH-PAK for the Small Home 


. give more heat from less 
oil . . . require the least personal attention and a minimum of service 
. furnish complete hot water requirements the year ‘round . 

. are completely assembled and tested at 
the plant, thereby reducing installation cost, and assuring dependable 

service. Best of all—all three are BIG MONEY MAKERS FOR YOU, 


A few exclusive Bethlehem territory Franchises are still 
Wire or write immediately for full information! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


PENNSYLVANIA 
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either the Small Business Administra. 
tion or the U. S. Dept. of Commerce 

The leaflet explains that in addition 
to the sBA, other Government lending 
include: Veterans Adminis 
Federal Re. 
serve System; Dept. of the Interior: 
Maritime Administration: Dept. of 
Agriculture; Housing and Home F;- 


agencies 


tration; Treasury Dept.; 


nance Agency and Export-Import 
Bank. 

Requirements that must be met to 
obtain a Government loan, it is pointed 
out, are: Non-availability of financing 
from private, commercial sources on 
reasonable terms; reasonable assurance 
of repayment and the loan must be in 
the public interest. In addition, the 
leaflet discusses loan classifications and 
tells where applications for the avail 


able types should be filed. 


ate 

Harry J. Wines has been appointed 
general sales manager, Burnham Corp. 
Boiler Division, Irvington, N.Y., ac 
cording to Virgil A. Good, vice presi 
dent of sales. Before joining Burnham 
Wines was a member of the Admin 
istrative Sales Staff, Bryant Heater Di- 
vision, Cleveland and for several years 
had been national sales manager for 
the Automatic Heating Department, 
General Electric Co. 


Robert W. Breed has been ap 
pointed senior district representative 
for the New England office of the Oil 
Industry Information Committee of 
the American Petroleum Institute. For 
the past six years he had been assistant 
manager of the Convention and Visi 
tors Bureau of the Greater Boston 
Chamber of Commerce. He will be a 
sisted by H. H. Sharpe in operating 
the industry public relations programs 
throughout New England. His head’ 
quarters will be in Boston. 


Edward Tolfree, president of “X” 
Laboratories, Inc., New York, NY, 
died June 29 at bie York’s St. Luke’ 
Hospital. His age was 81. Born if 
Missouri, Mr. Tolfree entered the 
chemical field in 1916 and his com 
pany manufactured chemicals for the 
heating, plumbing and automotive ™ 
dustries. 














—_— 


— Vs 


.,. OO Ss CV 


* 


si 
on 


ng 
ms 


id 


.WEBSTER 






... says Irvin A. Shiner, general manager and 
treasurer of the Connecticut Refining Company, West Haven, Conn., 
in an Ekotape recorded interview 


“Connecticut Refining has been in the 
heating business since 1914. Today we 
retail 51% million gallons of heating oil 
and have five men on our payroll to pro- 
vide burner service. 

“Our experience has proved it is more 
profitable for us to install burners 
equipped with WEBSTER Fuel-units and 
Transformers. 

“By standardizing on these, and by 
setting certain installation standards, we 
have established a history of service calls 
and costs which permits us to give an un- 
conditional 5 year parts guarantee. We 
have spent a lot of time, effort and ex- 
pense building up a reputation for our 


If you would like to reduce 


your service costs and build Customer Confidence, write for details on WEBSTER equipment 


SIMILAR FUEL-UNITS ARE MADE FOR SALE IN CANADA BY CANADIAN ACME SCREW & GEAR, LTD., OF TORONTO 
UNDER LICENSE BY WEBSTER ELECTRIC COMPANY 


Benzoline Oil Burner and we are not 
going to associate the name ‘Benzoline’ 
with any equipment that may lessen that 
reputation or increase our service costs.” 
> © © 
Almost since the beginning of auto- 
matic oil heating, WEBSTER ELECTRIC 
has been helping people like Mr. Shiner 
to establish a well-deserved reputation 
for dependability and service. Typical of 
the developments that have contributed 
to those reputations is the new WEBSTER 
8000 Series Fuel-unit. If you haven’t 
already received a copy, write for Bul- 
letin A8Al1 describing this new series 
of WEBSTER Fuel-units, 


BLWEBSTER 


ELECTRIC] 


OHI ) 


Vee, 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department, Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 
15th. 


I-B-R to offer one-day Heating 
School during Autumn Months 


TO SUPPLEMENT the scheduled 3-day 
heating school sponsored by the Insti- 


tute of Boiler and Radiator Manutac- 
turers, one-day intensive baseboard 
courses will be given in many Cities. 

One-day courses are scheduled as 
follows: October 19, Baltimore, Md.:; 
October 21, Washington, D, C.; Oc- 
tober 26, Long Island, N. Y.; October 
28, Brooklyn, N. Y.; November 9, 
White Plains, N. Y.; November 11, 
Poughkeepsie, N. Y.; November 16, 
Utica, N. Y., and November 18, Syra- 
cuse, N. Y. The tuition will be $10. 

Additions to the list of 3-day courses 
published in the July issue, FUELOIL & 





‘Anew... and exclusive nozzle 
rack designed by Delavan to 
help you stock your nozzles in 
a neat and convenient way. 
This rack makes possible in- 
stant selection of the desired 
nozzle because the various sizes 
and types are clearly marked 
in individual channels. Stock 
supply is a cinch to check. No 
more fishing around in dark 
bins or drawers . . . only to find 
you're out. By having the de- 
sired nozzle your serviceman 
can install a new Delavan 
Nozzle rather than clean an 
old one. Avoid callbacks and 
save time by installing a Del- 
avan “270” Nozzle Rack. 


ASK YOUR JOBBER HOW 
YOU CAN GET A DELAVAN 
NOZZLE RACK; OR WRITE 
FOR THE NAME OF THE 
NEAREST DELAVAN JOBBER. 





RRR 


SARGERAS 


This attractive 13” x 18”, 
heavy gauge steel, yellow 
baked enamel finished rack 
holds up to 270 nozzles, 
clearly marked for size and 


type. 


Canadian Distributor © ONTOR LABORATORIES, LTD. 


111 Tycos Drive, Park Road 


DELAVAN Manufacturing Co. 


P. O. © Toronto, Canada 


Grand Ave. and Fourth St. 


West Des Moines, lowa 





Om Heat, p. 45, are September 21-23 
Nashville, Tenn.; September 28-30, 
Winston-Salem, N. C.; and October 
5-7, Charlotte, N. C. 

Students wishing further informa- 
tion may obtain it from the Institute, 
608 Fifth Ave., New York, N. Y. 


Washington OHI has Sectional 
Meeting; sets advertising Plans 


THE FIRST sectional meeting of the fig 
cal year was held by the Washington 
Oil Heat Institute at Spokane recently, 
The evening meeting was preceded by 
meetings of the advertising and sales 
promotion program committee and the 
board of trustees. 

M. N. Vining was presented the 
“Igniter’s Award,” formal recognition 
of his outstanding work for the good 
of the industry by the Oil Heat Insti- 
tute of America. 

Institute programs, both proposed 
and now running, were covered by 
Fred Grifin. The group will take ad- 
vertising space in newspapers and bill 
boards and will also sponsor a half hour 
program on television for 13 weeks, 

President Edwin L. Griffin named 
the following men to head committees: 
Leo Thomas, Seattle, advertising and 
sales promotion; W. G. Warrington, 
Seattle, convention and _ exposition; 
Merrill Rutledge, Seattle, cost study; 
Thomas P. Allen, Olympia, legislative 
and Harry M. Myers, Bremerton, 
membership. 


New Jersey Technical High 
School to offer Night Courses 


THE ESSEX County Vocational and 
Technical High School in cooperation 
with the Fueloil Distributors Associa 
tion of New Jersey has announced that 
registration for night courses will be 
Sept. 29 and 30 at the school, 294 
Norfolk St., Newark, N. J. 

If sufficient registrations have been 
obtained the courses which have been 
divided into eleven sections will begin 
October 4. Among the courses are the 
following: Basic Practices (required of 
all oilburner and airconditioning stl’ 
dents); Oilburner Installation; Oil 
burner Service; Advanced Electrical 
Practices; Commercial and Industrial 
Boiler Installation; Commercial and 
Industrial Oilburner Service; Commer 


cial and Industrial Oilburner Installa 
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THE CROWNING ACHIEVEMENT IN OIL HEAT 








with amazing new Lyra Wining 





IRRITATING 


Here’s your lywio 


; tt iy) 
teat 0 | | b U rn e r mr gh 3 ip A SATIN-SMOOTH 


f ‘ od WHISPER 
CING, pump? 
at DIFFEREN 


a ... and motor oper. 
In a conventional oil burner, pump.. Day SPEEDS—breaking step like soldiers.crossing a 
... and motor operate on a common shaft at bridge—so that each indivi Me retione 
the SAME SPEED. The result—a crescendo of canceled and merged i: Ybushed, satin-~ 





accumulated vibrations and burner noises. smooth whisper. 


NOW you can get delivery — in any quantity —on the world’s most Coronation is your answer on how to build bigger oil burner profits, and satisfy 
itr-modern oil burner. To dealers everywhere who have waited anxiously your most exacting customers. With its ultra-modern design, incorporating entirely 
for this moment — our sincere “thank you” for your patience. new scientifically-proven principles, Coronation packs greater customer appeal 
Many months have passed since the prototype of Coronation than any other burner. Dynamic Silencing will amaze you with its hushed 
was acclaimed as “the crowning achievement in oil heat.” These smooth performance. Exclusive Variable Drive permits custom-fitting to a wide 
months have been busy ones for us, perfecting every last detail, range of installations. The compact ultra-modern Panel-Type Design permits table-top 
until we could say “Coronation in every way meets both our and your accessibility for the easiest, fastest servicing — a real time and money saving 


"urements for the finest in quality and performance.” The time is NOW! feature. When you feature Coronation . . . you sell an oil burner in a class by itself. 


SALES HELPS THAT MAKE IT EASY SILENT GLOW OIL BURNER CORPORATION 
TO SELL CORONATION 850 WINDSOR STREET e@ HARTFORD 1, CONNECTICUT 


Silent Glow is backing its dealers to the hilt with highly 

wre ee cet cee of — Rush all information on Coronation including the Dealer Sales 
Be the first in your community to cash in on Coronation, Promotion Plan. 

by using the Dealer Sales Promotion Plan. 
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tion; Oilburner Fundamentals for 
Salesmen; and Oilburner Installation; 
and Service Problems for Salesmen. 
Ten to twenty sessions are planned 
for each course. There is no tuition for 
those students residing or working in 
Essex County. A charge of $21 will be 
made for those outside the county. 


Chicago Old Timers 
hold regional Outing 


SIXTY MEMBERS and guests attended 
the “Golfun” Day outing of the Chi- 


cago Region members of the Old 
Timers’ Club of the Oilburner Indus- 
try at the River Forest (Ill.) Country 
Club on August 13. A day of golf 
and relaxation was followed by a 
steak and lobster dinner. 

Doc Ford of Racine, Wis., the only 
retired life member, was a welcome 
participant. 

The Old Timers’ Trophy, awarded 
each year to the member rendering 
the most service to the industry, as 
selected by the members, went to 


Chuck Lang. The golf award for low 
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| Has 137 sTANDARD 
DESIGNS AND sizes oF LITE - CAST @ 
INSULATING REFRACTORY COMBUSTION 
CHAMBERS FOR... OREN 
ALL soiers & FURNACES 
TONGUE & GROOVE 
JOINTS 4 SHAPES 
sseneeR & 
a SIDE WALLS 
. DOUBLE SEAL 25 SIZES 
2 BETWEEN @ 
2 FLOOR AND WALLS 
7 Po .75 to 12 G.P.H. 
se FLOOR 
? AIR SPACE 
bad BENEATH FLOOR 





NOTE TO MANUFACTURERS—Our Engineer- 
ing Department will appreciate the privilege 
of working with you on special designs. 


CLOSE TO ONE HALF MILLION INSTALLATIONS 





COMPLETE PACKAGE INCLUDES: Combustion 
Chamber, Back Fill, Steel Bands and Finishing 
Cement. 











STANDARD FOR 20 YEARS 








net score was won by Frank Belmont 
and the Bill Kemp Memorial Trophy, 
established for one of the founders of 
the Old Timers, was won for one year 
by Lloyd Aldrich. 

Regional Chairman Charlie Bendix 
introduced Jim Owens, the national 
chairman, who awarded prizes to all 
in attendance. The “Golfun” Com, 
mittee included Charles Cochrane, Ed 
McDonnell and Jim Owens. H, A. 
Maccubbin, national secretary, han- 
dled arrangements. 


State Petroleum Association 
to sponsor Michigan Schools 


THE MICHIGAN STATE Petroleum Asso 
ciation is sponsoring oil heat training 
schools in Detroit, Lansing, Grand 
Rapids and Port Huron, Michigan, 
The schools will be run in conjunction 
with adult education school programs 
and are scheduled to start this fall. 

John M. Sibarium, manufacturers 
representative, is director of the schools 
and will be assisted by William For- 
rest. Companies cooperating with the 
program are as follows: Breeze Corp, 
Detroit Lubricator Co., The Brundage 
Co., Minneapolis-Honeywell Regula: 
tor Co., U, §, Machine Div., General 
Electric Co., Boston Machine Works 
Co., Webster Electric Co., Sinclair 
Refining Co., and Typhoon Air Con: 
ditioning Co. 

The Michigan school is an out 
growth of the school programs orig 
inated in New Jersey which will be 
continued this fall. There will be 16 
schools on service and installations, and 
a few dealer administrative short 
courses, The schools which will be held 
in Morristown, Hackensack, Newark, 
Elizabeth, New Brunswick, Trenton, 
Merceville, Red Bank, and Camden 
are under the sponsorship of the coum 
ty Oil Heat Associations in coopera 
tion with the New Jersey Oil Heat 
Council. 

In New York State schools will be 
held in the following Long Island 
towns: Port Jefferson, East Patchogue, 
Patchogue, Amityville, Glen Cové, 
Hempstead and Kew Gardens, Other 
courses will be offered in Westchestet 
County and on Staten Island. 


The Greater Philadelphia Fuel Com | 


ference plans schools of 16 sessions. 
(Please turn to page 62) 
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A Message From 
ls Bruleurs Francia 





Oil Heating Men 


Make More Profits Selling and Installing the Best 
| Oil Burner Obtainable. 


| THE PRIDE of FRANCE 


CAPACITIES OF “ FRANCIA ” OIL BURNERS 











TYPE RATING INT B.T. Us/hr HP APPLICATION 
6.C, 74.000 - 295.000 | 1/6 | § Villas, Private Hotels Small 
e G.C.1 119.000 - 385.000 | 1/6 | Buildings - 8-60 radiators 


’ 6.C.2 295.000 - 890.000 | 1/6 Hotels - Blocks of flats. 


¢ 91G.C.3| 750.000 - 1.790.000 | 1/4 | {Very large installations. 
6.C.4 |1.390.000 - 3.550.000 | 1/2 | | Hotels, Hospitals, etc. 




















; | Write, cable or Wireless today for our prices. Tell 
: fushow many burners you can use. 


The highest manufacturing précision of 
“ FRANCIA” is ensured by the use of the most mo- 
dern machinery by highly skilled techniciens. 


The low cost of “ FRANCIA ” Oil Burners is made 
possible by manufacture on a large scale 
based on the latest mass production methods. 





| ° \ wre 
Général view of Bruleurs Francia manufacture 













UNIQUE e EFFICIENT e LOW IN COST 


|) BRULEURS FRANCIA 


e6, RUE DESSEAUX - ROUEN - FRANCE - AD. TEL. FRANCIABRULEUR 


eloil 
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Oregon Groups have Meetings; 
Board of Directors Assemble 


THE FIRST MEETING of the new Board 
of Directors of the Oregon Heating 








Industries was held in Eugene, Ore., 
July 24. The group drafted a blueprint 
for the year’s program and discussed 
the FPC decision giving the Pacific 
Northwest Pipeline Corp. authority 













to deliver natural gas to the region. 
Lloyd Miesen, Sunset Fuel Co., was 
elected president of the Portland Oil & 
Burner Dealers Association. Serving 
with him will be the following: Roy 
Lindsay, Economy Oil Co., vice presi- 

























































dent; Lyle Neschke, Campbell Oil Co., W. S 
secretary; and Andy Cook, John T. Md., 
Carson Co., treasurer. Carso 
Carson is presented Igniters’ 4 
Award at Maryland OHI Outing a 
T, E, CARSON, general manager, Sher- sitio 
wood Brothers Fueloil Division, was tut 
presented the Igniters’ Award by M. Ap 
J. Donahue, director of OHI, at the eoded 
annual outing and dinner of the Oil ing the 
Heat Association of Maryland. Here's how some of the members and guests of Oil Heat Association of Maryland § soft ba 
Mr. Carson was selected for the entertained themselves at the group's annual outing in Baltimore, August 7. § tribute 
Wi were p 

DING DESIGR 

outst AM UTOM aTi¢ EATING 

eee 10n 

FAMOUS FOR RAPID, derfer, 

Shockl 





There is a WONDAIRE furnace for every heat: Charle: 
ing need. If you are an alert, up-to-date jobbe fran 


SCIENTIFICALLY e . ° . 
THORGUGIRY  ONCRAASES PRunas STOMA SACKST Lon cenenmn FOR here is your opportunity to tie up with one of the 
INSULATED HEATING SURFACE ean sce AIR FLOW Hear. 


finest manufacturers in the business, Sizes from 
the smallest to the largest are available including: of the | 
80,000; 95,000; 115,000; 150,000; 225,000; 3: 

000 and 400,000 BTU. Shipped completely Phil. 
sembled—all parts standard and nationally knowa iat 
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relation 
delphia 
ae FAN SUPPORTED of a sch 
tow IN COLD AIR 
SPECIALLY STACK CHAMBER FOR of busi! 
800° RGE HEAT DESIGNED TEMPERATURE TOP PERFORMANCE 
DESIGNED FOR REFRACTORY EXCHANGER FOR RADIATOR 
Quiet INSTALLED COMBUSTION Retai 
OPERATION AT FACTORY EXPANSION cs 
MODEL R tribute | 
EASY-TO-SELL TROUBLE-FREE, OIL OR GAS FIRED HEAT 115,000 tc 212,000 oil (ma 
Cash in on the tremendous demand for horizontal-type furnaces— - oe on Lm 000 retail s 
write for attractive dealer or jobber sales plans. Increased production , BTU wd 
brings better delivery—and you can meet or beat all competition for ee ore 0 Hod en 
practical, well-made, efficient furnaces. Designed for garages, stores, service MAIL THIS COUPON NOW! 80,0 pew ary sup 
stations, warehouses, factories and dwellings. ee =———e a , 
| SEND ME COMPLETE INFORMATION ON— € on 
COX MANUFACTURING COMPANY | Horizontal Ci ened 5 fners 
RIDGEVILLE. INDIANA » OS Ga |B Sallon ; 
EXCLUSIVE MANUFACTURERS OF WONDAIRE DESIGNED FURNACES | TNE ccwcccoscccceaccncecdinedcaneqdepe ere sine l of ij h 
ey Pe ce | ignt 
DOMy BGS oyssecc cs cccececeoe sels senna | i. 
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cessory manufacturers will be left to 
the company’s discretion, according to 
the size and volume in this market, and 
with consideration given to the amount 
of investment other contributors are 
making to the program. 





Sinclair Weeks addresses NPA 
at Meeting in Atlantic City 


SECRETARY OF COMMERCE Sinclair 
Weeks was among the speakers at the 
52nd annual meeting of the National 






(Please turn to page 112) 





Hollis Albert, right, watches Claude ~ ee ca — rns teint a eee 
W. Schaefer, president of OHA of 


_ aie din award to Tom Here ' what keeps Sinelair 
ahead of competition... 





award at the Philadelphia convention 
which he was unable to attend. The 


citation is given for outstanding con’ : : SINCLAIR 


tributions to the fueloil industry. 

Approximately 200 persons at- ANTI-RUST FUEL OIL is 
tended the outing and dinner and dur- 
ing the day the program included golf, 
soft ball and other games. Prizes con- 


( Containing RD-119* ) 


tributed by industry manufacturers 
were presented at the dinner. 

Among those present were Fred 
Burroughs, national secretary, Distri- 
bution Division, OHI; C. M. Blicken- 
derfer, Sinclair Refining Co.; W. S. 
Shockley, Atlantic Refining Co., 
re Charles Newland, Esso Standard Oil 
‘the CO; and Robert Gray, FuELom & On 
ron  =Heat. J. Hollis B. Albert is secretary 
ng: of the Maryland group. 





00. 
as 
wa | Philadelphia Fuel Conference 
. sets up Schedule for Pledges There is a difference in fuel oils...and it’s this Sinclair 
| TO GAIN FUNDS for a city-wide public difference that makes it easier to switch prospects into cus- 
| relations program the Greater Phila- tomers. Sinclair Anti-Rust Fuel Oil contains the amazing 
delphia Fuel Conference has approved | rust inhibitor RD-119®. It protects against rust-clogged 
} ofa schedule of pledges for four types _| filters and burner nozzles. 
of business allied in the oil industry. | You'll find this top quality fuel oil reduces service calls 
Retail dealers will be asked to con- | — builds good will and boosts your profits. Switch now to 


tribute three points per gallon of light the fuel oil that’s really different. 
ol (maximum $2,500) based on total 
retail sales during the 12-month pe- 
9 
d 


mw & "®dending March 31, 1955. Second- 





4 “Y suppliers will be asked to contrib- 
7 ute on the basis of $5,000 each; re- 
l fners on the basis of one point per 
| 
| 
| 
J 


SINCLAIR 


FUEL OIL 
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gallon of total manufactured gallons 
of light oil distributed in the area. 


Contributions of equipment and ac- 






















































install Perfex, you've rendered the ultimate 


heating comfort control and insured 


the greatest economy in operation. 


Ix VERTEX 


AUTOMATIC CONTROLS FOR HEATING 
AIR CONDITIONING © APPLIANCES 


* 


EXECUTIVE QFFICES: Milwaukee, Wisconsin PLANT: Iron Mountain, Michigon 
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by 
Stanley A. Hager 


NEW SYSTEM of bookkeeping for 

fueloil distributors that combines 
degree day delivery records and ac- 
counts receivable posting in a combi- 
nation operation has been pioneered 
by Automatic Heat Co. of Eugene, 
Oregon. After using their new simpli- 


Fueloil Accounting simplified 


Automatic Heat in Eugene, Ore., makes effective Use of automatic bookkeeping Machin 


fied system for more than two years, 
partners Jack F. Bosse and H. C. Auld, 
Jr., and their office manager, Alex 
Allan, feel that they finally have the 
answer to the record keeping prob- 
lems that plague most dealers. 

And their new accounting plan is 
saving them $2,200 a year office ex- 
pense over their old methods, 

To those dealers who have watched 



























CHar.es ft, Davis 
635 West 18th Avenue 
Kugene, Oregon 
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The three records—in reduced form—which are prepared by the accounting 
machine which has been used for more than two years by Automatic Heat Co. 
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office and overhead costs rise, while 
at the same time the phone rang with 
“We're out of oil! How soon can you 
get us a delivery?” Automatic’s sys 
tem seems to be a cost saving answer 
and one of the greatest major improve 
ments in dealer office problems in many 
years. 

In 1946 Auld and Bosse got their 
start in business by buying out the 
former owner. Their assets consisted 
of three pre-war trucks, 600 oil cuy 
tomers, and the conviction that better 
service was the key to success. They 
had three employees in the beginning 
Today they have a modern fleet of five 
delivery trucks and a highway trans 
port, with nine other trucks kept busy 
on heating installations and service 
The employees have grown to twenty 
one, and their 2,200 customers make 
them one of the three largest fueloil 
dealers in the Eugene area. Their 
burner service and installation depart 
ments are the area’s largest, 

This growth makes it evident that 
the policy of better service has paid 
off for the partners. To keep this pol 
icy before the public they have carried 


on continually an aggressive advertii 
ing and direct mail program that ism0b 


only tops for fueloil dealers in the 


Eugene territory, but matches of &7 


cels that of any other local serve 
business. 

However, Automatic’s rapid growth 
brought with it headaches in the offic 
In 1948 they started using a small desk 
model machine to post the accounts!” 
ceivable ledger and statement. This 
was a help, but it soon became 4 full 
time job for one girl to keep up wit 
this phase of the work in the winter 

In 1947 they had switched 
the degree-day system. This resulted 
in much greater accuracy for timsng 
deliveries, but it was a time consum’ 
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left above: Exterior view of Auto- 
matic Heat Co., Eugene, Ore. 

Right above: Partners Jack Bosse and 
H.C, Auld who operate Automatic 
Heat Co. They met as GI’s in the serv- 
ve & ice and went into business together 
ny after the war, even though they both 
were totally inexperienced, by buying 


from The National Cash Register 
Company, they finally evolved the 
present time and money saving sys- 
tem. All posting is done on a Class 
31 accounting machine, which is basi- 
cally a combination of ten adding ma- 
chines and an electric typewriter with 
a fluid drive carriage. It enables them 
to post the customer’s statement, the 
combined ledger and degree-day rec- 
ord, head up the future delivery ticket, 
and secure a journal sheet in one quick 
operation. At the same time the grand 
totals of the day’s charges and credits 
are automatically accumulated within 


the Bf ing job in the office. It proved difficult 
ted BH to teach to the girl employees. Con- 
Uy & sxquently Office Manager Allan found 
tet & himself burdened with the job since 
Y BH te could not trust the girls to do it 
ng & accurately. 

ive In 1951 the partners and Allan be- 
nS & van looking around for a better solu- 
sy B tion to their twin record keeping 


the machine for proof of accuracy. 


All of this is done simultaneously 
in one half the time it formerly re- 
quired to post the apparently simple 
debit, credit, balance operation with 


neadaches —- accounts receivable and 
Y & cegree-day posting. 
Working with the local salesman 


it’ § Miss Helen Hall, bookkeeper for Automatic Heat Co., Eugene, Orve., operating 
the National Cash Register accounting machine which posts customers’ state- 
nt oS, combined ledger, degree-day record, future delivery ticket and delivers 
mf journal sheet in one operation. Note sorting rack for completed tickets in left 
background and the Tokheim slide rule Miss Hall is using to work out “K” factors. 


ted 





the previous receivable poster. More 
remarkable, the many automatic op- 
erations of the machine (over 50% 
of the figures print automatically) have 
made the mechanics of degree-day 
forecasting so simple that anyone in 
the office can now do the job accu- 
rately. Thus the office manager has 
been released from his tedious job of 
keeping degree-day records, 

After completing the day’s posting 
the operator files the delivery tickets 
into a rack according to the “degree- 
day next delivery.” They are pulled 
out when they become current and 
sorted into route order. With the 
name, address, and delivery instruc’ 
tions typed on them they are easier 
for drivers to read and understand. 

There is a decided advantage in 
having all information about one cus- 
tomer on one card. Formerly the de- 
gree-day records were filed geograph- 
ically, while the accounts receivable 
ledgers were alphabetic. Almost every 
phone call from a customer meant time 
lost in getting the two separate cards 
together. The combination ledger now 
is filed alphabetically. 

Since the delivery tickets are pre- 
pared in advance, Automatic is no 
longer so dependent on the office man- 
ager reporting to work every day. 
Allan previously had to prepare the 
tickets from the degree-day cards just 
prior to delivery, and since he was the 
only one in the office who completely 
understood this phase of the work, they 
were in trouble when he was absent. 

A discussion of the pros and cons 
of the degree-day system could fill a 
small book. Some dealers have given 
up because it was too difficult for their 
help to assimilate. Some never really 
have understood all of the advantages. 
Others have kept away from degree- 

















































day systems because they felt that 
physical and weather conditions in 
their locality were not right for it. 

However, Automatic Heat is using 
degree-days under somewhat difficult 
conditions. In addition to having their 
customers spread out over quite an 
area, they have found that the ma- 
jority of them have 110 gallon, or 
smaller, tanks. Thus their new sys- 
tem is a little more complicated than 
required by the dealer in a territory 
where large tanks are the rule. 

Automatic tries to deliver around 
90 gallons to a 110 tank, which leaves 
a 20 gallon safety spread. In areas 
where 550 or 675 gallon tanks pre- 
dominate and the spread can be around 
200 gallons, deliveries need not be 
timed quite so carefully. 

Because of this small spread they 
recompute the “K” factor after every 
delivery. They then use the lowest 
of the last three “K” factors (today’s 
and the last two) to compute the “‘ad- 
ditional degree-days to be added” fig- 
ure that is added to today’s degree- 
days to give the “degree-days next 
delivery” figure. While these compu- 
tations look extremely complicated on 
paper, Automatic has made it a simple, 
fast operation by using a special slide 
rule for the task. It is a Model 92, 
manufactured by the Tokheim Oil 
Tank & Pump Co. This, plus the auto- 
matic accounting machine, reduces it 
to an easy routine. 

In territories with larger tanks pre- 
dominating it would be possible to set 
up a constant “additional degree-days 
to be added” figure at the beginning 
of the season and use it throughout 
the remainder of the year. In fact, 
Automatic does this with their larger 
tank customers and it greatly speeds 
up the posting operation. 

Having stood the test of two heat- 
ing seasons, Automatic is well satisfied 
with their new system. They have had 
a direct saving of one full time em- 
ployee — approximately $2,200 each 
year. In addition to the billing and 
degree-day job, they are also using 
the machine to age their accounts re- 
ceivable each month, post the general 
ledger, and prepare a check register. 
Partners Auld and Bosse believe that 
the Automatic Heat system should be 
workable for any size dealership, 
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Tandem connections 


for 


IN ANSWER to a number of letters con- 
cerning the connections for basement 
storage tanks, we are running the ar- 
ticle and diagrams below. The follow- 
ing question is typical of the many 
inquiries. 

Q. We have been informed that 
some time ago you published good in- 
structions on how to hook up two 275- 
gallon inside tanks in a way that fills 
both tanks through one 2” fill line. One 
fill line, one vent line, one VENTALARM. 
If possible, please forward us these in- 
structions now or publish them again. 

R.S. A., Newark, N. J. 

A. The accompanying two diagrams 
are similar to diagrams which illus- 
trated a feature article, “Two-Tank 
Installations,” by Frank P. Scully, 
president of Scully Signal Co., Mel- 
rose, Mass. Though installed at a con- 
siderable savings compared with older 
fill arrangements, this system for filling 
two inside tanks has definite, valuable 
advantages. Fueloil being delivered en- 
ters tank #1, which vents to tank #2 


basement Storage 


through the 2” overpass until filled 
After tank #1 has become full, fuel 
oil flows to tank #2 through the 2’ 
overpass. A VENTALARM signal on tank 
#2 signals when both tanks are prop 
erly full. The VENTALARM signal stem 
should be long enough to provide 
double the usual expansion volume in 
tank #2, because immediately after a 
delivery tank #1 is 100% full of ail 
Later the level of oil in tank #1 drops 
while the level rises in tank #2—h 
cause the tanks are connected together 
at their bottoms, 

Don’t worry about excessive prey 
sure on tank #1 while fueloil is pour 
ing through the overpass. At 60 gal 
lon-per-minute filling rate, the prey 
sure on tank #1 does not exceed that 
put on the tank by a two foot head of 
oil; it is about equal to the pressure 
that would result from filling with fuel 
oil a fill line and vent line extending 
two feet above the top of the tank: 
pressure at top of tank #1 equals only 
10 ounces per square foot. 
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F PRESENT FORECASTS are depend- 
| able, five years from this fall we 
will be witnessing the passage of full 
ized ocean freighters loaded hull down 
with wheat out of Duluth or automo- 
biles out of Detroit heading down the 
S, Lawrence to the open sea and 
worldwide trade. 

Thus, a dream of fifty years and 
more will come true. The only question 
in anyone’s mind is the completion 
date of the project. The five year ob- 
jective may stretch to seven, but what’s 
two years after waiting fifty? 

The nature of the physical changes 
that must take place to bring the St. 
Lawrence Seaway into reality is not 
known to most folks, It’s interesting to 
learn that nearly all of the effort and 
expense will be put forth in a 40-mile 
tretch of the river. If it were not for 
those few miles known as the Inter- 
national Rapids section we would be 
eeing Norwegian freighters tied up 
now at Great Lakes ports, This section 
isroughly the stretch of river between 
Ogdensburg and Massena, New York. 

It is possible to move oil through 
there now by means of a canal on the 
Canadian side but this is only 10 fet. 
deep so the movement is held to barges 
and small tankers known as “‘canalers.” 
When the Seaway is completed there 
will be a minimum of 27 ft. all the way 
0 Toledo, Then with a little work in 
the St, Clair River at Detroit the other 
Great Lakes will be accessible. A depth 





Fueloil on the Seaway 


The Copeland Brothers’ new Massena Terminal at Center of Activities 


of 27 ft. will accommodate among 
other things oil tankers up to 100,000 
barrel capacity . . . not the largest to 
be sure but there are many smaller 
ones today in world trade. 

The new oil terminal built at Mas- 
sena by Bert and Mortimer Copeland 
is such an absolute “natural” that it’s 
hard to see why someone didn’t think 
of it sooner and beat them to it. It’s 
called Massena Oil Terminal, Inc. Its 
present storage capacity is 180,000 
bbls. for No, 2 oil, 35,000 bbls. for 
kerosene, and a new just-ordered tank 
to hold 100,000 bbls. of residual, Thus, 
it is entirely a fueloil terminal although 
with 20 acres of ground plenty more 
things can be added, when and if. 

Back in 1939 Bert Copeland was a 
district manager for Sun Oil at Roches- 
ter. He saw an opportunity to go into 
business for himself so he left Sun and 
started Copeland Oil Co, up at Platts- 
burgh on Lake Champlain. He became 
a jobber for Sun. His early history, 
moving from gasoline and lubes into a 
heavier fueloil and oilheating emphasis 
was described in an October, 1950 ar- 
ticle in FUELom & Cit HEAT. By then 
he was just well launched into his new- 
est activity as a water terminal opera- 
tor handling not only his own prod- 
ucts but also doing a storage and 
through-put job for other companies. 

Bert was joined in 1948 by his 
brother Mortimer who had just come 
back to the country after several years 


As the dams are built, this will float to higher levels. 





in Venezuela. Trained as a lawyer, 
during the war he was an FBI man at- 
tached to the American embassy in 
Caracas. Afterward he joined up with 
Ed Steiniger, president of Venezuelan 
Petroleum Corp., a Sinclair subsidiary, 
doing legal work in the oil fields and 
at Caracas, But his children were 
growing up and he wanted an Ameri- 
can education for them, so he came 
with Bert at Plattsburg as vice-presi- 
dent with a 20% investment in the 
company. 

In the new terminal layout at Mas- 
sena the two brothers share the owner 
ship equally, and Mortimer, as active 
manager and living there, is president 
and Bert is vice-president. 

In the construction of the Seaway 
more than a half billion dollars is to be 
spent around Massena, The two prin- 
cipal dams will be there. Then there 
will be a canal, some 10 miles long, to 
take the shipping around the dams 
with a series of locks. The town now 
has 14,000 population but the new 
work will bring in 7,000 men for at 
least five years. With their families, 
that will more than double the popula- 
tion. 

Copeland does not look on this as a 
temporary housing problem, He is con- 
vinced that as Massena becomes a sea- 
port enough new industry will move 
in to employ everybody. 

It was only a few months ago that 
Congress finally voted its approval of 
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Discussing operations at the new Mas- 
sena terminal in the top picture are, 
left, Mortimer Copeland, Bert Cope- 
land and Lyle Villnave, who is the 
terminal superintendent. 


The present dock at Copeland's Mas- 
sena terminal, showing the company 
tug in the foreground, This tug is 
needed to help land the barges because 
of an eight-mile current in the river 


New tanks (left) at Massena terminal 
too new, in fact, to be painted until 
next Spring. 
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the Seaway. How, then, did the Cope 
lands get enthusiastic about a Masgen, 
terminal two years ago and actualy 
complete a part of it in 1953? Ne 
everyone knows that the two dan 
were going to be built anyway, regard 
less of what Congress did. The sta 
of New York and the Canadian Proy. 
ince of Ontario were about to buik 
them jointly to get a lot of new ee 
tric power, badly needed by but 
There are those who think that the; 
“needled” our Congress into the action 
it took this summer. Thus, the thov 
sands of workmen were coming in any 
way. 

For a pot-boiler, something to keep 
things going and expenses paid in the 
early years, Copeland got the busines 
of the Aluminum Corp. of Americ, 
which has had a plant in the town for 
50 years . . . built there to take ad 
vantage of the river rapids for its ow: 
electric generating plant. This com 
pany uses eight million gallons a year 
of No. 2 fueloil in its processing. Pre 
viously this was hauled overland from 
water terminals at Ogdensburg 4) 
miles up the river. Copeland could of 
fer a saving of 40 points a gallon in 
transportation. He proposed and put 
through a three-way deal wherein 
Alcoa contracted to buy its needs # 
New York Harbor from Metropolitan 
Petroleum Corp., a Pittston subsidiary, 
while Copeland would store and d 
liver it locally, This is a long-time cor 
tract and it also embraces barge & 
livery through the New York Bary 
Canal, Lake Ontario and the St. Law 
rence in equipment operated by ‘ 
Metropolitan affiliation. | 

Asa result the terminal started wit 
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jwugh business to carry most of its ex- 
gnses during the pay-out years and 


ghile it’s getting some jobber business 


ind rack business built up. 

Fueloil storage capacity in Upstate 
New York must be large because trans- 
wrtation is frozen-in during five 
nonths. In fueloil you get only about 
ne and a half turnovers a year. In 
No. 2 oil, for example, Copeland’s 
(30,000 barrels storage will handle an 
snnual business of only about 270,000 
tarrels or 11 million gallons. Terminal 
margins in these freeze-up areas must 
te larger than they would be at points 
where the normal operator has six or 
ight turnovers a year, 

In starting the Massena terminal 
last year, contracts were placed in the 
pring, the tank pads were started in 
july, steel arrived August 20 and the 
tanks had to be, and were, completed 
in 60 days in order to get oil supply 
efore the freeze-up in late November. 
The initial cost of the plant with its 
'80,000 bbl. storage just shaded $250,- 
00 including wharf, all lines, pumps, 
ofice building, in fact everything but 
the 20 acres of land. This figures $1.40 
i barrel. Adding the new 35,000 bbl. 
eto tank this year and the residual 
tank next year will cost less. 


When the seaway is completed 
Copelands will have a 2,000 ft. front- 
ge right on the deep channel, which 
will not only let them unload ocean 
tankers but they'll also have plenty of 
tom for a general cargo dock if po- 
tential business justifies it. 

An indication of how fully Mor- 
tmer Copeland is sold on the river 
project is seen in his leasing half of the 
minal office building to the N. Y. 
‘ate Department of Public Works in 
charge of Wm. M. Mott at the site. 
His men are already making borings 
study the understructure for dam 
ind levee sites. Bids for cofferdams 
Were taken August 6. And to show 
‘ow the area feels about its new citi- 
* Mortimer Copeland, he was made 
‘airman of the ground breaking cere- 
tones on August 15, with big names 
ind notables a dime a dozen, 

One of the interesting things about 
“a industry, in fact the fueloil in- 

"sty, would be that there are some 
“citing possibilities lying around here 
ind there for men like the Copelands. 


eloil 


Making his own No. 5 oil is an inter- 
esting sideline with Bert Copeland at 
Plattsburg. Here he is shown with a 
‘Proportioneer” that he bought from 
Providence, R. I, It has saved him 
building another terminal tank and in 
addition saves Y% to Yo¢ a gallon in 
his cost of No. 5. 

Although there are several water 
terminals on the 80 mile length of 
Lake Champlain, Copeland has had the 
only residual storage. He needed this 
for some No. 5 oil business he devel- 
oped by switching commercial users 
over from No. 2. This year he has 
started selling No. 6 to some of the 
larger schools and public buildings 
(Plattsburg has a college) but he did 
not want to erect another large tank 
for it. 

So he is using his former No. 5 tank 
for No. 6 and with the Proportioneer 
he blends No. 6 with No. 2 and pumps 
it straight to the rack and into the 
trucks. When the viscosities of the two 
oils have been determined, the instru- 
ment is set for the desired blend and 





will hold it exactly. If a variation in 
viscosity changes the blend as much as 
one per cent the machine automatically 
stops. 

It’s a hot blend in the sense that 
the No. 6 must be heated to flow. 
Copeland uses three types of pre- 
heaters, one in the form of tank coils 
that always keep the residual at 60° 
F.; then a suction heater adds 40° and 
a line heater adds another 40°. Thus 
140° are used in the blending but 
everything will operate as well if one 
of the three heaters is off. 

In the Plattsburg climate the right 
mix is 55% No. 6 and 45% No, 2, 
although in warmer areas a 65-35 mix 
would do as well. The No. 5 oil made 
through this machine has a pour point 
of minus 20° and it never stratifies in 
the user’s tank. The machine is set to 
operate at 350 gpm but has a much 
greater capacity if needed. The ma- 
chine and all fittings cost Copeland 
$7,800 but he considers it dirt cheap 
compared to an additional storage 
tank. 
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by 
Robert Gray 


HE OILHEATING INDUSTRY has 

been built almost entirely through 
converting homeowners from coal or 
installing burners in new homes, with 
conversions more than half the total. 
What would you do, then, in a com- 
munity where coal conversions have 
dwindled to a low ebb and you can 
expect very little future growth for 
your fueloi] business along that chan- 
nel? 

Quite a good many of the more pros- 
perous communities in the country are 
in that position, Typical is Westches- 
ter County, New York City’s suburb 
immediately to the north. 

Among all the county’s centrally 
heated residences 85,000 now burn 
fueloil, 30,000 still use coal and 23,000 
depend on gas for fuel. There would 
appear to be a good potential market 
in those coal users, but since they ac- 
count for only 22% of the homes, they 
represent pretty much low income and 
rental properties that have proven hard 
to change. 


Oil gets half of New Homes 


New homes, of course, are still to be 
reckoned with and the oil fraternity 
today is getting about half of them. 
But Westchester is not building great 
quantities of these, not nearly at the 
rate you encounter in the city’s less 
swank suburbs like Long Island and 
North Jersey. 

HM. “Herb” Spade, general man- 
ager of Robeson Oil’s fueloil and oil- 
burner division, Hartsdale, N. Y., and 
the principal character in this story, is 
pleasantly surprised at the amount of 
new home business that the oil men 
are able to get in the face of heavy 
natural gas competition. Getting half 
of such business for oil in 1954 is the 
result of a great deal of plugging and 
considerable promotion by the oilheat- 
ing group. Five years ago, Spade points 
out, you couldn’t give an oilburner to 
a builder. Today in the county gas is 
still getting 75% of the cheapest new 
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Converts Gas Heating to Oil 


Herb Spade of Robeson Oil has blessed 92 Families with better Heat cheaper 





Herb Spade 


homes, 50% of the highest priced but 
only a third of the middle-range 
houses, and that’s where the volume is. 

He mentioned a typical develop- 
ment, Huntley Estates, where 270 new 
homes have been sold. They started 
using all gas, and now half are going 
to oil. Builders have become quite cau- 
tious since the oil group has under- 
taken to demonstrate how much better 
and cheaper oil heat is. 

The quality of new home oilheating 
has improved a great deal in more re- 
cent years, Spade finds, and he at- 
tributes this to the fact that the plumb- 
ers and furnace dealers, who do much 
of this work, are getting from the sup- 
ply houses considerably better boilers, 
typically big name brands, and gen- 
erally higher grade items than they did 
a few years back. 

Not only that, but oilheating efh- 
ciency and service in the county as a 
whole have been greatly improved 
since the war. Today 95% of all oil- 
burner service is controlled by the fuel- 
oil distributor. “Only because we have 
raised the level of oilheating in West- 
chester can we afford the luxury of op- 
timism,” says Spade. 

The oil companies also are selling 
most of the burners, probably 70% in 
Spade’s reckoning, while the plumbing 
and heating trades have the other 
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. cost advantage, so included is 4% 








30%, mostly in new homes. That jp. 
cludes a considerable amount of direc 
factory-to-builder business. 

This brings us to the point of th 
story. Spade reasoned some years agp 
that if the fueloil industry in the coun 
ty was going to be able to continue i 
growth on any satisfactory scale it was 
going to have to cut into the gas com 
pany’s business. Not that gas was tak: 
ing out many oilburners . . . it wasnt 
But, there wasn’t room for both fuel 
to grow at any considerable speed, He 
and his friends were in oil, so that # 
where the growth should be, in his 
thinking. . 

That conclusion was reached fiv 
years ago. Oil then had 75,000 re 
dential central heating customers, gas 
had 17,000. The five intervening years 
have seen oil grow by 10,000 and gu 
by 6,000. But for the work of Spat 
and his friends, gas would have com 
faster in spite of its higher rates, 

In that five year period he has taken 
out 92 gas jobs from fine homes and 
put in oil heat. Other fueloil meni 
the county have brought this total 
about 230 such conversions. 

What was Spade’s purpose in thi 
Adding 92 new oil customers to iif 
several thousand was not in itself 



















On the facing page is a reproducin 
of one of the pages of a folder di 
tributed to homeowners by the We 
chester Oil Trade Association. Th 
folder tells the story of oil heat, “De 
pendable modern heating for moden 
comfort,” and features this page % 
testimonials from users who change 
from gas to oilheating. The six tm 
monials shown here are representaiit 
of some 92 conversions from oil tof 
made by Robeson Oil Co., Hartsal 
N. Y¥. S. Frederic Auerbach 9@ 
New York, prepared the folder fort 
association. Other pages tell the ham 
owner of the advantages of 
with oil, stressing savings, depend 
ity of supply, comfort and cleanhme 
In Westchester oilheating has a¢ 


















of comparative costs, with spacer 
the homeowner to figure out the ® 
for heating his own home wits 
and fueloil. 










GAS COSTS WOULD INCREASE 
70°° SO WE CHANGED TO OIL 


“When higher gas rates became effective in 1948 | 
figured out that our heating costs would increase about 
70% so we changed fo oil. Since then heat and hot 
water have cost us an average of $200.00 per year 
which | have computed is only a little more than half 
what gas would cost at present rates. We made a fine 
investment and enjoy perfect automatic heating and 
hot water with absolutely no effort on our part.” 


Mr. B. A. N., Scarsdale, N. Y. 


- CHANGED TO OIL BEFORE 
MOVING IN — SAVED $800 


“Heat and hot water with gas cost the previous owners 
of our house over $700.00 the last year. As a result, 
we changed to oil before moving in and have had ex- 
cellent heating and hot water for less than $425.00 per 
year. Have saved over $800.00 so far.” 


Mr. W. F. R., Jr., Senet N. Y. 


PLEASED WITH SAVINGS. 


“We used gas heat for many years before changing to 
oil in June, 1952. Heating with gas cost me over $700.00 
per year — with oil less than $400.00. We are very 
pleased with the savings and entirely satisfied with oil 


heat.” Mr. W. G. P., Scarsdale, N. Y. 


IN ADDITION TO SAVING, 
ENJOYED CLEAN. ODORLESS HEATING 


“Our last year with gas heat, the fuel bills 
without cooking exceeded $340.00. We converted 
to Oil Heat in August, 1950, which reduced heating 
costs fo less than $200.00 per year. In addition to 
saving over $500.00 since the change, we have en- 
joyed clean, odorless heating comfort and the con- 
venience of unlimited hot water.’ 


ANNUAL SAVING OF $307 and 
HOT WATER SUPPLY GREATLY IMPROVED © 


“My records show thot heat and hot water with gas 
cost me $730.00 for one year. After converting fo oil 
heat, the cost was $423.00 for a similar year. An 
annual saving of $307.00 is reason enough to make 
me satisfied with the change, but in addition our heat- 
ing and hot water supply has been greatly improved 
so we are doubly pleased.” 


Mrs. E. R. of White Plains, N. Y. 


ENJOY HEATING COMFORT 
and ENTIRELY SATISFIED 


“When we bought our house it had gas heat. After only three months, 
which ended March 18, 1952, the fuel bills including cooking totaled 
$277.00 which would have made a full year heating cost well over 
$500.00. We quickly converted to oil heat and our fuel costs were 
less than $360.00 for the next twelve months. We enjoy complete 
heating comfort and are entirely satisfied with oil heat." 


MRS. J. V. K. of Dobbs Ferry, N. Y. Letters are in our files and available for inspection. 


Save-EVERY WINTER/ 





. ... Converrs Gas to Oil 


important from the standpoint of vol- 
ume, nor were the 230 homes to the 
full group. The real purpose was to 
get a convincing number of case his- 
tories to lay before thousands of future 
prospects. Just about now the snowball 
is beginning to roll, 

Spade knew that gas is definitely 
more costly than oil in his territory, but 
that is far different from having the 
prospects believe it. To try this out, he 
carefully hand-picked six gas using 
families where fuel consumption would 
be high because of the nature of their 
homes, Instead of sending any of his 
salesmen, he personally went to work 
on them, He got not a spark of interest 
from his money saving story. 


Tries new tack 


So he tried a new tack. He selected 
six other families with similar homes 
and probable fuel bills. This time he 
took along a gas rate schedule and 
went over it with the prospect. Then 
he handed the man a pad and pencil 
and asked him to do the figuring. After 
the gentleman had done everything as 
planned he still wasn’t convinced. He 
just couldn't believe that he had been 
such a sucker as to buy gas at such a 
premium, and he couldn’t believe that 
the gas utility would be so foolish as 
to try and sell at such a serious fuel 
cost handicap, So again, no sale. 

This was getting serious. It was clear 
that the 12 men tried would have been 
excellent prospects for oil if they could 
be made to believe the figures, and this 
in Spade’s opinion called for a testi- 
monial campaign. 

So he talked to a meeting of the 
Westchester Oil Trade Association 
and explained his predicament, told 
them step-by-step what he had gone 
through. They agreed that they must 
get testimonials, and thus started the 
campaign. 

At no point was it easy. I didn’t 
learn who got the first one and how, 
but you may be sure it was difficult. 
As the group was able to sell these 
conversions from gas, one at a time 
the hard way, they started asking for 
testimonials. It was like pulling teeth 
at the start but after a few were in 
the later ones came easier, Finally, 
when the men had a dozen to carry 
around, showing the home and a signed 
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statement of fuel costs before and after 
converting, the whole thing became 
simpler. 

Not that it’s gone far yet but each 
year sees more than the last, not only 
in conversions from gas but in testi- 
monials. 

The fueloil crowd in Westchester 
County is not expecting to grow fat 
on gas conversions. Even if they could 
achieve a thousand a year that would 
not raise their oil volume much more 
than one per cent. But they have other 
objectives. 

They are in the throes of a coop- 
erative advertising campaign, handled 
by S. Frederic Auerbach, New York 
advertising agency. Nearly every com- 
muter train carries display cards; 
they have radio spots and newspaper 
presentations, The goal seems to be to 
convince folks not only that oilheating 
is the last word in what’s desirable but 
also that it costs considerably less than 
other automatic heating methods, spe- 
cifically gas. 


Long range goal 


The boys want to keep a modest 
stream of conversions coming along, 
with a fresh crop of testimonials from 
time to time. Their real goal, however, 
is longer range. 

The peak of the building boom in 
the county was 1948. By 1960 many 
if not most of the gas furnaces that 
went into those new homes will be 
ripe for replacement, they believe. The 
furnace shell (not the jacket) in many 
instances was 16-18 gauge steel and 
these don’t often last over 12 years. 
From 1960 forward the oil men ex- 
pect to convert a lot of gas users to 
oil as they come into the market for 
new equipment, Already some of it is 
starting. Spade finds that upward of 
10% of the prospects that his men are 
negotiating this year are gas users .. . 
next year it will be higher. 

What does the gas utility do about 
these defections from the fold? Quite 
a little but so far it hasn’t accomplished 
much. When the meter reader reports 
the gasburner out the homeowner 
usually has several visits from the gas 
company. But when he gives a testi- 
monial for publicity the utility bursts 
out with full-blown engineers to con- 
vince him that he figured it wrong. Up 
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to now no one has recanted hig cop 
fession, nor reconverted to gas, 

On the other hand the gas people 
don’t do as much about it ag they 
might. One reason is that these home 
they are losing average quite large in 
size. The utility knows that in the] 
run many of them will be hard to hol 
because not many of them are new ang 
completely insulated. The company 
knows that its rates are higher than gj 
but it needs to keep them that way. 
The big-home gas bills will always 
stand out for comment. 

So naturally they much prefer smal 
homes where the comparisons are les 
odious. Spade estimates that 60¢ worth 
of oil heat costs a dollar with gas, If 
the heating bill is only $200, oil would 
only cut it $80 and folks won't con 
sider doing much about it . . . until of 
course they need a new unit, 

Another point that helps the utility 
on these smaller houses is the hot water 
situation, Where it’s a warm air oi 
job the water heater is nearly always 
gas or electric. If it’s gas then the 
owner pays a stiff rate for that fuel in 
the high initial brackets. 

Our best bet is to get the builder to 
make it a complete oil-electric home 
with no gas on the premises for any 
purpose. His cost over an all-gas home 
is only about $75, according to Space, 
and that’s one reason why half of the 
new homes are now going to oil. 


Hot water no Problem 


In converting the older large homes 
to oil it is found that most of them 
have boilers, so domestic hot water 
no problem. Where they have furnaces 
Spade has frequently been able to #! 
them a boiler, then use a heat a 
changer right on the old furnace blow 
er and thus utilize the duct system. 0 
course the new boiler handles the 4” 
mestic water heating. 

This Westchester County expe 
ence could hardly be duplicated ® 
areas where gas is much cheaper thas 
oil, although some of it obviously could 
be done there, since we know that no 
all gas users are satisfied. But in até 
where gas is more costly than oil there 
seems little reason to ever let our com 
petitor win by default, particularly 
when folks like Spade and his friends 
are helping to show us the better ¥4) 
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| ing OTHER DAY a lady wrote in 
to Watson-Hall Fuel Company, 
Seattle, explaining that she was very 
worry that she had not been able to pay 
the $80 owing on her fueloil bill but 
she would pay it eventually and now 
they needed some more oil, She men- 
tioned four children and some of the 
family complications. John Hall, presi- 
dent of the company, saw the letter 
ind was impressed with her sincerity, 
atticularly since he had been raised 
ina small income family with four 
children. 


Personal Touch 


He telephoned the customer and 
discussed with her not the bill but the 
four children, He let her know that 
rom his own experience a family of 
that size could run into all sorts of ex- 
yeriences that made things difficult. 
Then he told her that, of course, they 
would let her have some oil but he did 
tot want to send too much this time 

.. in fact the truck would drop 50 
tals, because he knew the larger the 
bill got the more she was going to be 
worried about it. Then he told her that 
ry the time they had burned the 50 
wil. she and her husband would prob 
ibly be able to figure out their finances 
gome way to get the bill started down 
0 they could stop worrying. 
this is not an unusual occurrence 
: the history of Watson-Hall, In the 
. yeats—1929 to 1949—the company 
re 1.59% of its gross billing through 
ad accounts charged off. The worst 
Yat lost 4%, the best saw losses of 
mly .15%. In 1953 the credit losses 
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We live with credit Losses 


John Hall of Seattle has grown big through offending No One 


were 1.3%. To some companies these 
figures would seem almost disastrous 
and most of them would certainly fire 
a credit manager who lost any such 
sums. Yet, John Hall has grown to be 
the second largest fueloil company in 
Seattle selling 12 million gals. of dis- 
tillate fueloils. 

Of course, the liberal credit policy 
is only a minor factor in the operation 
of the business, but it is significant as a 
demonstration of Hall’s high level of 
personal consideration for customers as 
people. 

It’s surprising sometimes how much 
an individual is influenced by what has 
happened when he was quite a small 
child. Hall’s family moved to Seattle 
in 1902. He was 4 years old. His father 
was a railroad man with a good job for 
those times and earning $60 a month. 
The family had spent its cash to get 
moved but they had no serious con- 
cern over this because the father’s job 
was considered a good one. 

Hall’s mother went to the nearest 
grocer explaining that they had just 
moved in, told him where her husband 
worked, and wanted credit for gro- 
ceries to be paid at the end of each 
month. The grocer was rather brusque 
about it and his refusal was definite. 

John remembers that this had a very 
depressing effect on his mother. In fact 
she was quite shocked. Then building 
up her courage again, she tried the 
next grocer down the street, a gentle- 
man named Murphy, who welcomed 
her like old home folks and explained 
that he would be delighted to take care 
of them on that basis. 


Hall’s family lived in that neighbor- 
hood for many years, and with four 
husky kids growing up they ate a lot 
of food, all from Murphy’s. 

Hall demonstrates a lot of unortho- 
dox viewpoints in the conduct of his 
business. In discussing these with you 
they come almost as epigrams rather 
than explanations but they very dis- 
tinctly reveal the man < mind, 


Six Men on Telephones 


Hall has six full time men on tele- 
phones which are reserved exclusively 
for customers phoning in. The com- 
pany has three entirely separate lines 
that are used for drivers and general 
activities. The person answering the 
phone when a customer calls is fully 
informed about any phase of the busi- 
ness that could possibly interest the 
customer. Hall can’t stand for the idea 
of uninformed people answering the 
phone and having to chase away and 
get the answers from someone else. It’s 
always a man who answers the phone 
because Hall believes that folks prefer 
to deal with a man on a subject that 
they consider important. 

When folks buy fueloil it repre- 
sents real money to them, and they ex- 
pect to be treated like a person spend- 
ing real money. It’s a solid rule in the 
organization that a telephone must 
never ring long. The customer’s time 
is valuable. Hall stresses the point that 
if a person gives you a small order, 
never offend him; he’ll get bigger. Any 
man who phones in can be expected to 
live around the town for years. If a 
person calls for fueloil from some far 
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. . . « Credit Losses 


outlying point, this factor must never 
be reflected in the attitude of the man 
on the phone. 

Hall believes that in any phone con- 
versation with a customer you should 
be effusive. Always sufhx a sentence 
with the word “Sir.” Never say “thank 
you,” but rather “thank you, Mr. 
Jackson.” 


In the physical operation of fueloil 
handling Watson-Hall is a little differ- 


Green grass of Seattle. John Hall, left, 
with Bob Elmslie, OHI of Washington 
maestro, dre photographed on the grass 
plot the Watson-Hall Company uses 
to take care of spills. This is a good 
quality grass planted on a plot 100 ft. 
square and well watered. If a driver 
has a spill on a lawn the company has 
a gardener strip some sod from this 
plot and transplant it to the customer’s 
yard. This actually only happens about 
15 times a year but the customers talk 
about it and its good will value is con- 
siderably greater than its small cost. 








ent in some ways. The office is open 
long hours, from 7 A.M, to 8 P.M. 
Some employees start that early and 
others start later in the day and work 
late. The fueloil dispatcher comes to 
work at 6:30 in the morning and so 
does one driver. All of the trucks must 
be loaded and on the streets all over 
town by 8 in the morning. 

Getting back to the company’s 
thinking on credits, Hall finds among 
other things that with a liberal credit 
policy he will average larger drops than 
with a tight policy. Liberal credits help 
to build a good reputation for the oil- 
heating industry in general, and with 
natural gas expected in Seattle before 
long it’s important to have a lot of 
friends, 

Hall has noticed that when a fuel- 
oil company gets a reputation in a city 
for being tough on credits it gets 
around pretty fast. “Facilities are no 
good without customers,” is the way 


he winds it up. 





Unusual oilheating Coung| 
by Albina Fuel Co., Portland 


A SOMEWHAT NOVEL policing arrange. 
ment for oilburner efficiency has been 
put into use by Albina Fuel Co., Port 
land, Oregon, Shell distributor, Head. 
ing the company is Cliff Arntsen, on 
of the better known marketers of the 
Pacific Northwest. 

Arntsen has never sold oilburner 
but still has had a very rapid growth 
in the Portland market. His total fuel 
oil sales including residual sales are 
said to be about 13,000,000 gals, Ree 
ognizing that satisfaction of oilheating 
depends to a considerable extent on 
the mechanical condition of the equip 
ment and yet not wanting to go into 
the burner service business, Arntsen 
provides a free checkup service to ac 
counts that appear to need it, He hires 
a good heating engineer seven months 
of the year. This man is busy the other 
five months working as a combustion 
specialist for a group of large canneries 
in Alaska. 

The degree-day operators handling 
the 6,000 retail fueloil accounts of Al 
bina Fuel keep their eyes open for what 
appear to be situations with excessive 
fueloil consumption. In other words if 
an account has been going along with 
K factor of 4 and over a period of time 
it drops to 3 the company wants to 
know why. 


Analyzes the Trouble 


The combustion specialist goes t0 
these trouble spots, analyzes the situa’ 
tion, and makes a report. He does not 
in any way correct the equipment. He 
supplies this report in triplicate, the 
original copy is mailed to the home 
owner along with a list of oilburner 
sales and service organizations that Al 
bina considers to be reliable. In neatly 
every instance the customer calls in one 
of these oilburner people to make the 
correction. Actually in about one-third 
of the cases the burner man sells new 
equipment. 

Albina keeps in touch with the a 
count until the condition is reported 
as being corrected and then the eng 
neer goes back to the job and runs his 
instrument tests again. If the job his 
not been brought up to its best efi 
ciency, the oilburner man is again 
called in, but this very rarely happe™ 
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Fueloil Management studies 


Oilheating is still the Champ but Competition gets more rugged 


HE FUELOIL BUSINESS has con- 
| oe to grow at an interesting 
rte during 1954. This fact, while very 
encouraging, nonetheless applies only 
to the industry as a whole. In some 
markets, particularly in individual 
cities, the expansion in oilheating has 
been greatly retarded by the vigorous 
and forceful promotion of natural gas. 

Our industry is not badly hurt yet, 
but it certainly can get hurt unless 
fuoil marketers generally and pri- 
mary suppliers in particular take a 
grious view of the competitive threat 
and do much more about it than they 
have up to now. 

Presenting the fueloil management 
study as a special section of a Septem- 
ber issue is an innovation. The statisti- 
al pages that follow would normally 
appear in a somewhat shorter form 
in our January issue. This year we 
have made the fueloil section of our 
annual analysis somewhat larger and 
have pulled it up to September primar- 
ily to be more helpful to fueloil mar- 
keters at the start of their season. 

There was another good reason for 
moving it up. Most fueloil distributors 
we a fiscal year basis for their annual 
accounting rather than the calendar 
year, and in this way avoid splitting 
their records at the middle of a heating 
xason. So most fueloil men think in 
terms of splitting the year at mid-sum- 
mer, 

The few hundred public spirited 

‘ompanies who have cooperated to 
make possible this industry analysis 
fave based their figures almost entirely 
m their results in the 1953-54 heating 
¥ason. 
_ Wehave been particularly fortunate 
getting excellent market coverage in 
this statistical analysis. Notice how this 
tacks up in TABLE 1. 

First it shows a geographic distribu- 
ton of sales volume comparing that 


of the actual market with that of the 
cooperating companies, Our New Eng- 
land coverage was lighter than it should 
have been but the other principal sec- 
tions of the country matched up very 
well. The Pacific coverage is higher 
than its true share of the actual market. 
This is influenced by the fact that the 
average company out there is consider- 
ably larger than the rest of the country, 
which causes them to be especially in- 
terested in market analysis. 

The second part of TABLE 1 shows 
a distribution by size of companies and 
their share of the total volume. We 
were particularly pleased to get the 
largest number of participating compa- 
nies from the smallest size bracket since 
normally the smaller fueloil man is less 
inclined to take the time to dig into his 
records for the needed information. 

In the lower part of TABLE 1 we find 
an identification of companies by the 
principal products they sell. They all 
sell fueloil or they would not have been 
in this study. Only a little more than 


TABLE 1 
Market Coverage of This Study 


VOLUME PERCENT 


Cooperating Actual 
Companies Market 
New England 10% 17% 
Mid-Atlantic 43 4] 
South 5 6 
Midwest 27 27 
Pacific 1s 9 
100 100 
SIZE DISTRIBUTION 
NUMBER OF Percent of 
CUSTOMERS, Percent of Total 
NO. 2 OIL Companies Volume 
Under 500 35% 71% 
500 to 999 27 14 
1,000 to 1,999 21 23 
2,000 and over 17 56 
100 100 


PERCENT OF COMPANIES WHO 
Sell Fueloil 100% 
Service Oilburners 71 
Sell Heating 65 
Sell Gasoline 29 
Sell Coal af, 


a fourth of them sell gasoline, which 
shows that on a whole they are not the 
typical gasoline jobbers although we 
were thankful to get a fair number of 
those to cooperate. 

TABLE 2 carries this breakdown a 
step further and shows the geographic 
separation of the burner and service 
activities of the reporting fueloil dis- 
tributors. The most important point 
here is that 71% of the companies ren- 
der oilburner service. They are just 
about average for size indicating that 
oilmen service around 70% of all oil- 

TABLE 2 


Oilburner Sales Activity 
of Fueloil Distributors 


Percent Average Percent 

Who Number Who 

Sell Burners Service 

Burners Sold Burners 

New England 88% 54 86% 


Metro. New York 87 65 93 

Other Mid-Atl. 74 71 81 

South 33 16 27 

Midwest 48 45 57 

Pacific N. W. 30 52 4] 
ALL SECTIONS 65% 55 71% 


burners, This is highly desirable since 
they have every reason to want to pro- 
vide perfect oilheating in order to keep 
their customers burning oil. 

TABLE 3 identifies the activities of 
the participating companies in more 
detail. It allows, for example, a fueloil 
man in a small city of the Midwest to 
see how his distribution between prod- 
ucts compares with that segment of the 
industry as a whole. 

Notice that the concluding line of 
the table covering the entire reporting 
group shows that fueloil is 61% of 
their composite dollar volume with 
heating equipment and burner service 
representing 15% and gasoline 11%, 
coal, 8%. In other words while many 
fueloil distributors came from the coal 
industry, that product has dwindled to 
the point that gasoline becomes a more 
important sideline. 
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TABLE 3 
What Fueloil Distributors Sell 


————=PERCENT OF TOTAL DOLLAR VOLUME 


Heating Burner 
Egqpt. Service 
NEW ENGLAND 
Large Cities 14% 8% 
Medium Cities 14 3 
Small Cities 6 3 
All Cities 13 6 
MID-ATLANTIC 
Large Cities 16 6 
Medium Cities 13 3 
Small Cities 14 6 
All Cities > 5 
SOUTH 
All Cities 3 1 
MIDWEST 
Large Cities 6 3 
Medium Cities 5 1 
Small Cities 9 1 
All Cities 6 2 
PACIFIC 
Large Cities 3 1 
Medium C%ties 10 2 
Small Cities 9 3 
All Cities 6 2 
U. Ss. ALL CITIES 11% 4% 
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The typical fueloil distributor is 
shown in TABLE 4 to have 1,433 cus- 
tomers for No, 2 oil. Of these, an aver- 
age of 90 are commercial or apartment 
customers and 1,343 are residential. 

You will notice that throughout this 
study we are following a separation 
between large, medium and small cities 
to enable the individual marketer to 
better compare his operation with 
others. A large city for the purpose of 
this study has upward of 250,000 
population. A medium city has between 
25,000 and 250,000, while the small 
city has under 25,000. If a small city 
happens to be immediately suburban 
to a large one it is considered a part 
of the large classification since most 
operating conditions would be the 
same. 

Then for the first time this year we 
have made a separation in some of the 
tables for Metropolitan New York. 
Quite a number of the oil companies 
have requested this. It is such a large 
segment of the nation’s fucloil indus- 
try... actually 17% of the U. S. total 

. that the separation is feasible. 
Metropolitan New York includes the 
five boroughs of the city, all of Long 


TABLE 4 


1,433 Customers No. 2 Oil 


AVERAGE REPORTING COMPANY 


Large Medium 

Cities Cities 

No. 2 Residential 2,033 1,315 
No. 2 Com'l-Apartment 126 84 
Kero, No. 1 504 684 

No. 4-5 Residual 58 27 

No. 6 Residual 7 19 
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Fuel- Gaso- 

oil Coal line Other 
69% 6% 1% 2% 
54 17 10 2 
67 10 12 Zz 
64 10 5 2 
68 2 5 3 
Ag 16 11 13 
52 9 i Wy 2 
59 7 8 6 
57 10 24 5 
64 9 18 

49 10 A | 10 
48 7 26 9 
58 9 21 4 
88 6 _ 2 
56 11 12 9 
54 4 14 16 
79 7 5 5 
61% 8% 11% 5% 
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Island, plus the normal commuting 
areas of Southern New York, North- 
ern New Jersey and a few Connecticut 
towns. 

The typical fueloil distributor had 
10% more fueloil business during the 


+ + + Fueloil Management 


gree days in which we compare the 
fueloil volume of the past heating geq. 
son with the one before it after taking 
the weather into account. Notice that 
for the whole country it shows the same 
growth rate as in the earlier columns 

The Midwest and Mid-Atlantic 
areas outside of Metropolitan New 
York show the best gain rates after 
weather adjustment, 


The chart on operating costs, mar. 
gins and profits shows that margins 
across the board went up 8 points dur 
ing the season while costs went up only 
2 points. The happy result is a 6 point 
increase in profit before the payment 
of income tax. 

Some of the items in the chart are 
not too easy to understand but since 
they are based on a large number of 
operators they are reasonably right, 
Just why the delivery cost in medium: 
sized cities would be lower than in 
small cities is not apparent. It could 
result from the smaller city having on 
the average smaller companies with less 
effective utilization of their trucks. 


TABLE 5 


Growth in Fueloil Sales 
SEASON 1953-54 OVER 1952-53 


Small Medium Large All After adj. 
Cities Cities Cities Cities Degree-days 
New England 11% 6% 17% 13% 10% 
Metropolitan New York i ais 9 9 9 
Other Mid-Atlantic 13 16 > 12 iY. 
South 9 21 4 10 10 
Midwest 15 -1 9 7 12 
Pacific 2 6 4 4 6 
ALL SECTIONS 12% 9% 10% 10% 10% 
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past heating season than in the one be- 
fore it. This is shown in TABLE 5, sepa- 
rated by sections of the country and by 
sizes of cities. We give this detail be- 
cause, as we mentioned earlier, the in- 
dustry as a whole is doing all right, 
while individual segments of it are less 
happy. 

Small cities are showing better oil- 
heating growth than larger ones prin- 
cipally because they have less com- 
petition from natural gas. The medium- 
sized cities on the whole show the least 
gain because more 
of them are just 
getting competition 
from the other fuel. 


Small All 
Cities Cities In the last col- 
451 1,343 ¥ 
47 99 umn of this table 
269 488 we have made an 
24 39 ; 
3 11. adjustment for de- 


oe eee eee ee ee eer ree ee esr ee esas eeeeeeeeree 


For example we saw in TABLE 4 that 
the reporting companies from small 
cities had an average of 498 customers 
for No. 2 oil. This was too much for 
one truck and not enough for two. One 
other possible explanation would be 
that in a small-town company the pro 
prietor often drives a truck and he 
might rate his own time at fairly high 
cost, The other breakdowns in the 
chart seem to match up fairly well with 
what we would expect. 

TABLE 6 brings detail on these of 
erating costs by sections of the country 
New England continues to have the 
highest average margin although the 
Pacific Northwest will probably have 
them beaten if the returns from vu! 
there were to reflect all of the instance 
where the marketers sell above posted 
prices. 
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The Souti. Atlantic states, on the 


he ; 
. other hand, have the best profits in 
yg spite of the lowest average margains 


he down . 


because their operating costs stay 


TABLE 7 brings considerably more 
coverage of the margin rates. Again 


the geographic variations within the 
industry are very pronounced. Also 
some industry practices stand out. No 
tice for example that in large cities of 
New England the average margin for 
a company with its own bulkplant is 
actually lower than for the company 
without a bulkplant, This has been true 
for quite a number of years. 

In the tidewater cities of New Eng- 
land very few companies have their 
own plants yet many of them are so 
large in gallonage that they can nego- 
tiate a maximum margin. Thus the 
large city marketers with bulkplants 
are usually away from the seacoast 
areas where a different margin pattern 
prevails. 

In the New York Metropolitan area 
we have a somewhat similar condition 
but different results. Notice that the 
bulkplant operator in this area has a 
much higher margin than the average 
company without a bulkplant. 

While on the subject of costs and 
profits, TABLE 8 brings an interesting 
small point. We find that 32% of fuel- 
oil distributors nationally use a price 
bracket system with the differentials 
based on the size of the consumer's 
tank. In the Pacific Northwest and in 
the Metropolitan New York areas this 
practice is particularly prevalent. As 
a rule the customer is offered one-half 
cent discount if he has a 550-gallon 
or larger tank. 

This is fine for all concerned if the 
delivery cost saving justifies this dis- 
count. In putting together the figures 


TABLE 8 


Effect of Price Brackets 
on Tank Sizes 
AVERAGE TANK CAPACITY 




























































































With Without 

Price Price 

Differ’ % of  Differ- 

ential Com- ential 

Gal. _ panies Gal. 
New England 333 23% 322 
Met. New York 437 65 490 
Other M:d-Atl. 352 11 367 
South 523 7 478 
Midwest 393 21 355 
Pacific 466 91 389 
ALL SECTIONS 395 32% 386 


ail 


for TABLE 8 we were exploring the 
question of whether these price bracket 
operators have larger average tanks to 
fill. By and large the price differential 
system has not caused the consumer 
to put in a larger tank. 

Notice that all consumers of price 
differential companies have an average 
tank capacity of 395 gallons. The cus- 


TABLE 6 
Profit before Income Tax .83¢ per Gallon 
New Mid- So. Mid- Pac. All 
Eng. Atl. Atl. west N.W. Sec. 
Bulkplant Cost .23¢ .22¢ .20¢ .24¢ .19¢ .23¢ 
Delivery Cost 1.10 1.00 73 1.05 1.7 1.04 
Selling Cost .46 36 2 35 43 37 
General Overhead .63 .90 Pi 1.01 79 85 
Total Cost 2.42 2.48 La 2.65 2.58 2.49 
Margin 3.50 3.5% 2.90 3.35 3.26 3.32 
Profit 1.08 83 t3 .70 .68 83 
MARGINS ARE UP? SO ARE PROFITS 
THREE SIZES OF CITIES- COMPANIES WITH BULK PLANTS 
MARGIN 
PROFIT 
BEFORE 
INCOME 
TAX 
GENERAL 
OVERHEAD 
SALES 
COST 
GGYYR 
GHG 
RETAIL [¥ZA~ZZAE VZZ 
DELIVERY |.02¢ 7 VAIS E Ore gG; 
COSTS WGK Eth VN YRYF 
UGK. YING; YIN WIGS jj smn r 
coors Mizesll MMzsel) Mei zs Wezel 
CITIES CITIES CITIES 1954 1953 
UNDER 25,000 OVER AVERAGE OF 
25,000 250,000 250,000 ALL COMPANIES 
TABLE 7 
Fueloil Margins No. 2 Oil 
In Cents Per Gallon 
— WITH BULKPLANTS — ~WITHOUT BULK PLANTS— 
Small Medium Large Small Medium Large 
Cities Cities Cities Cities Cities Cities 
New England 3.66 3.44 3.50 3.34 3.40 3.71 
Metropolitan New York i ‘ 3.70 aa es 3.34 
Other Mid-Atlantic 2.99 2.98 3.35 2.67 2.96 3.20 
South a 2.90 <a <7 2.51 “a 
Midwest 3.40 3.55 3.24 ea ry 
Pacific Northwest 3.39 3.35 3.20 3.42 3.66 
All Sections 3.24 3.23 3.38 2.83 3.09 3.36 
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tomers of companies not using price 
differentials average 386 gallons stor- 
age capacity. Oddly enough in the 
Metropolitan New York area this lat- 
ter group has larger average storage 
than the former, in fact that is also 
true for the entire Mid-Atlantic area. 

Only in the Pacific Northwest has 
the bracket system coaxed any num- 
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driver wage rates to 
total delivery cost. 
This chart was 
made by spotting 
the experience of 


ber of customers into providing larger 
storage. 

TABLE 9 brings up to date the hourly 
wage rates for truck drivers. The na- 
tional average for top men is $1.81 
which oddly enough compares with 
$1.88 last year, This would be hard to 
believe were it not for the fact that 
the average is down in each of the six 


every reporting 
company. The 
curve was then 
drawn through the 
thickest concentra- 
tion of dots. Not 
everyone by any 
means fell along the 
line of this curve 
but there was a 
definite pattern. 
The circle on the 
shows the 
median point of the 
whole study with 


columns of the table. 

It is not probable that there were 
many instances where the wage rates 
of an individual was reduced. More 
likely the industry growth was taken 
¢are of by lower priced additions to 
the crew. Where we show in the table 
“best men” this means the average 
highest rate paid by every company curve 
in the group. Most of the reporting 
companies also gave us the rate of their 
least expensive man and these are aver 
aged in the table. 

Now notice the chart which relates 

TABLE 9 
Truck Drivers’ Wage Rates Per Hour 


Average of all reporting Distributors 
SMALL CITIES MEDIUM CITIES 


Best Low- Best Low- 

Men est Men est 

New England $1.52 $1.22 $1.59 $1.43 
Metropolitan New York “ei és ote a5 
Other Mid-Atlantic 1.65 1.4] 1.76 1.53 
South oe 3 1.32 99 

Midwest 1.69 1.38 1.67 1.48 

Pacific Northwest ey he 1.38 1.89 1.76 
1954 All Sections 1.65 1.36 1.70 1.49 
1953 All Sections Beis | 1.62 1.75 1.65 
1952 All Sections 1.58 1.49 153 1.37 
1951- All Sections 1.47 1.29 1.42 1.25 
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TABLI LU 


Office Employees Top Weekly Salaries 


Book- Stenog- Dis- 
keeper rapher patcher 
NEW ENGLAND 
Large Cities $61 $48 $75 
Medium Cities 66 60 78 
Small C‘ties 58 48 73 
All Cities 62 5] 75 
METROPOLITAN NEW YORK V1 56 94 
OTHER MID-ATLANTIC 
Large Cities 79 59 78 
Medium Cities 72 55 94 
Small Cities 68 63 98 
All Cities 75 59 86 
SOUTH ATLANTIC All Cities 74 53 76 
MIDWEST 
Large Cities 69 re] 93 
Medium Cities 79 56 94 
Small Cities 63 44 62 
All Cities 70 53 87 
PACIFIC NORTHWEST 
Large Cities 83 62 108 
Medium Cities 65 58 77 
Small Cities 70 66 90 
All Cities 76 62 97 
U. S. AVERAGE—AIl Cities a2 56 86 
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the driver wage rate $1.81 and total 
delivery cost 1.04¢. 
We have always felt that there 


should be a definite relationship ke 
tween the fueloil distributors’ margin 
and his hourly wage rate for truck 
drivers. We still feel that way about it. 
In a market where wage rates are high 
other operating costs are high and vice 
versa. 


LARGE CITIES 
Best — Low- The comparison figure for relating 
pp ¢157 the experiences of this overall study to 
2.11 2.06 your own is 183, The average margin 
er +. of 3.32¢ is 183 times the average wage 
1.96 1.88 rate of $1.81... set up in the proper 
1.99 1.99 decimals, of course, this is not to say 
1.91 1.72 that any margin is too high or too low. 
jo a We simply say that if your margin i 
1.60 1.41 183 times your top hourly wage rate 
for truck drivers (and reduced 0 
cents) you have an even chance with 
D-D ‘Sinutes all other fueloil distributors to eart 
Operator Manager the average profit of the industry. 
$69 $103 For the first time this year we show 
72 a in TABLE 10 the average wages bein; 
70 95 paid to other types of employees, Thi 
$9 at lets you compare your own office vl 
perience with that of others in the i 
“- we dustry. The heading on the table call 
67 102 this “Top Weekly Salaries.” This doe 
4 pros not mean the highest reported by any 
one in the particular area rather it § 
49 87 the average of the figures reported bj 
all companies in the area. 
= nes There is considerable geographi 
70 73 variation, with the South running a li 
63 97 tle lower than other sections in m% 
brackets but not in all. This particu 
78 118 table was introduced into the annl# 
70 92 : af 
85 100 analysis at the request of a number ® 
77 108 the oil companies. 
64 103 Generally, the large cities had th 
September 
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righest office salaries because living 
gets are higher. But that did not hap- 
a at every point in the table, The 
nedium cities of New England, for ex- 
ple, run higher than the large cities, 
ind you find the same on most jobs in 
he Midwest. Where this condition oc- 
urs it is the result of a shortage of 
telp in the medium cities as compared 
with the larger ones. 

Nearly three-fourths of the nation’s 
yeloil distributors spent money this 
past season tO advertise fueloil. TABLE 
{| shows that 71% of the companies 
jid this and they spent an average of 
$1.18 per customer on advertising. 
This figure is based only on their cus- 
tomers for No. 2 oil and does not take 
into account stove oil or residuals. 

Perhaps the more interesting seg- 
nent of this table is the part that shows 
the industry's activities in cooperative 
advertising, Notice here that 17% of 
illof the fueloil distributors put money 
into a local pool with their competitors 
to advertise the blessings of oilheat. 
The companies that did this spent an 


shows that they spent $7,151,300 in 
total fueloil advertising at the local 
level. 

In looking over the worksheets in 
this phase of the study we found that 
the 71% of all companies, those who 
did fueloil advertising, had 85% of all 
customers. Then we found that the 
17% of the companies who joined in 
cooperative advertising had 21% of all 
of the customers. 

This simply discloses that the adver- 
tising group in each category was more 
alert and larger than the average com- 
pany in the study. 

Budget plans for spreading the cost 
of a season’s fueloil over equal monthly 
payments continue to grow very slight- 
ly. During the past season 66% of the 
reporting companies had budget plans 
and 15% of their customers were using 
them, This is still much too small con- 
sidering the obvious advantage for both 
the customer and the oil company. 
However, the experience of the past 
several years leads us to believe that 
budgets will not increase greatly in 


ing 
to TABLE 


Local fueloil Advertising $7,151,300 





yj 
sm COMPANY ADVERTISING——— —COOPERATIVE ADVERTISING— 
Age Percent of Avg. Spent Percent of Avg. Spent 
Det Companies by them Companies by them 
Who Advertised Per Customer Participating Per Customer 

say New England 68% $1.04 11% $ .50 
1, | Metrop. New York TT 82 13 9.7. 

| Other Mid-Atlantic 61 1.45 16 as 
18 South Atlantic 93 58 27 16 
ate Midwest 71 1.22 14 By 

: Pacific N. W. 78 LST 4] 61 

10 ALL SECTIONS 71 1.18 17 44 
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arn § erage for cooperative advertising of | popularity until we get into harder 
4¢ for each No. 2 oil customer on times. 

ow & ‘ir books, This was included in what 
ing i 'M0se participating companies spent in 
rhis fm Werall advertising, In other words the 
ev Mm “¢ is not in addition to the $1.18 
iy ff "rage shown in the second column 
alls Ut rather is a part of it for those com- 
Joes I Panties, 


The most interesting discovery in 
connection with budgets this year is 
that quite a number of the fueloil dis- 
tributors have included burner service 
contracts in the budget payments. The 
effect is the same as putting the burner 
service cost into the price of the fuel. 
To put a measure on this, we found 
that approximately 1.7% of all fueloil 
customers have their burner service 
contracts in a fueloil budget program. 

True, this is very small but if ap- 
plied to the whole industry it would 
indicate that about 120,000 families 
have this combination arrangement. 
The idea is good enough to push, par- 
ticularly as we move into stiffer com- 
petition with natural gas which so 
often includes service in the fuel price. 


ny The rate of 44¢ spent per customer, 
tis “aging all efforts countrywise, is 
by ‘quivalent to 26.5¢ per thousand gal- 
“ns or $265 per million gallons. No- 
hic that there was quite a variation by 
ly #§ “tions of the country. The highest 
not “tage was in the Midwest at $434 
ult  * million gallons. 
na. This study indicates that fueloil dis- 
ro “butors in the nation as a whole spent 
$559,000 for cooperative advertising 
during the past heating season. It also 





While on the subject of burner serv- 
ice we found, as we mentioned before, 
that 71% of the fueloil distributors 
have such departments, The collective 
experience of the whole lot was a loss 
of $1.13 per customer on burner serv- 
ice. Quite a few companies made 
money on this department and a few 
more lost money. 


Gross service Billing $16.59 


The average gross amount collected 
by all of the service departments was 
$16.59 per customer during the past 
heating season. This does not mean 
that their average service contract sold 
for that price since we did not question 
them on that point. This figure is sim- 
ply the result of dividing the gross bill- 
ing of all of the service departments by 
the many thousands of customers they 
service. 

If, instead of an average of $16.59 
income per customer, we had found an 
average of $17.72 there apparently 
would have been no loss. In other 
words that’s the amount that it would 
have taken during the past 12 months 
to have supplied every customer with 
all of the service and parts he needed. 

There was some sectional variation, 
quite a bit in fact. The low point was 
the South Atlantic with a gross service 
billing of $11.82 per customer. The 
high point was Metropolitan New 
York with a gross billing of $23.02 
and an average loss of $2.29 per cus- 
tomer. 

The chart “Majors Prefer Brands” 
shows almost no variation from the 
previous year but we still keep repeat- 
ing it because we want its implications 
current, The major companies with 
one or two exceptions have been mov- 
ing away from direct residential ac- 
counts and substituting instead a 
branded operation among independent 
fueloil distributors. 

Notice in TABLE 12 that there is con- 
siderable variation by sections of the 
country on the number of companies 
showing major brands and the total 
amount of the market they command. 
The only significant trend appears in 
the part of the table that shows all sec- 
tions of the country for the past four 
years. Notice that four years ago 52% 
of the companies were carrying major 


brands and they had 45% of all cus 
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tomers. This indi- 


cated that they 


MAJORS PREFER BRANDS 





were smaller than 
average. Then no- 
tice that, in 1954, 
53% of the compa- 5 40 


nies fly a major’s 3 30 
flag but they now a& 20 


have 56% of the 
Thus 
they are now a little 
larger than the 
average of all companies, 

In the lower part of the table we sec 
that major companies do 22% of resi- 
dential heating oil at the retail or tank 
wagon level. This is the same as the pre- 
vious year but as the chart shows it is 
down considerably since prewar times. 

Again we have great geographic 
variations, with the Midwest showing 
much the largest ratio of direct major 
company sales, This is largely paced by 
Standard of Indiana and Standard of 
Ohio with their large direct volume 
and it also includes the many so called 
‘‘commission” operators who have their 
own trucks but sell in the major com- 
pany’s name with the account carried 
by the majors. 

TABLE 13 brings figures for the past 
heating season on the average con- 
sumption of fueloil per customer. No- 
tice that the average No. 2 fueloil cus- 
tomer used 1,658 gallons compared 
with 1,595 in the 1952-53 season. The 
slight difference is not due to degree 
days since we showed back in TABLE 5 
that the degree day adjustment bal- 
anced out when the whole country was 
considered. 

The increase in average consumption 
of approximately 4% was caused 
rather by the average distributor hav- 
ing a larger number of commercial and 
apartment type No. 2 accounts, The 
residential use actually declined slight- 
ly from 1,448 gallons in the earlier sea- 
son to 1,433 this past season, In mak- 
ing up this TABLE 13 we omitted No. 6 
residual oil because we found too much 
variation between companies and sec- 
tions. In an area where a few compa- 
nies had some huge industrial accounts 
they overwhelmed the more typical 
commercial or apartment averages. 

Suffice to say that No. 6 picks up 
about where No. 5 leaves off or above 
the 30,000 gallon level, as an average. 


customers, 
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TABLE 12 
56 Percent Major Brands 
Percent Their 
of all Share 
Fueloil of all 
Distributors _ fueloil 
showing Customers 
New England 43% 35% 
Mcetrop. New York 33 40 
Other Mid-Atlantic 68 70 
South 60 68 
Midwest 50 56 
Pacific Northwest 70 80 
1954 All Sections 53 56 
1953 All Sections 53 53 
1952 All Sections 55 52 
1951 All Sections $52 45 


MAJORS SELL A FIFTH 


Percent of total 
No. 2 Fueloil sold 


The customary table of automatj- 
deliveries shows that 73% of all fuel- 
oil customers with central heating 
plants are on some form of degree day 
delivery system. TABLE 14 shows that 
82% of all companies use such a sys. 
tem but, of course, not all of their cys 
tomers are on it. There is not much 
variation in these figures from one year 
to the next although there have been 
years when we showed a slightly higher 
ratio of customers on automatic dp 
livery. 

We have known of a few prominent 
fueloil companies that have substituted 
a route system in late years, 


The average storage capacity of cuy 
tomer tanks developed by this study i 
393 gallons as shown in TABLE 15, Lag 
year the figure was 399 gallons. This 
does not necessarily indicate a drop 
since there could be that much differ 
ence in the coverage of the companies 

The Pacific Northwest continues to 
have the largest average with South 
Atlantic areas in second position and 
New England with the smallest aver 


at retail by age, all of these being the same as the 

major Companies : : 
New England 10% previous season. Perhaps more impor 
Metropolitan New York 15 tan 
Other Mid-Atlantic 20 te ee Spe ct 
South 19 which we compare these tank capaci 

Midwest 43 i iveri 
re : ties to the average deliveries or drop 
sizes of the reporting companies in each 
1954 All Sections 22% section oO 

1953 All Sections 22 ors ives sie se 

1941 All Sections 19 Metropolitan New York leads in the 
TABLE 13 


No. 2 Oil Customers burned 1,658 Gallons 


Other 
AVERAGE GALLONS New Metro. Mid- Mid- Pac. Al 
PER CUSTOMER Eng. N.Y: Atl. South West NW. Se. 
Residential, No. 2 Oil 1,556 1,956 1,424 L2a2 1,206 1,056 1,433 
Com’l-Apart., No. 2 Oil 4,714 4,280 5,756 2,808 3,098 2,113 4,12 
Comb. Types, No. 2 Oil 1,801 2,106 1,783 1,601 1,360 1,117 1,68 
Kero., No. 1 Oil 627 901 800 692 854 753 790 
No. 4-5 Residual 19,288 16,160 235,626 13,333 41,288 15,449 27,600 
TABLE 14 
73% get Automatic Deliveries 
New Metro. Mid- So. Mid- Pac. 1954 
Eng. N.Y. Atl. Atl. West N.W. AllSe 
Percent Companies using 
auto. systems 77 93 96 57 81 56 82 
Percent all fueloil users served 69 86 82 35 67 71 13 
Percent of all tanks with 
VENTALARM signals 74 62 67 14 15 1 4 
TABLE 15 
Customer Tanks, No. 2 Fuel, Average 393 Gallons 
- Other ' 
New Metro. Mid- South Méid- Pac. Al 
Eng. N.Y. Atl Atl West NW. & 
PERCENT OF ALL TANKS 
WITH CAPACITIES : 
220-275 gallons 88 58 83 57 76 440 
550-675 gallons 6 30 11 31 19 42 
1,000 or more gallons 6 12 6 12 5 4 l 
AVERAGE STORAGE 
CAPACITY PER USER 338 457 358 459 372 478 «38 
September 


1954 
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largest average drop of any section and 
io the largest percentage of tank ca- 
pacity in each delivery, By and large, 
however, it must be acknowledged that 
she average drop nationally of 220 gal- 
ions was pretty small considering that 
twas only 56% of tank capacity. 

Through the years the industry has 
tad many studies showing the economy 
of maximum drop sizes. There is a cost 
jifference between the best and worst 
ilivery averages equivalent to the dif- 
ference between a fair profit and a loss 
in operation. There is a lot of ground 
to be gained here. 

TABLE 17 shows that the average 
bulkplant operator with No. 2 oil turns 
over his storage capacity 15 times. The 
last line of the table discloses an amaz- 
ing geographic variation on this but 
any person familiar with the industry 
in all areas will understand the rea- 
sons, New England on the average has 
considerably smaller bulkplants in re- 
lation to the volume done by their own 
es than we find in the other heavy 
marketing areas like Mid-Atlantic and 
Midwest. 

In the South, bulkplants are particu- 
larly small for the size of companies 
principally because the roads are open 
right through the winter and it has be- 
come customary to run transports al- 
most daily from the pipelines or tide 
water points. In the Pacific Northwest 
conditions are similar around the large 
coastal markets so that the independent 
bulkplants are primarily relay or load- 
ing points rather than storage facilities. 

TABLE 18 shows a schedule of the 
number of trucks operated by the aver- 
age reporting fueloil distributor. This 
divided into fuel types and into mar- 
ket sizes, The average cooperating com- 
pany nationwide has 5.9 trucks. In last 
year's study the figure was 6.2 trucks 
on the average. 

Then we show in this table that the 
werage No, 2 oil truck served 348 cus- 


TABLE 16 
Tank Capacity vs. Drop Sizes 
Aver. Drop 
Tank Aver. 6 of 
Size Drop Capac. 
M NewEngland 338 179 53% 
p. ie. New York 457 288 63 
ther Mid-Atlantic 358 192 54 
South 459 278 61 
Midwest 372 203 55 
Pacific 4'78 273 > if} 
All Sections 393 220 56% 


tomers last season, That compares with 
343 the previous season. Notice that 


the large city com- 
panies have many 
more customers per 
truck than those in 
the small cities. 
This takes us back 
to the thinking ex- 
pressed when we 
were discussing op- 
erating costs shown 
in the chart on mar- 
gins and _ profits. 
This tends to sub 
stantiate one reason 
for the higher small 
city cost on the de- 
livery item. 

TABLE 19 brings 
us up to date on 
truck sizes by areas 
of the country and 


or heavier chassis since we now have 
large tanks on what were formerly con- 
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TABLE 19 
Truck Sizes by Areas 


th ic Under 1,000- 1,500- 2,500 
walevanardaue? 1,000 1,400 2.400 &Up 
visualizes the trend Gals. Gals. Gals. Gals. Trailers 
of the past two sea- New England 14% 33% 23% 11% 19% 
: Metro. New York 4 12 59 24 1 
sons. Basically the Other Mid-Atlantic 7 39 40 1 13 
drift 1S toward South 17 52 11 6 14 
se? Midwest 15 36 37 3 9 
larger capacities. Pacific 9 9925 2 5 
This does not al- 
All Sections 10% 35% 36% 8% 11% 
ways mean a larger 
TABLE 17 
Bulkplant Information 
Other 
New Metro. Mid- Mid- — Pac. All 
Eng. N. TY. Atl. South West N.W. Sec. 
PERCENT OF COMPANIES 
WITH BULKPLANTS 
No. 2 Oil 70 37 65 87 95 70 70 
Kero., No. 1 59 10 43 87 88 51 55 
Residual 9 3 4 6 17 14 9 
AVERAGE PLANT CAPACITY 
Thousand Gallons 
No. 2 Oil 83 337 297 40 223 53 209 
Kero., No. 1 21 17 52 39 81 31 45 
ANNUAL TURNOVER OF 
PLANT CAPACITY 
Times, No. 2 Oil 15 9 9 62 11 26 15 
TABLE 18 
Truck Operating Yardsticks 
Large Medium Small All 
Cities Cities Cities Cities 
TRUCKS OPERATED 
PER DISTRIBUTOR 
No. 2 Oil 5.6 3.7 2.4 4.5 
Kero., No. 1 Oil 1.9 12 1.5 1.6 
Residual Oil 1.9 1 1.3 1.6 
Over-the-road Transports 2.2 1.6 13 b.9 
All Types 7.3 4.9 3.5 5.9 
CUSTOMERS SERVED PER 
TRUCK, No. 2 Oil 386 378 208 348 
AVERAGE GALLONS PER DROP 
No. 2 Oil 226 205 222 220 
Kero., No. 1 Oil 134 127 94 124 
No. 4-5 Residual a ey a2 2,510 
No. 6 Residual 3,805 
85 
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sidered light trucks. They all seem to 
be working toward more power and 
greater hauling capabilities, 

In this issue is another study based 
on a recent selection of new trucks by 
our regular monthly reporting group. 

TABLE 20 shows the extent to which 
fueloil distributors have been able to 
find ways to keep their drivers through- 
out the year. We see that 56% of all 
fueloil truck drivers are employed for 
12 months. Notice at the bottom of the 
table that the size of the city has much 
to do with it. The smaller the city the 
more likelihood that the man will be 
employed all year. 

This is because the small city com- 
panies usually have a greater diversity 
of interest or activities. Not only that 
but the company with only two or 
three drivers has a much better chance 
of keeping them all occupied than does 
the company with a large number. 

As an industry we continue to lose 
some customers to other fuels although, 
of course, far less than we have taken 
from other fuels, The main difference 
is we take them from coal and lose 
them to gas. We don’t have a figure on 
conversions to oil from other fuels for 


TABLE 20 


Half of Drivers 
Work All Seasons 


Percent Percent 
of Com- of All 
panies Drivers 
Keep Year 
All Men Round 
NEW ENGLAND 
Large 45% 63% 
Medium 31 65 
Small 4] 68 
All Cities 41 65 
METRO. NEW YORK 35 58 
OTHER MID-ATLANTIC 
Large 29 45 
Medium 50 66 
Small 59 79 
All Cities 40 57 
SOUTH 16 59 
MIDWEST 
Large 16 40 
Medium 29 54 
Small 78 93 
All Cities 32 54 
PACIFIC 
Large 20 38 
Medium 2 40 
Small 3 40 
All Cities 12 39 
All Large Cities 29 49 
All Medium Cities 35 60 
All Small Cities 55 yf 
ALL CITIES 35% 56% 
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TABLE 21 
Fueloil Customers Lost 

To 
To Elec- To 
Gas tricity Coal 
New England 4,480 — 441 
Mid-Atlantic 9,124 138 59 
South 1,583 219 24 
Midwest 30,998 338 106 

Pacific 1,574 6,520 
All Sections 47,759 T2125 630 


Losses to all Fuels 


1954 55,604 or 0.8% of total operating 
1953 47,065 or 0.7% = 
1952 32,734 or 0.6% “ 
1951 50,830 or 1.0% * 


eee eee eee eee eee ereeeee rere eseeerseseerene 


the 1953-54 heating season but we do 
have it for the year 1953. During that 
period we took 395,216 customers 
away from other fuels in conversions. 

Now we find in TABLE 21 that dur- 
ing the past heating season we lost 55,- 
604 to other fuels or well under 1% 
of our total fueloil customers, On the 
face of it this appears quite unimpor- 
tant and it actually is unimportant. 
We don’t lose oil customers to gas or 
electricity if they are fully satisfied oil 
customers and we keep most of them 
that way. We are, however, losing a lot 
of potential new business to natural gas 


particularly in the new home field 

The figure in TABLE 21 on losses to 
electricity in the Pacific Northwest i 
beginning to look rather impressive. 

Now notice in TABLE 22 and in the 
chart that accompanies it that quite a 
few of the fueloil distributors find jt 
advisable to sell gas heating equipment 
This occurs in instances where they 
have heating equipment departments 
and where they have old-time heating 
specialists manning these shops, They 
sell gas equipment where they can't 
sell oil and they do it to help carry the 
shop expense. 

Notice that 19% of the reporting 
group sells gas equipment and thes 
particular companies averaged 47 gas 
jobs each, with a ratio of oil to gas sales 
of 6 to 1. 


The reporting fueloil distributors 
were asked to estimate the comparative 
fuel costs between oil and gas in their 
markets and the results are shown in 
TABLE 23. You have to think of this 
table in a sense of broad areas. For 
example in the Mid-Atlantic area there 
are some spots, particularly in upstate 
New York where gas is cheaper than 
oil but over the 
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TABLE 22 the deep Sout 
Some Fueloil Distributors stretching se 
Sell Gas Heating Alabama to Ca! 
Percent Average fornia where gs 
Who Number Ratio almost the univer 
Cas Sold peas 5 sal fuel both be 
New England 18% 20 12-1 cause it 1s decide? 
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TABLE 23 
Oil vs. Gas Fuel Costs 


OIL MEN ESTIMATE 


Gas Costs 
More Less 
New England 35% --%o 


Metropolitan New York 32 
Other Mid-Atlantic 13 
South Atlantic 16 


Midwest me 13 
Pacific Northwest 30 
ALL SECTIONS 15% --% 


Those areas don’t get into our 
tudies principally because so little 
fueloil is sold that we don’t get reports 
from them. 

This is also apparent in TABLE 24 
where the oil men estimate the oil and 
vas installations in their communities 
during this year. In the last line in the 
table you will see that they expect that 
63% of central heating will be oil and 
37% gas. We know that if you take 
the entire country and include those 
deep South states that are almost total- 
ly gas we will end up with a ratio 
much closer to 50-50. 

It is highly significant, however, that 
in the regions where the climate is cold 
enough to call for considerable quanti- 
ties of fuel the oilmen feel that they are 
outselling gas in the ratios shown. 


There is little justification for compla- 
cency in this table, however, You get 
something of a shock to see that they 
expect oil and gas installations to be 
practically equal in the Mid-Atlantic 
states outside of Metropolitan New 
York. Moreover, by referring back to 
TABLE 23 you will see that they expect 
gas to take nearly half of the new busi- 
ness in this area in spite of a 13% 
fuel cost handicap. Even more startling 
is that they expect it to take 30% of 
the new business in Metropolitan New 
York in the face of a 32% cost handi- 
cap. 

None of these oil men would admit 
that gas is a superior fuel or that in 
any sense it is worth more than oil. 
They are just being realistic. They 
know that with that kind of fuel cost 
handicap the gas utilities will do a 
strong selling job . . . strong enough 
to get around their higher costs, 

Perhaps the indications that we saw 
earlier in this study of the money be- 
ing spent in cooperative advertising of 
oilheating is a guide to what’s ahead 
as we go stronger into the battle of the 
fuels. Suffice to say the fueloil indus- 





Company uses Mack Truck 
to have two-way Pay Load 


SOUTHWEST PORTLAND Cement Co., 
Victorville, Calif., is using a train of 
two trailers—each equipped with a 
cement hopper and fuel tank—to 
carry bulk cement from Victorville 
to Los Angeles. On the return trip 
the train, which is hauled by a Mack 
Model LTLT tractor, is loaded with 
fueloil, 

Fach trailer (shown right) has 
the cement hopper built around the 
fuel tank, The fueloil tanks accommo- 
tate 5,860 gals. of oil, corresponding 
'0 a payload of 2414 tons. The ce- 
ment hopper holds 121 barrels of bulk 
‘ment equalling approximately 22 
tons, 

Hauling either cement or fueloil, 
the combination still remains within 
the legal limit. The versatility of the 
double trailer allows the owner to 
‘ommand a double profit. 


The unusual arrangement solves the 
problem of empty return trips. 





TABLE 24 
Competitive Fuel Ratios 
OIL MEN ESTIMATE 
1954 OIL-GAS INSTALLATIONS 
—PERCENT— 
Oil Gas 
NEW ENGLAND 
Large Cities 81% 19% 
Medium Cities 85 15 
Small Cities 95 5 
All Cities 895 15 


METRO. NEW YORK 70 30 


)THER MID-ATLANTIC 
Large Cities 44 56 
Medium Cities 54 46 
Small Cities 71 29 
All Cities 52 48 


SOUTH ATLANTIC All Cities 56 44 


MIDWEST 
Large Cities 45 55 
Medium Cities 33 67 
Small Cities 61 39 
All Cities 45 55 


PACIFIC NORTHWEST 
Large Cities 87 13 
Medium Cities 99 1 
Small Cities 99 1 
All Cities 92 8 


ALL SECTIONS 
Large Cities 60 40 
Medium Cities 459 41 
Small Cities 74 26 
All Cities 63 37 


try has a lot to protect and it is just 
beginning to stir itself in that direc- 
tion. 
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TABLE A 


Last Truck purchased 
Brand, Size and Cost 


AVERAGE OF ALL REPORTED———— 


Tank Cost, full Cost per 

Brand* Capacity equippe gallon Capacity 
Autocar 2,000 $11,000 $5.50 
Brockway 2,750 13,000 4.73 
Chevrolet 1,450 5.264 3.63 
Dodge 1,477 6,288 4.26 
Ford 1,685 6,133 3.64 
G.M.C. 1,467 6,050 4.12 
International 2,025 6,704 3.31 
Mack 2,084 10,733 Wy) 
White 2,780 12,070 4.34 





*Notice that these brands are listed in alphabetical order, not 
by volume ratings. 


TABLE B 


Principal Considerations in selecting a new Truck 





Ranking first, Relative 
per cent Weight of all 
of Co.’s Considerations 

Number of Customers served 40% 24% 
Number of Trips a Day 24 20 
Distance drive from Plant 17 18 
Initial Cost of Truck 12 15 
Community hilly or level 5 11 
Handling in Traffic 2 12 

100% 100% 

TABLE C 


Fueloil Customer Concentration 
New Mid- Mid Pac. 
Eng. Atl. west 
Average number Customers 1888 2138 1896 3732 


Radius worked from Plant, miles 13 13 14 12 
Customers per mile Radius 145 164 135 311 





The Case for 
larger truck Tanks 


ON THESE TWO PAGES are shown charts that bring you the 
performance characteristics of a group of brand new trucks 
This study is not a part of the main effort that you hay. 
seen on the preceding pages. Rather it is a portion of one 
of our regular monthly samplings through a smaller group 
of companies; the material came in at mid-July but it wa; 
held for this special issue so we could have time to analyz; 
it for charts. 

To get an idea on the latest thinking of fueloil distriby. 
tors we asked them to tell us a lot about the latest truck 
they bought and how it fits their market and its needs 

These trucks averaged in size 1,736 gallons and the cost 
fully equipped was $6,967. Notice in Table A where we 
show comparative costs that these also are fully equipped 
with tanks, meters, pumps, hose reels and the like. As; 
result the comparisons must remain very general in nature 
.. . yet they do help the fueloil distributor to know at a 
glance about what size and price range the various brands 
are featuring. Other brands of trucks were mentioned 
in the study but those shown were the most often bought 


Why They Chose Truck 


There are a lot of good reasons why a company selects 
a particular truck. We listed six and let the oil men vote 
on their importance, as tallied in Table B. The first column 
shows the number of companies selecting each of the six 
as their first consideration. 

The Pacific Northwest, as shown in Table C, has twice 
the customer concentration of the balance of the US, 
which may account for their having so many more cu 
tomers in the average outfit. 

The average of all trucks in the study is driven 60 miles 
a day to deliver 5,037 gallons, or 84 gallons to the operating 
mile. There was considerable geographic variation, with 
the Midwest getting only 60 gallons to the mile and 4,225 
gallons delivered daily. Top of the heap was Mid-Atlantic. 
delivering 105 gallons to the mile, but those companies 
averaged a truck capacity of 2,027 and delivered 5,60 
gallons. 

The oil men were asked to state whether their markets 
would be classed as heavy, medium or light traffic areas 
but strangely this had little bearing on their choice 
trucks. Separating the truck purchases into three such 
columns showed about as many of each brand and hors 
power in each, with the single exception that in the 8% 
of instances with “light” traffic the tank capacities wer 
smaller. “Heavy” traffic was claimed by 37% am 
“Medium” by 37%. 

In studying the surrounding charts it is important ” 
realize that the curves are averages. There were individual 
wide departures fromthe curves but we believe the averaé? 
pattern is useful as a starting point when you start to suey 
a new truck purchase. 
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Engine power is vital to a quick get-away when the light 
changes. Based on the last truck bought, new fueloil trucks 
have these characteristics. 
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Additional customers that can be handled with the latest 
et bought by reporting companies. This is considerably 
igher than the average of all their trucks. 
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Delivery efficiency increases as you buy the largest truck 
that your market growth justifies and that your treasurer 
will stand for. 
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Getting out the oil when the temperature drops and the 
wind howls is your first obligation and also your reason 
for being in business. There’s a difference in trucks. © 
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Range Oil Sales 
By Grades and States 
U. S. Bureau of Mines 
(Thousands of 42-Gallon Barrels) 


Kero- No.1 Total 
sene Fuel 1953 1952 


NEW ENGLAND STATES 


Mass. 11,420 687 12,107 12,744 
Conn. 4,527 268 4,795 5,131 
R. Island 2.459 103 2.362 —2:782 
Maine 2,792 213 3,005 3,090 
N. Hamp. 1,262 98 1,360 1,443 
Vermont 541 41 582 653 
23,001 1,410 24,411 25,843 

MIDDLE ATLANTIC STATES 
N. York 7,868 599 8,467 8,732 
N. Jersey 3,742 398 4,140 4,527 
Penna. 2,208 261 2,469 2,652 
Maryland 1,340 61 1,401 1,541 
Delaware 489 14 503 544 
D. of Col. 200 5 205 237 
15,847 1,338 17,185 18,233 

MIDDLE WESTERN STATES 
Illinois 3,298 2,862 6,160 6,555 
Michigan 3,430 2,086 5,516 56335 
Wisc. 1,580 1,489 3,069 3,210 
Indiana 2,350 788 3,138 3,330 
Minn. 1,419 1,091 2,510 2724 
Missouri 1,477 768 2,245 2,389 
Iowa 1,631 645 2,276 As | 
Ohio 1,542 597 2,139 2,246 
Nebr. 672 180 852 884 


S. Dak. 597 140 737 742 
Kansas 708 C72 880 916 
N. Dak. 663 38 701 725 


19,367 10,856 30.223 31,433 


WESTERN STATES 
Colorado 214 132 346 376 
Montana 171 123 294 337 
N. Mex. 174 19 193 218 


Calif. 71 sis 71 67 
Idaho 26 46 72 99 
Wyoming 78 12 90 95 
Utah 1k 30 41 50 
Oregon 6 os 6 9 
Wash. 5 oo 5 5 
Arizona 9 em 9 4 
Nevada 1 1 1 


766 362 1,128 1,261 


SOUTHERN STATES 


N. Caro. 7,294 218 7312 7,589 
Texas 1,770 435 2.205 2,386 

S. Caro. 3,167 67 3,234 3,258 
Georgia 1,747 89 1,836 1,917 
Vrginia 2,033 86 2,119 2.091 
Florida 1,604 68 1,672 US fi | 
Tennessee 1,540 TS 4.615 1,594 
Arkansas 787 89 876 1,051 


Oklahoma 750 102 852 942 
Louisiana 589 75 664 764 
Alabama 905 31 936 827 
Kentucky 783 290 1,073 1,066 
Miss. 522 11 533 550 

W. Va. 199 eR 199 57 





23,690 1,636 25,326 26,043 


TOTAL: UNITED . STATES 
Total 82,671 15,602 98.273 102,813 
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Sales of distillate and residual 
heating Oils show gain in 1953 


‘ALES of distillate fueloils continued 
S to gain in 1953, but at the lowest 
rate since 1949; residual fueloils 
showed a nominal increase and kero- 
sene sales continued to decline. These 
figures are reported in Mineral Market 
Report No. MMS 2306, “Sales of fuel- 
oil and kerosene in 1953,” a survey 
made by the Petroleum and Natural 
Gas Branch, Fuels and Explosives Di- 
vision, Bureau of Mines, United States 
Dept. of the Interior. Total deliveries 
of distillates and residuals to consum- 
ers in 1953 were 2% above the 1952 
total, but kerosene sales declined 7%. 
Export shipments fell off last year by 
4% for distillate, 5% for residual and 
8% for kerosene. 

The sales of distillate fueloils, 
Grades 1 to 4, were higher by 2%, the 
increase being caused by the jump of 
11% in domestic oilburners and weath- 
er that was about 9% warmer. 

The over-all increased demand for 
distillate fuel during 1953 was due 
principally to increased use of diesel 
fuel. Dieselization of the railroads con- 
tinued at a fast rate, going from 14,- 
263 engines in 1952 to 16,170 in 1953, 
with a resultant 12% increase for 
diesel fuel was a factor in the increase 
in “Miscellaneous uses,” which include 
diesel fuel sold for internal combus- 
tion engines on and off the highways. 
About 60% of the diesel fuel so sold 
was for use on the highway. 

The slightly higher volume of sales 
of residual fueloil in 1953 is attributed 
largely to the increased demand in 
electric power plants as sales to the 


units increased 21% over 1952, Resid. 
ual oil sales to smelters, mines and 
other manufacturing industries jy 
creased 5% last year; residual oil sales 
for heating installations gained 3%, 

Under “Military uses” sales of jet 
fuels are not included, since the com 
ponents consist of 25,086,000 barrels 
of gasoline, 6,551,000 barrels of kero. 
sene and 4,110,000 barrels of distillate 
fuel, resulting in total production of 
35,747,000 barrels of jet fuels, A 
breakdown of distribution by states 
however, shows only 25,573,000 bar: 
rels reported by producers. In spite of 
this difference, the figures indicate the 
amount of fueloil and kerosene being 
used to make jet fuel. 

Sales of distillate fueloils during 
1953 generally followed a typical pat: 
tern, with heating oil uses accounting 
for 54.7%. Then, following the same 
order in the table, ““Fueloil Sales 1949- 
53 by Uses,” sales of distillate fueloils 
were divided: No. 1 sold as range oil, 


3.2%; railroads, 15.4%; vessels, in | 


cluding tankers, 3.4%; utilities, 14 
industrial uses, 8.7%; oil company 
fuel, 1.6%; armed forces, 2.0%; al 
other uses, 9.6%. 

The report was prepared by A. T. 
Coumbe, head, Fuels Distribution 
Unit, and I. F. Avery, commodity: 
dustry analyst, Petroleum and Natural 
Gas Branch, Fuels and Explosives Div. 
Bureau of Mines, Dept. of the In 
terior. Statistics for District 4 wer 
prepared by E. T. Knudsen, chief, Pe 
troleum Section, Statistics Branch, Re 
gion III, San Francisco, Calif. 


Fueloil Sales 1949-53 by Uses 


(In millions of barrels) 


—_————DISTILLATE---—_—_ 
1949 1950 1951 1952 1953 





————_- RESIDUAL ——_ 


1949 1950 1951 1952 1953 
76 79 8 


190 221 250 263 267 Heating 60 73 
Ss. 6 6-6 No. 1 sold as Range ea ie ‘“< - 
39 49 60 68 75 Railroads 63 61 55 40 2 
3s 3 ww FF 4 Vessels 89 93 107 111 114 
13. 13 10 8 ] Utilities 80 93 71 #71 «8 
) a) a oa Industrial 123. 148 157 158 16 
= & Oil company Fuel 2 8 «© Be 
ss "S OO 8 Armed Forces 23 «28 «038 «(37S 
26 35 40 46 47 All other Uses 4 5 9 | 6 “ 
329 395 449 479 489 Total United States 494 554 563 556 + 
a 2. a «RR Exports 13 16 29 28. 
341 408 471 513 521 Grand Total 507. 570. 792 583% 
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No. 1 
940 
988 
148 
239 
107 

55 


—_—— 


2,477 


No. 1 
2,229 
1,195 
1,607 
481 
289 
129 


es 


5,930 


No. 1 
2,895 
3,259 
1,998 
1,314 
21699 
2,308 
1,881 
1,179 
655 
223 
519 
543 


19,473 


No. 1 
4874 
2,382 
1,758 
618 
177 
292 
254 
266 
128 
68 
31 


10,848 


No. | 
935 
394 
168 
117 
206 
132 
113 
211 

46 

14 

38 

31 

39 

34 
_—_— -- 


2538 


No.1 


41,266 24 
40,48% 1° 
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Heating Oil Sales 
By Grades and States 
U. S. Bureau of Mines 


(Thousands of 42-gallon barrels) 

















2 OFF Total Distillate 
Not No.2 No.3 No.4 1953 1952 
940 22,854 175 12 23,981 23,766 
988 8,601 57 304 9,950 9,647 
148 3,414 22 - . 3,584 3,926 
139 3,122 ea » ne 2323 
107 2,867 re .. 2,974 2,963 
55 872 17 944 918 
2,477 41,730 271 316 44,794 44,153 
No! No.2 No.3 No.4 1953 1952 
2,229 39,683 719 1,794 43,785 43,288 
1,195 20,457 365 1,148 23,165 23,178 
1,607 19,198 643 87 21,535 21,238 
481 8,386 15 80 8,962 8,823 
289 2,430 10 112 2,841 2,759 
129 1,458 8 oe LF 1482 
5930 91,612 1,120 3,221 101,883 100,773 
No! No.2 No.3 No.4 1953 1952 
1895 9,699 2,793 61 15,448 15,207 
3259 9,254 648 91 13,252 13,216 
1998 8,260 553 52 10,863 10,668 
1,314 5,639 582 63 7,598 7,425 
2699 3,695 95 480 6,969 6,869 
2,308 3,263 1,074 83 6,728 5,852 
1,881 3.783 232 — Se su 
1179 2,914 498 82 4,673 4,131 
655 1,473 201 14 2,343 2,269 
223 1,095 44 2 1,364 1,312 
519 846 46 -. 1,411 1,304 
$43 727 33 1,303 1,250 
19,473 90,648 6,799 928 77,848 (75,214 
No.l No.2 No.3 No.4 1953 1952 
4874 .. 5,636 . 10,510 11,010 
2,382 2,978 .. 5,360 5,688 
1,758 .. 2,980 —. 4958 F493 
618 632 157 14 1,421 1,397 
177 401 189 6 773 164 
292 411 190 pd 893 887 
254 he 414 - 668 666 
266 505 92 82 945 851 
128 Ms 243 i 371 390 
68 241 54 363 330 
31 73 3 107 106 
10848 2,263 12,936 102 26,149 27,221 
No.l No.2 No.3 No.4 1953 1952 
935 4.209 5 57 5,206 5,046 
394 2.869 25 2 3,290 2,905 
168 14,155 4 . 12 te 
117-992 72 5 1,186 1,192 
206 673 86 i 965 953 
132 570 6 ba 708 698 
113 817 31 “. 961 843 
211 607 21 33 872 840 
46 519 i eh 565 516 
“~ 433 20 10 577 574 
38 312 ~e 1 351 306 
31 299 20 vi 350 306 
39 189 17 i 245 222 
ey, 17 1 “om Oe 
2538 13.856 308 122 16,824 16,018 
No.l No.2 No.3 No.4 1953 1952 
ca 200,109 21,434 4,689 267,498 a 
48% 196,255 23.491 3.146 .. 263,379 
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NEW ENGLAND STATES 


Massachusetts 
Connecticut 
Rhode Island 
Maine 
New Hampshire 
Vermont 


MID“‘ATLANTIC STATES 


2 
New York 
New Jersey 
Pennsylvania 
Maryland 
Dist. of Col. 


Delaware 


MIDDLE WESTERN STATES 


Illinois 
Michigan 
Minnesota 
Wisconsin 
Ohio 
Indiana 
Iowa 
Missouri 
Nebraska 
North Dakota 
South Dakota 


Kansas 


WESTERN STATES 


4 
Washington 
Oregon 
California 
Idaho 
Montana 
Colorado 
Nevada 
Utah 
Arizona 
Wyoming 
New Mexico 


SOUTHERN STATES 


>| 
Virginia 
North Carolina 
Texas 
Florida 
Georgia 
Tennessee 
South Carolina 
Kentucky 
Alabama 
Louisiana 
West Virginia 
Oklahoma 
Arkansas 
Mississippi 


TOTAL UNITED STATES 


Total U.S. 1953 
Total U.S. 1952 


























1953 Total Residual Grand Total 

No. 5 No. 6 1953 1952 1953 1952 
1,979 6,252 8,231 7,812 32,212 31,578 
1,617 3,005 4,622 4,448 14,572 14,095 
404 2,212 2,616 2,545 6,200 6,071 
54 355 409 402 3,770 3,735 
37 159 196 197 3,170 3,160 
8 128 136 67 1,080 985 
4,099 12,111 16,210 15,471 61,004 59,624 
No. 5 No. 6 1953 1952 1953 1952 
2,715 13,429 16,144 15,808 59,929 59,096 
2,595 4,721 7,316 6,958 30,481 30,136 
1,823 2,694 4,517 4,071 26,052 25,309 
370 1,811 2,181 2,096 11,143 10,919 
289 1,312 1,601 1,421 4,442 4,180 
122 301 423 393 2,018 1,880 
7,914 24,268 32,182 30,747 134,065 131,520 
No. 5 No. 6 1953 1952 1953 1952 
3,573 3,558 7,131 6,900 22,579 22,107 
1,194 1,799 2,993 2,880 16,245 16,096 
785 643 1,428 1,112 12,291 11,780 
529 319 848 795 8,446 8,220 
568 387 955 826 7,924 7,695 
914 661 1,575 1,522 8,303 7,374 
444 148 592 559 6,488 6,270 
1,713 773 2,486 2,387 7,159 6,518 
177 26 203 192 2,546 2,461 

4 32 36 31 1,400 1,343 

20 63 83 91 1,494 1,395 
485 178 663 655 1,966 1,905 
10,406 8,587 18,993 17,950 96,841 93,164 
No. 5 No. 6 1953 1952 1953 1952 
1,894 1,198 3,092 3,142 13,602 14,152 
1,160 523 1,683 1,900 7,043 7,588 
1,134 2,144 3,278 3,898 8,016 9,030 
284 145 429 407 1,850 1,804 
87 84 171 164 944 928 

63 77 140 144 1,033 1,031 
110 30 140 139 808 805 
202 93 295 284 1,240 1,135 
40 29 69 42 440 432 
40 14 54 51 417 381 

ie 19 19 22 126 128 
5,014 4,356 9,370 10,193 35,519 37,414 
No. 5 No. 6 1953 1952 1953 1952 
172 592 764 666 5,970 5,712 
72 48 120 103 3,410 3,008 
1,051 397 1,448 1,408 2,775 2,820 
162 387 549 539 1,735 1,731 
173 320 493 462 1,458 1,415 
41 175 216 211 924 909 
56 57 113 102 1,074 945 

36 88 124 118 996 958 

52 62 114 111 679 627 
250 436 686 654 1,263 1,228 
50 23 73 68 424 374 

95 67 162 151 512 457 
60 144 204 194 449 416 

2 1 3 3 224 208 
23792 2,797 5,069 4,790 21,893 20,808 

No. 5 No. 6 1953 1952 1953 1952 
29,705 52,119 81,824 -- 349,322 aa 
30,393 48,758 <>. . tees - 342,530 
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Douglas Stansbery works with Vining 
as general manager of the oilheating 
equipment department including a 
large sheet metal working shop. 








Diversified Activities 


in fueloil Distribution 


“Mose” Vining, Pacific Marketer, dissolves Sludge, 
runs asphalt Plants and keeps his Trucks clean 


ie THE PAST FEW YEARS we have 

often had reason to mention Diesel 
Oil Sales Co., Seattle, and its imagina- 
tive general manager, Mose Vining. 
This time it’s not a full-fledged feature 
story but rather some photos of activi- 
ties disclosed when we visited the plant 
a short time ago. 

Vining this month is the character 
on the front cover bringing his boat 
(yacht Benign) into Lake Union from 
a deep sea outing. 

The center photograph on this page 
shows an ingenious arrangement for 





clearing sludge accumulations from 
residual oil tanks. This consists of 
retort mounted on a truck and fired 
with a Cleaver-Brooks burner. It was 
developed by Vining’s men in collabo. 
ration with California Research, , 
Standard of California afhliate, 

When tests show that too much 
sludge has accumulated in a residual 
tank, this unit is driven to the loca 
tion and connected to the tank . . . the 
tank first being filled with oil. The oil 
is pumped from the tank through this 
unit and returned during a two hour 
period. It is heated to just under flash 
point. All sludge is brought into sus 
pension in the oil and stays that way 
long enough to be burned in the nor 
mal course of firing. 

For a typical 40 bbl. tank of No, 5 
oil (or PS-300) the charge is $80 and 
one such cleaning lasts five years. 

When the service department re 
ports excessive strainer trouble on any 
job it’s time to test for tank cleaning 

The bottom photo on this page 
shows an asphalt paving plant, one of 
several operated by subsidiary compa 
nies. Vining, in addition to his job a 
Diesel Oil, is president of Rainier Ay 
phalt Paving Co. and of Northwest 
Precote, Inc. 

This paving operation, which runs 
up to 600 miles a year of complete road 
paving, was originally started for 4 
summer activity to hold fueloil truc 
drivers. The fueloil tank bodies ar 
removed each spring from some # 
fueloil trucks and paving bodies a 
tached. Not only does this work hold 
all fueloil drivers through the ho 
months, but it also employs a coup! 
dozen additional drivers on se 
trucks and the like. 

Summer road paving makes a W0 
derful standoff for the fueloil busines: 
but you can’t get into it overnight. I 
takes quite a period of cultivation and 
hard work to know the right people. 

Another interesting activity, no” 
lustrated, is the way Vining chegks a 
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of his trucks to know when they need 
engine maintenance. It is done through 
chemical analysis of the crankcase oil. 

Once a week a man from Faber 
Laboratories in Seattle takes a sample 
of the lube oil in the truck engines. 
Actually, he doesn’t catch every truck 
each time he calls since his reports show 
between seven and 17 trucks studied on 
typical batches. But he gets to each 
truck at least each 1,000 miles. 


Atypical report shows the condition 
of the lube oil under such headings as 
fuel dilution, solids volume, viscosity, 
then foreign matter under which is 
grouped metal, water, gums, tars, resi- 
dues, free carbon, dirt, sand. This is 
followed by crankcase operating tem- 
perature and recommendations of 
things to be done. Shuffling through a 
random handful of 48 reports, we no- 
tied that on 20 of them appeared in- 
structions for Vining’s shop men to do 
specific things. The simplest was “‘serv- 
ice filter.” The most complex included 
19 things to do, under three main 
groupings. On 21 of the 48 reports 
was an instruction to add _ stated 
amounts of oil. On no one of the 48 
was there an instruction to drain and 
change the oil. 

At the close of the report is a col- 
umn showing speedometer readings 
and at what mileage the next test 
should be made. 

The three pictures on this page 
show to what length Vining has gone 
to stay clean. As a leader in the large 
promotional campaign now under way 
in the state of Washington he recog: 
nizes that the best way to impress peo- 
ple with the cleanliness of oil heat is 
to keep everything looking that way. 

The “Washmobile” is just a larger 
edition of the typical ones you see in 
auto laundries, First it bathes the truck 
ia soapy solution designed to remove 
oil as well as dirt, Then a couple of 
clan water spray baths leave every- 
thing attractive. Trucks are cleaned 
whenever they're dirty,” at least once 
a week but once a day if they need it 
be bad weather. The goal is that no 
dirty truck shall ever leave the load- 
ing rack, 


In the bottom picture is seen a cou- 
Dle of Vining’s newest burner service 
trucks, These are outfitted with bins 
‘0 carry “everything.” 














Selling Oil through Burners 


There’s no quicker or better Road to Growth for fueloil Men than equipment Sale: 


by 
Jack Campbell* 





“Price competition is murder in 
my town.” 


“Advertising doesn’t pay off.”’ 


“Where can you get a good sales- 
man?” 


“You can’t fight gas competition.” 
“T can’t get any good mechanics.” 


“Everyone who can afford it has 
a burner.” 











M AYBE AT ONE TIME or another you 

have said all of those things. 
Maybe you just heard your industry 
friends say them. They have come to 
us a good many times in the past few 
years, from oilheating dealers we mean. 

In this third and concluding install- 
ment of a series on selling I'd like to 
do a real job of convincing some folks 
who need it, but I’m far from being 
sure I can do it. To me the answer has 
been so clear for so long that I just 
can’t understand fueloil men who dis- 
agree with our thinking here at Elliott- 
Lewis. As we look around our market 
it is so obvious that many do disagree. 

You might even suspect that we’re 
carrying coals to Newcastle, when you 
observe that throughout the East, and 
to a lesser degree in other parts of the 
country, the better fueloil distributors 
do sell oilburners. In fact a majority 
of companies whose business is 50% 
or more in fueloil sell oilburners and 
have for years. So my dilemma comes 
down to this: Why don’t they all sell 
them if they are of any size in the 
market; why don’t those who now sell 
them sell a lot more? 

You might think that this wouldn’t 
concern us, but it does. In our first 
article we discussed the Elliott-Lewis 
retail burner operation where by sim- 


*Vice-President, Elliott-Lewis Corp., 
Philadelphia, in charge of oilheating and 
fueloil department. This is the concluding 
article in a series of three on selling in the 
oilheating industry. 
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Jack Campbell 


ple old fashioned methods we are sell- 
ing more than a fourth of all the oil- 
burners sold in Philadelphia. The sec- 
ond story reviewed our wholesale op- 
erations where we build up dealers in 
Philadelphia and surrounding counties 
for Delco-Heat sales. 

It’s in talking with fueloil men as 
prospective dealers that we start tear- 
ing our hair over the alibis. Maybe they 
are in the burner business now, but 
they’re selling 50 burners a year, per- 
haps as many as a hundred, They could 
sell several times that if they wanted 
to! 


Oil men sell half of Burners 


Don’t let me give you the wrong 
impression, Fueloil men today do sell 
at least half of the oilburners that are 
sold, Back before the war they sold 
more than three-fourths of them. In 
the best pre-war year oil men sold 
around 240,000 oilburner jobs. This 
past year they sold better than 400,- 
000, but then the total market was two 
and a half times as large as pre-war. 

If fueloil men generally had wanted 
to go all out, they could have sold a 
million burners last year and at the 
same time added nearly every pur- 
chaser as an oil customer. Perhaps what 


burns me up on this point is that ip 
some of our best cities we are lettin: 
the gas industry win by default, _ 

Look at Philadelphia. It’s the only 
market we know well, but it’s probably 
not too different from Washington t 
Minneapolis. The gas crowd sold lag 
year 17,723 home heating jobs againg 
6,480 oilburners . . . and they had, 
fuel cost handicap of at least a third 

If our fueloil fraternity had been 
out selling as hard as the gas peopk 
many more oilburners would have been 
sold. Our company proved that. Any 
other company could have matched our 
1,814 burner sales if they had chosen 
to go after them as we did. 


Oil account Bonanza 


A good sized oilburner department 
is profitable in itself, But it’s a bonanu 
for getting new oil accounts the easy 
way. 

Up to the early war years we wer 
not in the fueloil business directly, We 
had what amounted to a commission 
arrangement with a large independent 
terminal operator, who was subs 
quently absorbed by his _larges 
creditor. We were out on a limb, # 
went into fueloil on our own. Since 
the war ended we have added over$ 
million gallons of No. 2 oil busines. 
We could have done better if we had 
done everything right the first time... 
but who does? 

We do not have a single fuelo 
salesman. Well above three-fourths 0! 
our new accounts come to us throug! 
our own oilburner sales, the balance 
through friends or customer recot! 
mendations. Our oilburner salesme 
receive a Y4¢ commission on fuel 
business that they get with the burne 
contract. This is theirs as long as th’! 
stay with us and hold the account, I 
lets the good ones stay up in the sx” 
eight thousand dollar earning bracket 
Last spring we set up our servicem 
on a 4¢ commission on new oil 
counts with excellent results. 

Why are fueloil men as a class doin 
such a poor job in selling oilheatt 
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qquipment? Most of the large inde- 
sendent fueloil marketers in the coun- 
try got their start through oilburner 
specialty-selling organizations. That's 
sarticularly true in the eastern states. 

They would set quotas and then 
oactically slay themselves trying to ex- 


xed them, and, with that much energy — 
expended, they usually did, Equipment : 
sales paid off, They built a comfortable | 


fyeloil business. They built a solid 
backlog of customers that will support 
them as long as they treat them right. 
They were no longer hungry. 

Maybe it’s grown into a situation of 
“Your heart is where your treasure is.” 
With a big loan at the bank to carry 
half a bulkplant full of oil and with a 
hundred thousand dollars, more or less, 
invested in trucks, the top brains in 
many fueloil companies have gravitated 
tothese problems and away from a real 
knowledge of selling. 

At the start of this story there are 
listed six alibis that we so often hear 
from oilheating dealers. Not one of 
them could be classed as even a really 
sood excuse. Price competition—why 
everybody and every industry has lots 
of it. Yet our boys sell at the book 
prices because they have no competi- 
tion when they create the sales from 
scratch, or should I say from push. . . 
meaning the doorbell. 

It’s true that advertising doesn’t pay 
if if you expect it to bring in a drove 
if over-the-counter customers, But it 
vays off very well if you do enough of 
it to impress people with your impor- 
‘tance and dependability so that your 
nen get a good hearing. Advertising is 
designed to bless shoe-leather men, not 
m-chair men. 


Get good Salesmen 


In the first article of the series we 
answered the alibi about not being able 
0 get salesmen. Put some intelligent 
thought into a good want ad and you'll 
set good ones, men you can afford to 
"isk money on, men who can take your 
‘raining and sell lots of burners, 

The fourth alibi, “You can’t fight 
Bas competition.” That’s the most in- 
Sidious of the lot. I’ve told you our 
Philadelphia gas situation. It’s bad, but 
our boys hardly ever hear it mentioned 
’s they keep on glorifying oil heat. 
Naturally, do a cooperative advertising 


program in your city if you can—it 
helps create a friendly atmosphere. But 
the real way to lick gas is to sell oil- 
heating, man to man. 

Getting good mechanics is never 
easy but it’s done. Our industry em- 
ploys nearly 40,000 trained service and 
installation men. For too many years 
we paid them less than similar skills 
brought elsewhere but fortunately 
that’s no longer true. A good mechanic 
from any field can be trained to be a 
good oilburner 
quickly, Or, you can take an intelligent 
youngster and, after a three months 


serviceman rather 


intensified course in our professional 
schools, he'll handle 99% of the prob- 
lems that arise. 


Oilburner costs Little 


The last alibi, about everyone who 
can afford it having an oilburner now, 
is just plain ignorance. There are in the 
country nine million centrally heated 
homes burning coal, seven million have 
oil and six million have gas. Philadel- 
phia has more coal users than either oil 
or gas, and so, incidentally, has New 
York, Chicago, Detroit and a lot of 
other cities. 


As to being able to afford an oil- 
burner, almost anyone can. The aver- 
age income today of the head of the 
house is $340 a month, His 36 month 
payments on a conversion job run just 
over $10, Almost any family can af- 
ford an oilburner if our men convince 
them before someone sells them a gas 
burner. 


The fueloil distributor represents the 
future of the oilheating industry. 
Plumbing and heating men sell oil- 
burners today, and some of them do a 
good job, but they'll never beat the 
drum for a particular fuel. If gas is 
gaining popularity in a market, they'll 
sell more gas. It’s their job to satisfy a 
neighborhood requirement, rarely to 
create one. 

To button this up let me state our 
philosophy, “The surest and easiest 
road to success in the fueloil business 
is vigorous oilburner selling. Our high- 
est priced talent concentrates on burn- 
ers, not on oil, because we find that, 
with plenty of new customers coming 
in, the oil business almost runs itself. 
Elliott-Lewis Corporation finds it that 
simple.” 


Report describes Petroleum 
Foundation’s Activities 


IN A REPORT issued this summer the 
Petroleum Foundation, New York 
City, listed its activities and achieve- 
ments since the inception of the or- 
ganization in 1952. 

Besides providing scholarship aid 
and a library of text books the Founda- 
tion, through the Board of Education 
of the City of New York established 
in the fall of 1952 a course in auto- 
matic oilheating in the Thomas A. 
Edison Vocational High School and 
the Samuel Gompers High School. 
There have been approximately 150 
graduates from these courses. 


In the school year 1953-1954 the 
Foundation assisted in the formation 
and supervision of classes which gave 
instruction to more than 800 adults 
in oilburner installation and service in 
the city schools. 


In petroleum retailing and market- 
ing the Foundation established service 
station courses and business manage- 
ment courses. 


The Foundation has assisted local 
committees in Buffalo and Syracuse, 
N.Y. Incorporated by the State Board 
of Regents the organization is able to 
furnish contacts between the local com- 
mittees and boards of education in dif- 
ferent localities and the state colleges. 

When it appears that a locality 
needs vocational instruction, a commit- 
tee of local individuals is formed with 
the help and guidance of the Founda- 
tion, the Foundation assists in selecting 
suitable classrooms, in procuring neces- 
sary classroom equipment (oilburners, 
boilers, controls, textbooks, and manu- 
als), and in getting guest teachers, 

The Foundation has established the 
Petroleum Education Commission, un- 
der the Board of Education of the City 
of New York, divided into the fol- 
lowing sections: Automatic Oil Heat- 
ing, Petroleum Retailing and Market- 
ing, and Industrial Lubricating. To 
recruit students, booklets have been 
issued, entitled, “Petroleum Distribu- 
tion & Management Technology,” 
“Your Future in Oil Heating,” “The 
Petroleum Industry Needs More 
Men,” and “How you can Help Bring 
Better Men to your Oil Heating Busi- 
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ness. 
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by 
Edwin L. Griffin* 


HE GREAT BATTLE of the Stutz 

Bearcat vs. the Mercer Racea- 
bout in all the speedways, dirt tracks, 
road races and highways from roughly 
1912 to 1920, generally considered by 
“squirrels” or “nuts” such as myself, 
to be the greatest fight of all history, 
never has been definitely settled. 

The arguments still go on, which is 
the better—a Mercer or a Stutz? I 
personally know the Mercer is better, 
because I own one and drive it regu- 





larly. 

I mention these few facts showing 
the natural prejudices that must be 
there before I indicate our experiences 
and prejudices together at Griffin Fuel 
as regards the types of trucks we use 
for various fueloil delivery operations. 

We feel the principles are quite 
simple in the selection of the right 
motor truck. In brief, today it is es- 
sential to pack on all the gallons pos- 
sible without sacrificing maneuvera- 
bility, or the performance factors. 

The White Motor Truck has made 
this quite easy by producing, some five 
years ago, their 3000 Model series, 
which enables an operator for the first 
time to get the proper proportion of 
pay load up on the front axle, or one- 
third, where it always has belonged. 

With these have 
standardized on some time ago, we 
have been able, for our stove and fur- 


units that we 


*President, Griffin Fuel Co., Tacoma, 
Wash. 
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nace oil operation, to get approximate- 
ly 2,200 gallon tanks on 128” wheel 
base. 

We like them so well that we sold 
all of our conventional chassis that 
ran 160” wheel base, and longer, and 
held only 1,700 or 1,800 gallons, and 
worse still actually were overloaded 
all the time on the rear axle. 

I must inject here that I am not 
selling White trucks. I have no axe to 
grind, but being a nut on all types of 
equipment we will buy anybody’s 
truck that is built by a quality manu- 
facturer that does the job the best. 

There have been many companies 
come out in the last several years, such 
as Diamond T, that see the necessity 
for this type of chassis. 

There have always been cab-over- 
engine models, but most operators stay 
away from them because of the high 
cost of maintenance, the hard riding, 
and other objections, which have been 
licked completely by the 3000 series 
White, which has the easiest riding, 
plus the advantage of a cab forward 
rather than cab over. The tilting cab 
makes maintenance much easier than 
the old conventional units. 

We, of course, up until now, have 
used the lightest weight high tensile 
steel obtainable in our tanks. Today 
we are building a new unit out of 
aluminum for this same work and hope 
to carry on a two axle solo job around 
2,600 or 2,700 gallons. Check with 
your local Fire Department and see 
if they allow aluminum to be used for 
furnace and stove oil. We find we 
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So You bought a new Truck! 


Your new Truck may be only Six Months old, but could it already be obsolete? 


can use it on these two, but not on ou 


heavy fueloils, which are heated, 

For this aluminum job we are go 
ing up One step in the White line, and 
buying a 3024, to get the new 45! 
cubic inch motor with 175 h.p., cov 
pled with an 8 speed Fuller transmi 
sion. 

We can get all this without any sx 
rifice in pay load, as the 3024 White 
chassis has a chrome manganese frame, 
which gives it a great deal mor 
strength, yet saving in weight. Thes 
units, of course, will be equipped wit! 
the light weight aluminum wheels ani 
the latest 10.3 x 20 nylon tires. 

I do want to point out here that 
smaller, less powerful and_ cheaper 
chassis may be procured for this sane 
work and would do a reasonable jot 

However, we have learned over th 
years, from our point of view, it is be 
ter to pay a few dollars extra for’ 
little stronger, more powerful, quality 
built chassis, as we always get it bat 
many times over in reduced maifte 
nance costs, more driver satisfactio 
through a first-grade truck, plus the 
advantage of the top in performans 

In addition to this, I think mos? 
you realize today Uncle Sam is yo" 
big partner and when it is all said a 
done you actually don’t spend thes 
extra dollars for quality equipment, “ 
at least not all of them, because Unce 
takes it out on the tax bite as you! 
along. 

Most operators find the need for 
smaller tanker in certain types a 
liveries or in certain periods of they” 
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when business is light. We standard- 
ze for this type of delivery on the 
short wheel base Model 6101 Chevro- 
lt having a 13742 wheelbase on the 
sonventional chassis. We feel it to be 
the best buy in the lighter trucks. It 
has a fairly wide front axle, giving 
asy turning and maneuverability on 
the short wheel base. We can, by us- 
ing every inch of frame, get 1,400 
sallons on these units, which is not an 
overload for this chassis. It is the 
heaviest Chevrolet built, equipped 
with a 2-speed rear axle, giving it more 
fexible performance. 

However, we feel with wage rates 
wing what they are today, and traffic 
conditions going to and from the plant, 
these should only be used where it is 
inecessity and there is an actual need 
forasmaller tanker. After all, it takes 
the same wages to fill up a 1,400 gallon 
tank as a 3,000 gallon tank. 

In addition we have some special 
nits, such as a small 650 gallon tank- 
et with two compartments, which we 
call a service truck. This is mounted 
on a Model 3803, one ton Chevrolet, 
with adequate pumping, pipe, etc., for 
‘leaning water, sludge, etc., out of 
tanks, or to generally do odd jobs, in 
walling tanks, drums, etc., that are 
usually necessary for a firm engaged 
a general oil business. 

When it comes to the heavy oil dis- 
tribution, some of the factors so im- 
Portant for the average household and 
alley delivery, are not to be weighed 
heavily in the selection of the right 
leavy oil truck. 

For instance, in our area we have 
‘iminated the small 30 or 40 barrel 
‘ueloil delivery truck and have gone 
ee A or 80 barrel size tank on a 

» Or three axle truck. 
Again we have discovered it doesn’t 





cost any more to send this truck to the 
plant and get loaded than the smaller 
unit. When it does leave the plant it 
is able to deliver two 30 or 35-barrel 
dumps, which is the standard in our 
area for apartments and small indus- 
trial. plants, which usually have by 
custom a 40-barrel tank installation. 


It also permits having a truck carry- 
ing a good load for those larger tanks 
that are now being installed 60 or 70- 
barrels at a fill. In emergencies, it can 
pinch-hit for our truck and trailers, 
which carry 120-barrel loads and over. 


For the last several years we all have 
been working on the installation of 
larger and larger tanks. We have been 
quite successful, so most new installa- 
tions are going in are of the larger cate- 
gories. Where they used to put in a 40- 
barrel tank, we are now selling up- 
wards of 80-barrels, Where they used 
to put in just enough for 6,000 gallons, 
we are now selling them 10,000 to 20,- 
000 gallon tanks, which is helping 
everyone in the oil delivery business. 

In the selection of these heavier 
trucks, the main point to keep in mind 
all the while in its design is the reduc- 
tion of the truck’s weight. 

For example, we now operate 6 
wheel, three axle conventional chassis, 
with a tank capacity of around 65 to 
70 barrels. We now are building a new 
three axle, six wheel conventional 
chassis, made largely from aluminum 
that should net us at least 10 more bar- 
rels of capacity. 

This truck is being built by Ken- 
worth Motor Truck Corporation. We 
always wanted to follow the manufac- 
turing of a new unit and this company 
has been a high-grade quality producer 
for many years, and has pioneered 
weight saving through the judicial use 
of aluminum alloys. 





















Current models of tank trucks in use 
by Griffin and described in the story. 
At the right is one of the Chevrolets 
on its summer job of road oiling which 
is quite a little item in Griffin’s hot 
weather activity. Below it is a con- 
verted coal truck spreading sand on 
the road oil. 


On this particular truck, for exam- 
ple, in the drafting room stage over the 
months, we have cut it down from over 
14,000 Ibs, chassis weight to slightly 
under 12,000 Ibs., ready for the road. 

Next to weight saving in impor- 
tance, which usually goes hand in hand 
with quality manufacture, is adequate 
power. We are stepping up now from 
a 386 cubic inch motor with a nominal 
135 hp rating to a 590 cubic inch 
motor with well over 200 hp rating, 
with a better distribution of power 
through the new Fuller ten speed trans- 
mission, rather than using the conven- 
tional transmission coupled with an 
auxiliary transmission. 

Further, this particular solo unit can 
at any time have a trailer attached to 
it to go for the full truck and trailer 
loads, or up to the State of Washing- 
ton maximum limit of 72,000 lbs., and 
in that case haul a legal load of well 
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. « « « New Trucks 


over the customary 120 barrels. 

At the present time for our full 
transport loads, both gasoline and 
diesel motors are used. Our latest ad- 
dition this last year was a Mack, Model 
L.H. equipped with the latest NHB 
Cummins Diesel engine, This truck 
was designed and built for the regular 
120 barrel delivery, going over the 
highways with a Washington maxi- 
mum load of 72,000 Ibs, We found by 
throwing away the 22” steel wheels 
and heavy tires that came with this 
truck, and putting on 20” light weight 
aluminum wheels and the new Good- 
year nylon tires, we saved 1,500 Ibs. 


We also discovered that the front 
brakes are no longer necessary when 
you have two driving axles on a trac- 
tor equipped with brakes, so by throw- 
ing away these brakes we saved an- 
other 250 to 300 lbs., or a net gain in 
pay load of some 8 barrels of fueloil, 
which, added up by the end of the day 
or by the end of the year, amounts to 
a considerable saving. 


Yet we found only last week we 
were still obsolete. Goodyear has now 
developed a 10.3x20 nylon tire which 
is still lighter than the 10.20 nylons we 


Antique cars are Griffin’s hobby, and 
this to some degree accounts for his 
thorough interest in truck characteris- 
tics, He’s an automotive enthusiast. 
Here he is photographed at the wheel 
of a 1929 Duesenberg. At the right 
is a Palmer and Singer, the only one 


of that make in existence today. He | 
also drives an antique Mercer, Pierce | 


Arrow and two fire trucks. All are in 
top running condition. 





bought only a few months ago. This 
further saves 21 lbs, per tire and if 
you multiply that by 18, you get 378 
lbs., which means still more fueloil to 
be hauled free of charge by being up 
to the minute on your weight for over 
the road transport. 


Now, we thought we were very 
smart when we got our new NHB Cum- 
mins Diesel motor. It has terrific pow- 
er, a great performer, and saves on 
fuel costs, but the truck we are build- 
ing now only a few months later is go- 
ing to have gasoline power. It is the 
new Hall-Scott Model 590, 200 plus 
hp just developed this last Spring. 
What does it do? It saves you a net 
1,400 Ibs. weight over the NHB Cum- 
mins, We feel that again we are prob- 
ably caught “obsolete.” 

We believe when our new Hall- 
Scott Motor is in operation, hauling 
more oil and less iron, even though the 
fuel cost will be higher than in the 
Cummins, the net result at the end of 
the year will be more profit by this 
gasoline motor than by a diesel fuel 
operated motor. The performance fac- 
tor should be roughly the same, as the 
new Hall-Scott revs up to some 2,800 
revolutions, while the Cummins is 
limited to 2,100 revolutions, which 
should make up for the smaller dis- 
placement of the Hall-Scott. 

There is one thing for sure, the 
Griffin Fuel Company will know short- 
ly, by actual experience, all compara- 
tive results. We hope by the time the 
heating season starts this Fall to have 
in operation our new Hall-Scott motor 
in a Kenworth chassis, as well as our 


a 


present NHB Cummins and, in adqj. 
tion, we are going to have a new Whit, 
200 plus horsepower gasoline motor in 
a new 3028 chassis. This latter will hp 
installed under a semi-trailer, takin 
the place of our old White Mode 
3026. So on the road we will have ali 
these new units competing against each 
other—two over 200 hp gasoline 
motors versus the 200 hp Cummins 


Here again I am not out to sell Cum 
mins motors, Hall-Scott motors, Whit. 
trucks or Chevrolets. I really hate to 
mention any firm’s name. I only want 
to point up to the fact that you have 
to be alert these days if you think you 
are modern and up-to-date. We have 
studied it for many years and think 
we are up-to-date, then we find things 
have changed almost before we get 
them on the drawing board. 


We thought by mentioning a few 
of these things to you directly, it might 
help you in the formulating of you 
plans for your future motor truck. 

The editor was through here in the 
spring and asked us tc write our 
thoughts on this very important matter 
for most of us operators. I am glad to 
do it, but in no way do we want to 
pose as experts on motor equipment. 
We love it, spend time at it. What is 
more important to us would be to get 
the experience of you operators that 
have taken the time to read this article. 

Any ideas or suggestions will 
more than welcomed by the Griffin 
Fuel Company, I know you all realix 
we have just barely skimmed the sur 
face of this vast subject in an articl 
such as this. 
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“1 Set Stop Valves! 

get » 
Truck Tank Service — Simple as 1-2-3 to make More Deliveries per Day. 

few (1) The tank truck driver can pre-set the exact amount of oil to be 
delivered, (2) leave the truck and attend to the delivery himself at a 

ight distance of many yards. The delivery is measured and controlled directly 
on the truck meter and (3) the ticket printer provides a printed record 

Our of the transaction for both the customer and home office. 

ack, 

the 

our Vir can cut costs with SMITHway Slow-Closing Set Stop 

ter Valves and Counters, get more service from existing 


dto B equipment and lighten the work, increase the efficiency of 


tO our personnel by using these work-saving functional acces- 


ent. P : a 
te A. O. Smith offers the industry's most complete line 
get vith models to suit every rate of flow. This equipment can 


that § be added readily to existing A. O. Smith Meters. See near- 
icle. est representative or write for complete information. A. O. 
| be BF Smith Corporation, Meter Division, 5715 SMITHway Street, 


ifn los Angeles 22, California. 
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factories: 5715 Smithway St., Los Angeles 22, Calif.; P. O. 
box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
i 20, Los Angeles 22, New York 17. Canada: Toronto 

7 Yancouver 1. International Division—Milwaukee 1, Wis. 





Bulk Plants and Terminals — sMiTHway Set Stop Valves make it possible 
to load two or more compartments or two or more trucks simultaneously. 
Shut off varied from instantaneous stoppage for low flow rates to slow 
closing for high flow rates. Various slow closing cycles of 10 to 30 
units, depending on requirements. SMITHway Slow-Closing valves also 
permit exact blending right at the loading rack when necessary. 
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See produce fuel Economy _ 

“The 
Big Jobs performing poorly often need new Fireboxes, large oil Heaters, better Draft X 
didn t 
‘Tw 
by tion once a year asthe annual check-up _ industrial burners need the same kind I before | 
Jean L. Dupuis and tune-up routine, of expert treatment to make them per && in from 
The outstanding installations never form creditably, The burner that never # the Con 
A THEIR BEST, horizontal rotary produce chimney smoke—not even for functioned properly needs trouble J wanted 
cup oilburners are amazingly efh- a few seconds during unusually cold diagnosis and repair similar to that J » long, 
cient, clean, and dependable. Well start-ups. The boilers of these jobs needed for the burner that once ran J the bur 
qualified and conscientious installers of need flue cleaning only infrequently, properly but started misbehaving jn “I sai 
such burners can show outstanding in- perhaps three times a year. recent years, heap th 
stallations that prove the start-ups of At their best, horizontal rotary cup The ability to diagnose and repair & never w 
such burners can be clean and un- burners use the inexpensive, residual commercial-industrial burners is valy of servic 
eventful—that prove enameled boiler _ fueloils very satisfactorily. They give able today. The oilheating industry J ind doz 
room floors can be free from specks commercial-industrial oilburner en- hasn't enough of such ability, That's J the hun 
of soot—that prove stack temperatures thusiasts much to boast about. bad for the burner owners and the & he had f 
of steam heating boilers can be below Unfortunately, however, not every —_ oilheating and fueloil industries, for 
450° F.—that prove high COs, read- rotary cup burner is a credit to the it makes for poor oilburner perform 
ings, above 10% or 11%, can accom- oilheating industry. In one class are ance including breakdowns, soot and The 
pany low smoke-instrument readings, the burners that never lived up to the smoke, and excessive fueloil consump boss If 
below #5 on the Shell-Bacharach promises of the salesmen and equip- tion. The shortage of commercial ie P : 
scale. These outstanding installations ment dealers who sold them. In another industrial oilburner repair men is niin 
have few breakdowns; one or two no- class are the burners which ran prop- —_ good, on the other hand, for thox sith th 
heat calls per burner per year may be erly when first installed—but as years men and organizations who are build: “My. 
par. The superintendents or mainte- went by performed more and more ing up their ability to service big cite 
nance men who tend to these big poorly because they accumulated ail- burners. Especially if a good selling wiih 
burners do not have to give them more ments which were not treated prop- _jobis done beforehand, much profitable soul 4 
than 15 minutes’ attention each day. erly, and because in recent years the work can be done to correct bad jobs atities 
Expert servicemen, from an oilburner residual fueloils have become heavier so that their burners perform the wa the 
dealer’s organization, may give each and heavier in many localities. they should. BWehad 
burner only about four hours’ atten- Both classes of ailing commercial- His experiences on just one 0% hae 
ur mak 
perform; 
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FUELOIL HEATER hg 
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reed NEW FIREBOX ul 
ee eff : op Z eZ TE ile os ¢ z ; ge id on 
ee A KS/A We SZ Ste Los \\ — 
in 
New items in this drawing often are needed for old installa on this. Oilburner shut-off valves should be checked thor Bh on | 
tions. Under-the-waterline heater of this job actually is on oughly for tight chosing. Because he had bad trouble las yearly 
side of boiler—heater is shown ahead of boiler for clarity year due to leaky shut-off valves, one engineer now - and | 
and simplicity. Complete re-do of controls and wiring is two shut-off valves in series on each old oilburner bein ition o 





needed for most old jobs being renovated, Safety depends renovated, 
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aught him a big lesson about selling 


| evice that changed his entire thinking 


ind his entire life, That’s what one 
»mmercial-industrial burner service- 
nn says. Here’s his story: 

“The burner company I work for 
lad just acquired a new boss who 
jidn't know beans about burners. 

“I wasn’t working for him a week 
fore he latched on to me as I came 
in from a service call at, let’s call it, 
the Consolidated Undershirt plant. He 
yanted to know why I had been gone 
g long, and how I'd made out fixing 
the burner. 

“I said the old burner was an awful 
bap that had never run right and 
sever would, For years, we had dozen 
of service calls a year from the owner, 
ind dozens of fights with him about 
the hundreds and thousands of dollars 
tehad paid us for parts and labor. 


Can’t avoid Service 


“The job’s a Jonah, I told my new 
wos, If we could only refuse to serv- 
ce it, then we would avoid losing 
money on it and could stop fighting 
with the burner owner, 

“My boss had a funny reaction, He 
aid we could not think of abandon- 
ing the burner and its owner, for we 
sould be proud of every one of our 
installations, After all, said the boss, 
the burner was the make we handled. 
Wehad installed it years ago. It should 
un beautifully, like every burner of 
ur make in the city, so that its poor 
petformance could not interfere in any 
way with our selling more burners of 
the same make,” 

Though the new boss understood 
ittle about oilburners, he had the serv- 
iceman write down everything needed 
tomake the old oilburner run beau- 
tifully. He discussed with the service- 
mn every point listed as a needed 
pair or improvement for the instal- 
ition, and he discussed the costs and 
‘ustomer pricing of every point. He 
tot information on what the yearly 
‘ueloil consumption had been running, 
and on what it should have been run- 
"ng—it developed the burner was 
Wasting at least 15,000 gallons of oil 
‘Year, He got information on past 
yearly costs of servicing the burner, 
and learned a burner in excellent con- 
dition could be serviced well with a 
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THE MOST COMPLETE 
AND DIVERSIFIED LINE | 
OF NO. 6 De 
FUEL OIL HEATERS ) 
FULL RANGE OF SIZES IN ALL TYPES 


TUBULAR 
TYPE 
(Steam) 


U-TUBE 
TYPE. 
(Steam or Hot Water) 


STRAIGHT 
TUBE TYPE 
(Steam) 


TANK SUCTION 
BELL HEATER 
(Steam or Hot Water) 





TANK SUCTION 
TYPE 
(Steam or Hot Water) 
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“PARAPROBE”* § 


Fuel Oil Heater 
(For Below-The- 
Water-Line Service) Guards against oil leaks and automatically 
shuts down oil burner and pump in event of 
oil heater failure. A positive protection against 

oil in the boiler. 








ae 
TYPE “GF”* Generates its own supply of steam for heating 
indirect Gas Fired the oil! Applicable to any type of oil fired ap- 
Fuel Oil Heater paratus. A radically new development! 
WRITE TODAY 
FOR ALL PARACOIL Fuel Oil Heaters 
BULLETINS © carry the stamp of approval of the 
AND PRICES! BOARD OF STANDARDS & APPEALS 


CITY OF NEW YORK 





CORPORATION 
1064 East Grand St., Elizabeth 4, N. J. + 30 Rockefeller Plaza, New York 20 
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SINCE 1926—in the application, design and 
manufacture of pumps—separators—hydraulic 


accessories. 


PUMPS and 
Mee SEPARATORS 


See) for industrial 
eee soil burner service 


Class 60 Pumps 


Of the internal gear type, 
the "60" is machined to 
close tolerances—for max- 
imum vacuum character- 
istics with heavy and cold 
oil. The outstanding de- 
sign advantage is the ball 
bearing, V-belt reduc- 
tion drive—connected to 
pump by means of loose 
coupling, which  elimi- 
nates side deflection from 
pump shaft. Suction and 
discharge sizes from !/2" 
to 2". Capacities, 75 to 
2100 GPH; pressures to 
100 psi. 

Write for Bulletin A-1193 


SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
V/4"" to 4"; larger sizes up 
to 6". 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
filtration; elimination of 
replacement filter costs— 
cleaning of removable 
separator baskets restores 
original efficiency. 

Ask for Bulletin A-1430 


NKRAISSL® 


295 Williams Ave. 
Hackensack, N. J. 
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saving of about $300 a year compared 
to service expenses for this burner. 
The serviceman says now that he 
nearly fell out of his chair when his 
new boss concluded, “Why, for $2,000 
we can put this installation into excel- 
lent condition, end all the trouble, cut 
out the excessive breakdowns, reduce 
the fuel consumption tremendously— 
and make a handsome profit for our- 


9 


selves. 


“Boss,” said the serviceman, “that 
company has a boss who hollers every 
| time we send him a $40 bill for a serv- 
| ice call!” 

“That's because things haven’t been 
explained properly to the top man of 
| the company,” the boss said compla- 
cently. “Come in clean and well- 
dressed in the morning, and we'll call 
on the boss of the company and ex- 


plain things to him.” 


True, the serviceman says now, he'd 
never thought of getting dressed up 
and going to talk to the top man of 
the company, though he could have 
done this had he wanted to. Oily, 
greasy, and sooty every time he had 
| called at the plant to service “the 
| lousy burner,” his talking had been 





COMMERCIAL & 
INDUSTRIAL 


ttt. 


oilburning 


| 





confined to brawls with the equal 
dirty men he found in the boiler room 
He swore at them for having miserable 
equipment that gave him a hard time 
They swore at him for the soot and 
oil leaks in the boiler room, the many 
breakdowns, and his inability to a 
rive at good performance, 


“T can show you how we can bring 
an end to a situation that is unbear 
able to both my company and your 
company,” the new boss opened up 
after he had introduced himself and 
his serviceman to the general manager 
of the Consolidated Undershirt plant 

“Tt’s unbearable all right, and it ha 
been for years,” the general manager 
agreed, “That burner of yours ran al 
right for two or three years when it 
was new. Since then it’s been on 
breakdown after the other, complaints 
about smoke from the neighbors and 
the city authorities, and one big bil 
after the other for servicing. And! 
understand we are wasting more than 


| Ray burner dealer has bought these burners to shop to make them like new afte 


years of use and abuse. Thousands of hours of operation often result in need i! 
replace motor bearings, oil cups, air snoots, atomizing cups, solenoid val 
wiring. These burners will leave the shop looking like new. 
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one thousand dollars worth of fueloil 
a year because of inefficient oilburner 
operation, to top things off.” 

To this the new owner of the oil- 
turner dealership heartily agreed. In 
addition, he explained brightly to the 
Undershirt plant general manager, be- 
cause of the poor condition of the 


equipment about $300 was being | 


wasted a year on service work and 
arts that would be unnecessary after 
the burner had been put into excellent 
condition. 

Equally brightly he said, “The nice 
part of the situation is that ending the 
trouble, the smoke and soot, the break- 


downs, the waste of over $1,300 per | 


year for wasted fueloil and unneces- 
ary repairs—all this can be accom- 
plished for a mere expenditure of 
$2,000.” 


A safe Investment 


A truly wonderful chance to invest 
money safely and at a terrifically high 
interest rate, the burner dealer pointed 
out, Also, the Undershirt plant faced 
a crisis because its entire oilheating 
etup had been coming apart at the 
ams for several years now; the con- 
glmeration of patches and make-shift 
remedies would not hold together for 
another heating season. 

“Three fulltime service engineers 
work for me,” the burner dealer went 
on. “The most capable of these engi- 
neers is here with me now. I brought 
him along and introduced him to you 
because yesterday after working on 
your equipment he came to me saying 
your oilburning set-up is so far gone 
that our company should refuse to do 
anything more for it.” 

"The men in the boiler room blame 
me for most of the trouble,” the serv- 
eman protested. “Breakdowns, soot 
and smoke, oil leaks, and oversize oil 
tills—they are not my fault. They are 
caused by two things. First, No. 6 
fueloil has gotten so heavy in recent 
Yeats that this oilburner set-up can’t 

andle it. To match the heavier fuel- 
ol being delivered now, this job needs 

et oil heaters and other things. 
Second, repairs have always been made 
"re on a tight-fisted, stingy basis— 
lke forever patching the wornout tires 
‘ta car when what's needed is a new 


et of tires—and lots of blow-outs can 
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Just as the ambi-dextrous batter takes 
advantage of the pitching situation, Su- 
perior Combination Burners take advan- 
tage of the fuel price situation. 


Burn ALL Grades of Gas or Oil 

Highly efficient, burning any commer- 
cially available grade of gas or oil, Su- 
perior Combination Gas/Oil Burners switch 


i from one fuel to the other quickly and 


simply without interruption of steam 


supply. 


In many localities where natural gas is 
used extensively, worthwhile economies 
can be effected by switching from oil to 
gas firing to take advantage of the lower 
off-peak and surplus gas rates. 


Superior Combination Gas/Oil Burners 
are equipped with intermittent gas-electric 


for performance you can BANK .n 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 


OPERIOR 


combination GAS/OIL burner 


SWITCH HITTER 


in the 


ECONOMY 
LEAGUE 





ignition for oil firing ... plus a constant 
gas pilot which remains lighted during 
. and between .. . gas firing cycles. 


Fully Automatic 

Operation is fully automatic in sizes to 
500 b.h.p. with dual ignition and hi-low 
or fully modulating control. 


With more and more communities be- 
ing served by natural gas lines, the de- 
mand for combination gas/oil burners 
increases daily. Dealers who handle Su- 
perior Combination Burners are 
ideal position to profit from this demand. 


Don’t Overlook This! 


Valuable unassigned territories are still 
available. If you have the experience and 
the organization to successfully handle sales 
and installation, write for complete details. 


in an 
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be expected from being just too 
miserly.” 

In reply to a question, from the 
general manager of the Undershirt 
plant, the burner dealer referred to his 
notes and listed the four modernization 
steps that could be accomplished for 
the $2,000. 

First, the horizontal rotary cup burn- 
er which fired about 45 gph would be 
taken to the dealer’s shop for com- 
plete overhauling. Every defective or 
worn out part would be replaced. 
Cleaned up and painted up, the burner 
would look like new when it came 
back to the boiler room. Along with 
this, all the oilburner controls and wir- 


. . . » Four modernization Steps 


start-ups and more efhcient combus- 
tion. 

Third, a new under-the-waterline 
fueloil heater of twice the capacity of 
the old oil heater would be installed. 
In use for years and undersize any- 
how for modern No. 6 fueloil (much 
heavier than the No. 6 oil delivered 
when the job was new) the old fuel- 
oil heater simply needed replacement. 

Fourth, a suction bell would be in- 
stalled in the fueloil tank. It would 
cause all of the hot fueloil from the 
return line to find its way into the 
suction line, thus would result in a 
higher suction-line temperature than 
is reached without a suction bell or its 
equivalent, Suction bells were not used 
by installers of this burner years ago 

when No. 6 fueloil was light and 
easy to pump. But now this job needed 


Why fueloil heater did not work be- 
came clear when, as part of moderniz 
ing work, piping was removed, This 
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ing would be put into condition equal —_a_suction bell. Providing it would be 3” elbow, supposed to permit boiler I mt bee 
to new. costly because it involved pumping all water to flow to under-the-waterline mer. 
Second, the job’s deteriorated old of the fueloil out of the tank, and fueloil heater, was found to be tight ri we 
combustion chamber would be replaced having men work in the tank piping plugged. ill S 
: F ‘ , eb, OU 
by a modern chamber, which would up the suction line and the return line unk be 
be entirely new. Special design fea- to the new suction bell, Because the connected to the other end, a 2” line & part of 
tures, developed since the burner was suction line was connected to one end (horizontal and 12 to 16 ft. long) && othe ; 
first installed, would insure smoother of the tank and the return line was would be installed in the fueloil stor J % “lea 
How you can have smooth, automatic “Cold Starts" regardless of “Temperature and VUtseostty variations! 
ive tan 
returnec 
THE REVOLUTIONARY NEW Us of 
UN 
i New 
OHNSON = 
5 3 suction 
creased 
MODEL rr 
built with a boiler 
POSITIVE DISPLACEMENT METERING PUMP would it 
ses il into 
Here, for the first time, is a heavy-duty burner that will give you smooth. : 
sure, automatic starts after shut-downs, when the oil in storage tank and # PUMp oO} 
lines is cold and hard to pump. More successfully than ever before, the develop 
new Johnson “Fifty-three” has solved the problem of “Cold Starts’. Altho 
Built with a positive-displacement Metering Pump . . . a 3-Way Magnetic needed 
Oil Valve . .. and a high efficiency Suction Pump, the “Fifty-three 
will maintain a fixed air-fuel-ratio regardless of variations in oil tempé’ @ trgumer 
ature and viscosity. It will start up and operate automatically on col custome: 
oils than any other burner on the market. fh | 
: the 
It is available in 8 sizes, from 25 HP to 400 HP. It brings you all the , saa 
efficiency, economy, and fine engineering that have made Johnson Burners Ing at 
famous all over the world. It’s surprisingly easy to service, inspect ‘istence 
regulate. All working parts are readily accessible. Make it a point o Pe ae 
investigate the performance of this revolutionary new burner. Ration | 
gladly send you full information. tomer al 
" The n 
On WML,...000 | 
SPSCHSOSHSNHSHSHSHHSHSHSHSHEHSHHEESEH OCH OSES : eooeee could. by 
S. T. JOHNSON CO. 
: ; Surner y 
; , ’ ‘ 940 Arlington Ave., Oakland 8, Calif. Bees 
Builders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania $8 inst 
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Storage tank of this No. 6 fueloil in- 


tallation was pumped out and cleaned 
because tank bell was needed but had 
wot been provided by installers of the 
bummer, Suction and return lines, 2” 
ize, were fitted with unions and 45° 
dbows, then connected rigidly to tank 
rll, Suction line has check valve above 
unk bell, but strainer which came as 
part of the check valve was discarded 
m the job because of the impossibility 
if cleaning it without entering tank. 


oe a a ee a a a a ek 2 ee 


we tank. This would pipe the hot, 
returned fueloil into the suction bell. 
Us of the bell, together with use of 
‘new and much larger under-the- 
waterline fueloil heater piped into the 
suction line, would give greatly in- 
eased temperature for the fueloil 
lowing from the storage tank into the 
iler room. Over-all benefits of this 
would include easier pumping of fuel- 
il into the boiler room; the fueloil 
pump of the burner would no longer 
levelop excessive vacuum. 

Although he tucked in many words 
needed to add to his new boss’s sales 
‘fuments, and answered many of the 
‘ustomer’s technical questions himself, 
the serviceman could not help marvel- 
ing at his new boss’s skill and per- 
‘stence in selling the $2,000 modern- 
vation job that would save the cus- 
‘mer about $1,300 per year, 

€ new boss showed his ingenuity 
ilo, Asked by the customer what proof 
could be given that the renovated 
urnet would perform beautifully, the 
"8 instantly arranged for a demon- 
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WING DRAFT INDUCERS 


Insure adequate draft at all times. Will pay for them- 


selves in a few years on fuel savings alone. 


Write for Bulletin 


L. J. Wing Mf9.Co. 


66 Vreeland Mills Road 
Linden, N. J. 


Factories at Linden, N.J and Montreal, Canada 
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COMMERCIAL & 
INDUSTRIAL 


i" 


oilburning 


Renovation jobs in com- 
boil- 


er rooms often are pre- 


mercial-industrial 


cipitated by recommen- 
dations or demands 
made by insurance au- 
thorities. This electronic 
industrial oilburner con- 
trol includes the fea- 
tures many safety au- 
thorities find necessary 
for big automatic burn- 
ers; it checks the gas 
pilot 


valve that feeds oil to 


electronically - 


atomizing cup cannot 
open if gas pilot is not 
functioning properly. 
To the left of the elec- 
tronic control panel is a Simpson 260 
electronic tester. This instrument, or 
its equivalent, is needed by every 
serviceman who works on electronic 
oilburner controls. 





stration of a new installation. The gen- 
eral manager of the factory, the boss, 
and the serviceman watched a new 
burner go through its paces. 

“I'll buy the renovation job, if you 





SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 


Industrial 
Ovens 
. ) 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-flow Switch protects against 
opening of fuel valve until fan is up to speed. 
Insures purging of furnace before fuel valve opens. 
Closes fuel valve if fan slows up or stops. Flashes 
danger signal if fan or fuel stops. Safeguards against 
danger from gas fuel failure when used in connection 
with safety shut-off valve. 

Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 






CQOOAL srrety AIRFLOW SWITCH 
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promise that it will make our burne, 







































run like that,” the g.m. said. . sch 
This account of diagnosing and cop. ches 
recting trouble cannot be ended hap. - 
pily at this point with a q.¢.d.—which . , 
was to be demonstrated—for it is an ei 
account of actual happenings, Th, = 
correction procedure had a snag to j mee 
as actual happenings often have. The KE st 
burner itself performed as beautifully Be | 
dependably, and efficiently as the deal m9 
er and serviceman had _ promised i 7 “ 
would, following the completion o \ am 
the $2,000 modernization job. But th pe 
chimney proved unable to provid wd 
proper draft. Discouraged, the service. Fey r 
man was ready to give up at this point 
Not his new chief! The boss’s attitude: Bota 
to the factory officials was something Mn? 
like this: You ought to be ashamed aa 
of yourselves, for here we work anj . ‘ 
sweat to provide you with out-ofthiy cna 
world oilburner performance, and you pod 
have the nerve to ask us to fire a boiler ob feat 
that you've hooked to an inadequate es 
chimney! The chimney responsibil: mein 
ties are yours, and you've got to pro buildin 
vide us with proper draft! se 
Man 
Sala i aie = § 
pumps, 
Code daft b 
Meet Eu do hinge p 
provem 
PREFERRED |< 
problerr 
INDUSTRIAL tral oil 
ANTI-SYPHON VALVES [7 
failure- 
~ design a 
Non-Adjustable Angle Type = 
Cup Dur 
Heavy Bronze Construction upon he 
rates co 
DS aticle, 
A COMPLETE LINE 
TYPE A—1'%4" to 3’. Maxi- 
mum capacity to 1000G.P.H., GRAVER : 
even with #6 oil. ject of ¢ 
TYPE B—%” and 1”. Maxi- . 
mum capacity to 100 G.P.H., Plains ct 
for #1 to #5 oil. entering 
TYPE C—%" and 2". Maxi- of demi; 
mum capacity to 30 G.P.H. of 
#1 and #3 oil. Wuitable 
De Water fr 
Approved by Underwriters’ || @m Plies, T} 
Laboratories, Inc. \. y ing to | 
PREFERRED UTILITIES MFG. COR?) Birla 
pe gee Grave 
1860 BROADWAY Dept. OH-2 NEW YORK 23, West l. 
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It can’t be said that arguing and 
bickering did not follow, but it can be 
wid that the induced draft blower 
weded on this job to provide proper 
werfire draft finally was installed 
without the burner dealer’s conceding 
te had been wrong in any details of 
his modernization plan. The dealer’s 
ttitude was that the burner had 
needed the four modernization steps 
te had outlined for it—the labor and 
material involved in these steps had 
been provided at a fair price—and 
fnally it had developed that the owner 
neded, in addition, the new induced 
draft blower. 

Rotary cup oilburners now perform- 
ing poorly may need new combustion 
chambers, larger suction and return 
ines, oil heaters of higher capacity, 
auxiliary pump sets, electrical equip- 
ment of one kind or another to solve 
il heating problems, large draft regu- 
tors or over-fire draft control equip- 
ment, induced draft blowers, large- 
building heat control systems, and any 
of two dozen other items. 


Many burners in use for more than 
fve years need shop rebuilding—new 
pumps, atomizing cups, air snoots, 
shaft bearings, oil valves, gas valves, 
hinge packing to end fueloil leaks, etc. 

Many burners need repairs and im- 
provements for their ignition systems 
—for at the present time weighty 
problems confront commercial-indus- 
tral oilburner service experts with re- 
spect to ignition delay and ignition 
filure—but the matter of excellent 
design and performance of ignition sys- 
tems and ignitors of horizontal rotary 
cup burners cannot even be touched 
upon here. That’s another subject. It 


fates coverage by itself in a feature 
article, 
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SAVER: Bulletin WC-111 on the sub- 
ect of demineralization of water, Ex- 
plains chemical and mechanical factors 
‘tering into the design and operation 
of demineralizing plants for obtaining 
fuitable process water and boiler feed- 
Water from a wide range of water sup- 
Pies, The application of demineraliz- 
Ng to low-makeup and high-makeup 
plants is also described. 

Graver Tank € Mfg. Co.,- 216 

West 14th St, New York 11, N. Y. 













RAY: Folder illustrates and describes 
Ray forced draft packaged oil-gas com- 
bination burner. Gives ratings, dimen- 
sions, capacities, weights and specifica- 
tions. Cutaway shows mechanism of 
burner. 


Ray Burner Co., 1301 San Jose 
Ave., San Francisco 12, Calif. 


BAILEY: Bulletin 17-E gives technical 
information and illustrations of indi- 
cators, recorders, and controllers, In- 
structions for installation, presented 
both in text and diagram are included, 











and drawings of typical units which 
use the equipment are given, 

Bailey Meter Co., 1050 Ivanhoe 
Rd., Cleveland 10, Ohio. 


HAUCK: Announcing a new line of se- 
ries 620-P Vari-Pressure low pressure 
air type burners, catalog No. 413 pro- 
vides a complete description of the line 
and its capacities either as sealed-in 
without induced air or “open firing” 
with induced air. 

Hauck Mfg. Co., 124-136 Tenth 
St., Brooklyn 15, N. Y. 












@ BIG fuel users perk up and listen 


when you promise more economical heat. 
That’s why alert dealers selling Hev-E-Oil 
Burners are cashing in on the non-competitive 
heavy-oil burner business in their locality. 

So, for Big profits sell Hev-E-Oil Burners — 
designed especially for low-cost commercial fuels — 


instead of expensive light oils. 


You sell a quality product made by America’s leading 
builder of packaged boilers and oil-fired equipment. 


Look at these profit-talking points: 


1. CUTS FUEL BILLS 30% — customers save up to 6¢ per gal- 
lon using heavy oils instead of light oils. Even gain 7% more 
. less fuel used! 


heat per gallon. Less cost per gallon. . 


2. FAST INSTALLATION — installs as easily as domestic burn- 
er. Fits all standard heating boilers. You make up to $500 more 
than you would on a light-oil burner installation. Replacement 


parts always available. 


3. ATTRACTS BIG FUEL USERS — savings add up, especially if 
more than 6000 gallons of light oil or 45 tons of coal are used 
yearly, Satisfaction keeps users ‘sold’ too — year after year! 


WRITE FOR COMPLETE DETAILS on 
Hev-E-Oil Burner franchises now open. 


(so 


SELL 


BIG profits 


heating with No. 4 or 
No. 5 heavy oils 


FOR COMMERCIAL, 
INDUSTRIAL AND 
INSTITUTIONAL 
INSTALLATIONS 


HOTELS 
HOSPITALS 
SCHOOLS 
STORES 
APARTMENTS 
INDUSTRIAL 
PLANTS 
GARAGES 
LAUNDRIES 
GREENHOUSES 
CHURCHES, ETC. 


CLEAVER-BROOKS COMPANY, Dept. K, 
378 E. Keefe Ave., Milwaukee 12, Wis. 


Brooks 


HEV-E-OIL BURNER 





A quality product that builds your business: 
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Cleaver-Brooks Hev-E-Oil 


Distributors expand Space 


THE CLEAVER-BROOKS Hev-E-Oil Burn- 
er Distributors Co. have moved into a 
new office-warehouse-showroom build- 
ing, at 4750 3rd Ave., in the Bronx, 
N. Y. The new location, a four-story 
building, will house the entire staff. 

A showroom, complete servicing-en- 
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OIL “CLEAVER Trey 





























ers serviced by Wymbs, Inc., meet 


Remote monthly. 
According to Frank M. Wymbs, 
Readi ng president, the move was made necey 
TAKE sary by steady growth of the company 
ADVANTAGE and particularly by the highly in 


OF THESE FEATURES: 


Large, easy-to-read vertical scale gives 
tank contents at a glance. Eliminates 
the cumbersome measuring stick. 
The gauge can be installed at any 
elevation and up to % of a mile 
away. 


No troublesome moving parts—oper- 
ates on the sound principle of the 
U-tube. Simple, dependable and ac- 
curate. 


Easy to install—the tank assembly for 
the gauge can be installed when 
the tank is empty or when contain- 
ing liquid. It can also be installed 
separately to complete the tank 
work. The gauge can be connected 
any time later. Just tighten one sim- 
ple connection and the job is com- 
plete. 


FOR TANKS 20 INCHES TO 50 FEET DEEP. @ 
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GAUGES 
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FULL YEAR GUARANTEE ON ALL GAUGES. 
Write for Bulletin PF Today 





creased 1954 volume sales. He said that 
sales have increased more than 50% in 
the first six months of this year over 
the same period of 1953. 
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Oilheating a 
hog House 


ee AS IT MAY SEEM warm sur 
roundings for newly-born piglet 
are essential and help keep pork price 
from being higher, Most hog raiset 
aim at March 1 and September | # 
farrowing dates, but not even Mother 
Nature operates on a completely i= 
flexible timetable. So, as often as not 
the sows farrow earlier or later that 
expected when temperatures may & 
zero or below. 

Hog raisers have used a string 
125 watt heat lamps to keep new pif 
lets warm, but this method has limit 
tions especially in severe weather. An 

ther method is radiant heating, b 


. its installation presents problems ine” 


LIQUIDEPTH INDICATORS, Ine.) “me smucrs ; 

An oilfired horizontal furnace - 

43-22 TENTH ST., LONG ISLAND CITY 1, N. Y.| solved the problem for Henry Butt: 
September 
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aneanid | gineering department and a display of } 
| cutaway burner models showing scotch ' 
| Save Time and Trouble | marine, steel and cast-iron boilers ip ¢ 
| | operation are included in the struc i 
: | ture. _. 
In S ta || p ' T B 0 M 7 T E R | One innovation has been the inclu: Ww 

| sion of a lecture hall for the forums 
where the 250 Eastern oilburner deal: IT 
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DOES EVERYTHING 


IT'S THE MOST EFFECTIVE 
FUEL OIL CONDITIONER 
EVER MADE 


For Commercial—Industrial—and Domestic 
Furnaces and Boilers 





KOR (pronounced “core") completely dissolves 
sludge; keeps the fire-side and entire fuel oil system 
clean, tank to stack inclusive, with no labor involved; 
simply by adding a few drops for each gallon of oil 
in the storage tank 


What We Say Kor Will Do It Does, That Is 
Our Guarantee 
IT’S SAFE TO USE IT'S NON-EXPLOSIVE 


WRITE FOR BULLETINS AND PERFORMANCE PROOFS 
ORDER KOR NOW—DIRECT FACTORY SERVICE 
MANUFACTURERS AGENTS WRITE FOR TERRITORIES 


Gey ameged a cel owe nen, 


Division of Oxi Corporation 











MANUFACTURING, ENGINEERING, AND COMBUSTION SPECIALISTS 


600 WEST Sth AVENUE, GARY, INDIANA 
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No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn Na. 5 heavy fuel oil. Self- 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
features. Write for full details. 


GOOD TERRITORIES OPEN 


C. L. RAYFIELD CO. 


Chicago 8, Ill. 











2010-18 S. Halsted St., 
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ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E, 
code constructed * National board registered * Modern welded 











X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 
STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 
Boiler sizes for all industries. Write for name and J 
address of your nearest Gabriel Boiler dealer. 


BOILE & FABRICATION 


COMPANY 
1428 W.W. 14th AVENUE © PORTLAND 9, ORE, 
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BUILDERS OF FINE BOILERS 


eloil 





HOW TO GET “ 
AN 
FUEL PUMP PERFORM 
THAT CUTS MAINTENANCE COSTS 

































Install 
TUTHILL TYPE SU Pumping Units 
For Dependable Service 
in Industrial Heating 


Tuthill Type SU multiple V-belt pumping units provide struc- 
tural and performance advantages for dependable, uninterrupted 
operation that add up to reduced maintenance expense. 

Features like these make the SU outstanding for handling 
heavy fuel oils in industrial heating: 


% Motors up to 5 h.p. mounted on slotted slide rails for 
easy adjustment or replacement. No drilling or tap- 
ping required. 


% Cast iron base with mounting bolts and adjustments 
easily accessible. 


% One-point belt-tension adjustment. 


% Jack shaft, supported by ball-bearing pillow blocks, 
carries entire weight of pulley and absorbs belt 
tension. 


%& Pump, jack shaft and pillow blocks available as 
separate unit. 


% Pump and jack shaft direct-connected by flexible 
coupling for better alignment and simplified mounting. 


% Wide range of pump models and capacities. 


Complete data is presented in Tuthill Catalog No. 107. Write 


| for your copy today. 


TUTHILL PUMP COMPANY 


Dependable Pumps since 1927 
939 East 95th St., Chicago 19, Illinois 


Canadian Affiliate: Ingersoll Mathine & Tool Co., Ltd. 
Tatol-1a%e)| POs) fol dlo Pol alolo lo 
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operator of a hog farm in German 
| Valley, Ill. Buttel runs the farm for 
| Dr. G. D. Runkle of Stockton, IIL, 
| and last year sold $35,000 worth of 
porkers from the farm. 
Freeport Heating and Appliance 
Co., Freeport, Ill., installed a Mueller 
Climatrol type 253 suspended unit in 











































the barn as shown in the photograph. = 
Henry Wurtzel, the firm’s owner, su- _ 
high p 
| burner. 
— ARTCRAFT = 
39: tot 
Direct Fired | tion o1 
' §PACE HEATERS - 
THE MOST MODERN, ECONOMICAL steam 
AND FLEXIBLE METHOD OF HEATING nation 
LARGE AREAS 
June | 
SERIES "A" FOR June | 
© INDUSTRIAL Cot 
BUILDINGS shippe 
© BARRACKS 1953 
© REPAIR SHOPS 
° HANGARS 
© WAREHOUSES Air, s 
pues pervised the installation which leaves _ Both the concrete floor and ceiling are 
lacie unobstructed the driveway that runs _ insulated so that the structure ig rea 
HALLS, through the center of the hog length. sonably tight against heat loss and an 
— Extending its entire length, the drive- exhaust blower on either end of the 
; way facilitates watering, feeding and roof provides ventilation, Fueloil is Air, § 
wa fH oe ©A9 | cleaning chores. supplied from an outside tank by the 
Pe Cie ene The furnace unit and its gun type _—_ furnace’s two-stage fuel unit. 
(Ale iceiiaaaeaiias burner are controlled by a thermostat Heated air is channeled to the oppo- 
75,000-750,000 B.T.U.) set normally for 52 degrees, with a __ site ends of the hog house by two 14° 
ieteatabne te higher temperature maintained dur- round pipe ducts, impelled by a 15” E 
ing farrowing time. The hog house is _—_ blower, driven by a 1/3 hp motor id 
Chicago Steel Fu — Co. 125 ft. long and 26 ft. wide, with 21 Furnace is rated at 160,000 Btu/hy spen 
CHICAGO 17, ILL. six-foot square pens along each side. _— output at the bonnet. Oil] 
= 3 i avetieteg LS Ing 
. m men 
END Your Heavy Fueloil Heating Problems | = 
—" vers 
.. . With HAYDEN HEATER COMPANY'S "THERMAROD” ee 


Electric Heating tric 
Elements seri 






with (inc 
stra 
Integral Temperature Control hea 
END your worries over heat density, temperature differential and ELIMINATE unsightly junction boxes and inadequate conduit E 
poor heat transfer. entrances. 578 
TURN TO BUILT-IN conduit hubs. Remove the streamlined cover and BX or conduit remains in place. 
THERMAROD SPECIALLY designed 2” N.P.T. mountings for any type wrench. Flange headers available in multi-tubular 
design with densities as low as 12.5 w.s.i. ELEMENTS which DO radiate their rated wattage. BRO 
for: SPECIAL SERVICE TO JOBBERS WITH ATTRACTIVE DISCOUNTS No 
R COMP ANY INC * Easton, . "The new Leader in electric eleme” dus 
HAYDEN HEATE a Maryland design for oil pre-heating” 
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Comm.-ind. Burners off 
during first six Months 


pacTORY SHIPMENTS of commercial- 
dustrial burners, as compiled by the 
OitHeat Institute of America, Inc., 
showed a 20% decline during the first 
jx months of 1954. June shipments 
were of 25% from June 1953, but 


registered an increase of 14% over , 


May 1954 shipments. 

June shipments were divided: Hor- 
zontal rotary cup oilburners, 1,103; 
high pressure and low pressure gun 
burners from 5 to 30 gph, 1,147; 
mechanical air and steam atomizing, 
39: total oilburners, 2,289. Combina- 
tion oil and gas models shipped during 
June totalled: Horizontal rotary cup 
type, 127; gun type, 132 and air or 
steam atomizing type, 8; total combi- 
nation models, 267. Grand total for 
June 1954: 2,556; May 1954, 2,240; 
June 1953, 3405. 

Commercial-industrial burners 
shipped during the first six months of 
1953 and 1954 totalled: 








OILBURNERS 
1953 1954 
Horiz. rotary 6,437 5,671 
Gun burners 10,048 7,310 
Air, steam, atomiz. 393 390 
Grand total 16,878 13,371 
COMBINATION BURNERS 
1953 1954 
Horiz. rotary 645 512 
Gun burners 427 356 
Air, steam, atomiz. 77 105 
Grand total 1,149 973 


@ 
“9 


David Unger, son of Paul R. Unger, 
Mid-West Heat Service, Chicago, has 
spent the summer working for Todd 
Oil Burner Ltd., in London. The train- 
ing he received in England comple- 
ments his cooperative mechanical engi- 
neering course at Northwestern Uni- 
versity, 


HYNES: Bulletin 202 on tubular elec- 
tric heaters with illustrations and de- 
stiption of component parts of heaters 
(including pipe resistors, insulators, 
strap and terminal box) which heat 
heavy oils for industrial uses. 

Hynes Electric Division, P. O. Box 
78, Westfield, N. J. 


BROWN FINTUBE: A series of bulletins. 
Nos. 451, 491, and 521 describing in- 
dustrial heaters of the following types: 


ite 


at, 


thermo-flo tank; immersion steam tank; 
tank suction; line; and model 102 di- 
rect fired. Dimensions, capacities, and 
descriptive diagrams along with pic- 
tures of the units are included. 

Brown Fintube Co., 150 Huron St., 
Elyria, Ohio. 


V. D. ANDERSON: Revision of 36 page 
catalog, “Solving Steam Trap Prob- 
lems.” Now includes information on 
combination float and thermostatic 
traps. In addition, specifications and 


capacities on steam traps, float traps, 





air valves and pipe line strainers are 
given, along with pointers on how to 
install and service traps. 

V. D. Anderson Co., 1935 West 
96th St., Cleveland 2, Ohio. 


BURLING: The second of a series de- 
scribing Burling temperature controls, 
Bulletin 102 covers models V-1C and 
V-1X and explains operation, tube 
construction, switches, and materials 
with diagrams and specifications. 

The Burling Instrument Co., 16 
River Road, Chatham, N. J. 
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greenhouses. 


CONVERSION BURNERS 
up to 35 GPH 


DIRECT FIRED HEATERS 
Hi-boy, Lo-boy, suspended 
80,000 to 5,000,000 B.T.U. 

BOILER-BURNER UNITS 


steam—320 to 3000 ft. 
water—510 to 4800 ft. 





DO YOU INSTALL 
INDUSTRIAL LIGHT OIL BURNERS? 


Up To 35 gallons of oil per hour 


A wise dealer AVOIDS taking chances by careful installation 
planning—and choosing good equipment. 


Don’t guess—CHOOSE a Weatherall Industrial light oil burner 
—and GET these ADDED FEATURES. 





WEATHERALL Industrial light Oil Burners are specified when 
dependable, service free operation is required—for schools, 
hospitals, institutions, office buldings, factories, garages and 


! 

| TO: WEATHERALL ENGINEERS, INC. 
| 478 Smithfield Avenue 

| Providence 4, R. I. 


| Please send me the complete information 
| on Weatherall heating equipment. 


COMPANY . 


Sn Se ne stocker 


Smooth LOW FIRE start 
Positive HIGH FIRE operation 


Modern and foolproof control 
systems 


Electric solenoid oil valves 

No secondary air required 
Complete combustion—High CO, 
Simple and Easy installations 


Minimum service expense 


MAIL TODAY 








Pricloil , 
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Babcock & Wilcox issues Data 
Card on Stress Rupture Values 
PUBLISHED FOR ENGINEERS associated 
with the design of equipment operat- 
ing under stress at high temperatures 
over long periods of time, a new data 
card on stress rupture values has been 
issued by the Tubular Products Di- 
vision, Babcock & Wilcox Co., New 
York. 

The card presents stress rupture 
data on eleven tubing steels used in 
high temperature service. Among them 
are carbon, intermediate chrome-mo- 
lybdenum and stainless steels, 

A component analysis of each type 
is given along with the heat treatment. 
At the testing temperature the stress, 
psi, to cause rupture is given for 1,000, 
10,000 and 100,000 hours. 

Copies of the card (TDC 153-A) 
are available free upon request to the 
company’s offices at Beaver Falls, Pa. 


Pamphlet on checking Steam 

Costs issued by Orr & Sembower 
“HAVE YOU CHECKED your Steam 
Costs Lately?” is the title of a 16-page 







FREE: A NOZZLE KIT to any dealer sending 


booklet published by Orr & Sembower, 


Inc., Reading, Pa., manufacturers of 


POWERMASTER packaged automatic 
boilers. 

The first part of the book consists 
of drawings and captions emphasizing 
typical boiler plant problems. The lat- 
ter part describes and illustrates many 
types of boiler installations in indus- 
trial plants, public utilities, food proc- 
essing, textile, hospital and_ school 


applications. 


Industry Groups 
(Begins on page 52) 
Petroleum Association in Atlantic 

City, N. J., Sept. 15-17. 

Dr. Charles F. Kettering, director 
and research consultant, General 
Motors Corp.; Chester F. Smith, 
Standard Oil Co. (N. J.); and Lieut. 
Gen. Ernest O. Thompson, chairman 
of the Texas Railroad Commission, 
also addressed the group. 

Committee meetings were held dur- 
ing the mornings and Thursday after- 
noon was devoted to group sessions. 
“The Story of Colonel Drake,” a mo- 


us an order for 6 Regulators. Please include 


the name of your jobber. 
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6 
MANUFACTURERS OF ACCESSORIES FOR OIL HEATING AND AIR CONDITIONIN 


Through Jobbers And Manufacturers 


tion picture sponsored by the Qj J, 
dustry Information Committee ya, 
premiered. 


Oregon OHI schedules 
state-wide Meeting 
KLAMATH ‘FALLS, OREGON, has i 
chosen as the site for Oregon Heating 
Industries’ annual state-wide meetins 
on September 18. 
The agenda for the meeting fe; 
tures discussions on natural gas and 
electric space heating, as well as dealer 
forums covering customer relations 
degree-day, credit, service contracts 
and advertising. In addition, a display 
board for the exchange of ideas wil 
be set up, and will include such mate. 
rials as tear sheets of effective news 
paper ads, copies of sales promotion 
letters, successful collection letters 
and other sales promotion aids which 
dealers have used successfully, 


Officers named by Blower 

Manufacturers Association 
WALTER A, CURTIS, Peerless Electric 
Co., was elected president of the Air 


The REGULATOR 
YOU CAN PRE-SEi 
ACCURATELY 
AWD 
EASILY 


That is why more and more dealers are installing 
the Steinen DRAFT REGULATOR. 


Try one on your next installation and judge for 
yourself. 2 models fit 6 smoke pipe sizes. 


Sold Only 


September 
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You can add 
a companion unit 


for cooling 


The Mueller Climatrol Type 124-224 
Winter Air Conditioner can be 
combined with its companion unit, 
the Mueller Climatrol Type 94 
Summer Air Conditioner, for all-season 
comfort. Both are nationally 
advertised as the Mueller Climatrol 
Heating and Cooling Companion Units. 


eae teeta tebe tete be Lele betel ele! 

H MUELLER CLIMATROL 

Eo ‘YeeK W. Oxiahoma Ave., Milwaukee 15, Wis. 

H Send “all products” catalogs as checked below: 

: OGas [ Oil [ Cooling [ “Wet heat” 
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Mueller Climatrol 





HIGHBOY WITH SPACE-SAVING 
VERTICAL DESIGN 
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TYPE 124(cas) 224 (o11) 
WINTER AIR CONDITIONER 
80,000-100,000- 125,000- 150,000 Btu input 





The heating unit of the new companion 
units. Can be installed with the companion 
cooling unit now, or you can add cooling later. 


You couldn’t ask for more in a highboy than you get in 
the new Mueller Climatrol Type 124 (gas)or 224 (oil). 
It’s sized right — it’s priced right — it’s built to the 
high standards that have made Mueller Climatrol the 
pacemaker of the industry for real heating value. 

The Type 124 and 224 are easy to handle, easy to install 
— they’re shipped assembled and completely pre-wired. Their 
compactness makes them a “natural” for today’s homes. 
The oil model is easily convertible to gas with special Mueller 
Climatrol gas-burner package. 

With its pleasing, modern design and its new, handsome, 
smooth finish in Mountain Spring Green, the Type 124 
looks like quality and is quality, through and through. 
Features include heavy-gauge, all-welded steel, updraft heat 
exchanger . . . large blower for quiet operation . . . heavy-gauge, 
insulated, steel cabinet. In every way, the Type 124 isa 
unit you can install with complete confidence. 

Get the specifications on the complete line of Mueller 
Climatrol heating and air-conditioning equipment. Send 
coupon for “all products” catalogs. 


Mueller Climatrot 


2050-R W. OKLAHOMA AVENUE @ MILWAUKEE 15, WISCONSIN 
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Conditioning Blower Manufacturers 
Association, Cleveland, O., at the re- 
cent annual meeting held at the Edge- 
water Beach Hotel in Chicago. 

Homer F. Brundage, The Brundage 
Co., was elected vice president and F. 
W. Brundage, The Brundage Co., was 
named secretary - treasurer. Gary 
Baker, Viking Air Conditioning Di- 
vision, read a report on the Engineer- 
ing Committee projects for the past fis- 
cal year. R. D. McCallum, Peerless 
Electric Co., will head this committee 
during the coming year. 


Exhibitors expected to exceed 
1952 at December Power Show 


ADVANCE REGISTRATION indicates that 
more exhibitors will be showing equip- 
ment at the 21st National Exposition 
of Power and Mechanical Engineering 
than at the last show in 1952, Spon- 
sored by the American Society of Me- 
chanical Engineers, the show is sched- 
uled for the Commercial Museum, 
Philadelphia, December 2-7. 


The 74th annual meeting of the en- 
gineering society will be held at the 








Are Designed To 
Increase Your Profits 


FUSIBLE AND NON-FUSIBLE VALVES 


FUEL OIL FILTERS © SAFETY DEVICES 


Firomatic products, famous for quality 
for nearly a quarter century, are de- 
signed to give you the highest profits 
possible. Ruggedly built for long wear, 
they eliminate cail-backs after installa- 
tion that often eat up profits — and 
they’re priced to give you substantial 
mark-ups. Send for the complete Firo- 
matic catalog and prices. 


Illustrated, are just 5 of over 80 different Firo- 


matic products available. 


FIROMATIC DESIGN CAN BE IMI- 
TATED—BUT FIROMATIC QUALITY 
AND SERVICE CANNOT BE DUPLI- 
CATED. 
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same time as the exposition. The Inte, 
national Exposition Co., 480 Lexing. 
ton Ave., New York, is managing th, 
show. 


ASHVE Meeting, Heating 
Show scheduled for January 24 


THE 12TH INTERNATIONAL Heating 
Ventilating and Airconditioning By 
position will be held in conjunction 
with the 61st annual meeting of the 
American Society of Heating & Ven, 
tilating Engineers, The show will open 
at 2 p.m. on Monday, January 24, for 
| five days at the Commercial Museum 
| Philadelphia, with 400 exhibitors tak 
| ing part. 

| Nearly 3,000 members of the Society 
are expected to attend the program of 
technical sessions at which papers de: 
scribing the latest developments in 
heating and airconditioning will be 
read. Registration will be at the Belle 
vue-Stratford Hotel. 


Additional details are available from 
Society Headquarters, 62 Worth St. 
New York 13, N. Y. 


Charleston (S. C.) Oil Dealers 


plan cooperative Advertising 


THE GREATER Charleston (S, C.) Oil 
Dealers Association is putting into ef 
fect a cooperative advertising promo: 
tion campaign to combat natural gas 
in the area under the chairmanship of 
Van Noy Thornhill, Charleston il 
Co. 


The group plans to mail booklets to 
each fueloil customer and make con 
tact, either personal or by letter, with 

| each architect, contractor, builder, and 
| plumbing contractor in the area. News 
paper space will be taken by the or 
ganization and individual distributor 
will stress the same selling points in 
newspaper copy. 

The group intends to have oil heat 
recognized as quality and modern heat 
ing. The drive it is estimated will cost 
$2,500. 


Industrial Heating Equipment 
Association is Group’s Title 


INDUSTRIAL HEATING Equipment As” 
| ciation, Inc., is the new name of 
| Industrial Furnace Manufacturers 
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Airline heating and air conditioning, we 
mean! A line that’s going places—fast. A line you can go with— 


and grow with—this year, next year, and the years after that. 
Because this is one line that’s really on the move, a line that 
means business—for you. Just talk? Look: 


"Complete line. 

Gas and oil fired furnaces. Winter and summer air conditioners. Hi-boys, 
lo-boys, counterflows, suspended units, conversion burners. Water heaters, 
foo, All designed for easier, lower-cost installation. 





AAA AAR TT 


Outstanding features. ® Quality throughout. 
Space-saving designs. Exclusive Designed, engineered and built in 
tombystion chambers, factory in- our own plant by our own heating 
stalled. Oil units readily converted experts. Quality controlled from start 
19 gas, with no loss of output. Units to finish. Backed by Borg-Warner 
U. L. approved for close clearance. Corporation. 





*Priced right. ®Factory assistance. 

To meet—and beat—competition. Help when you need it—to swing the 
Priced to sell, with full profit for you. big deal, to close the sale, to make 
tery sale a money-maker. sure the installation is right. 
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NORGE HEAT, BORG-WARNER CORP. 
So—if you’re fixing to go places in heating and 760 E. Vine St., Kalamazoo, Mich. Dept. FOH 

air conditioning —if you’re looking around—if you’re 
thinking of making a change—get all the facts about 
Airline. Hustle that coupon to us—now! “| Franchise Distributor [1] Deoler 


We’re interested! Rush details for: 


Have your representative call on us. 
| ENGINEERING 


Company 


Address 
DIVISION OF BORG-WARNER CORPORATION 


Kalamazoo, Michigan 


City _ State 
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sociation, Inc., according to Carl L. 





Ipsen, executive vice president. 

Both the name and the character of 
the 25-year-old association are changed 
as membership is now broadened to in- 
clude induction and dielectric heating 
equipment, ovens, combustion equip- 
ment as well as industrial furnaces. 

















Plumbing, Heating Industries 
Bureau will meet in Chicago 


THE ANNUAL meeting of the Plumbing 
and Heating Industries Bureau will be 


held at the Palmer House, Chicago, at 
4:30 on October 14. 

Officers of the group are Arnold H. 
Goelz, president; John H. Ewald, vice 
president; George O. Toepfer, treas- 
urer; and Norman J, Radder, secre- 
tary. 


Humidifier Association issues 
Folder on winter Humidification 


ADVANCE SAMPLE copies of a booklet, 
‘How Proper Humidity Protects your 
Health and Increases your Comfort,” 
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COLD RADIATORS 


You will turn Cold Customers into Warm Friends 
when you insta!l dependable fast acting Gorton 


Gorton Valves vent quickly, and embody bi-metal 
actuator providing fast closure on exposure to steam. 
Available in 5 venting capacities for radiators and 
2 vent sizes for mains. Gorton Valves give even 
comfortable heating and greater economy to every 
steam heating system. 


For performance plus on every job install Gorton 


ASK YOUR WHOLESALER OR WRITE 





HEATING Cranford, 
fore) :110):9-Wle), > "J. 





are available from the Humidifier Ay 
sociation, 2300 Payne Ave., Cleye. 
land, O. 

The two-color folder explains the 
need for humidification, the effects of 
too-little humidity, and how to obtain 
proper humidity levels with humid; 
fiers. It is designed so it can be used as 
a mailing picee at the consumer level 


Indiana Warm Air Contractors 
plan district Meeting, Oct, 19 


THE SHEET METAL and Warm Air 
Heating Contractors of Indiana will 
hold their third quarterly district 
meeting at the Richmond Supply 
Corp,. Richmond, Ind., October 19, 


Ralph B, Bell, president, Richmond 
Supply Corp., will be host of the eve- 
ning. A business meeting followed by 
a speech is scheduled. 


Plans are being formulated for the 
annual convention on February 3-4, 
1955, at the Hotel Severin, Indianap- 
olis, Ind. 

+ 
ee 


Earl H. Norling has been appointed 
manager of sales training and market 
ing personnel, marketing department, 
Air Conditioning Division, General 
Electric Co., Bloomfield, N. J. With 
G-E since 1927 Norling will work with 
field representatives and distributors 
to develop programs of selling tech 
niques for home heating and cooling 
systems, commercial packaged aircon 
ditioners and Weathertron heat 
pumps.: Prior to this appointment he 
had been manager of education for the 
retail sales section of the G-E Major 
Appliance Division in Louisville, Ky. 


Charles W. Glunk has been named 
district sales manager of the Richmond, 
Va., Sales Office by the A. P. Greet 
Fire Brick Co., Mexico, Mo. The com: 
pany also appointed Dick Olson to 
head the new sales office in Baton 
Rouge, La. 


Clark Munger has been named ad 
vertising and sales promotion managtt 
Barnes Manufacturing Co., Mansfield 
Ohio. Munger will direct the adverts 
ing and promotion of the company* 
line of straight and self-priming 
trifugal pumps. 
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ba Fitzgibbons N° 770 Boiler-Burner Unit" 


say J. J. Morin, (at left) and V. J. Morin 
Principals of J. J. Morin Inc., plumbing and heating wholesalers, 
Laconia, New Hampshire. 


“The 770 has proved to be just what our trade wants — an oil 
fired unit that is really complete with everything needed for 
a fast, simple forced hot water installation. The practical 
design makes it ideal from the serviceman’s viewpoint, too. 
The combustion chamber and tubes can be reached quickly 
for inspection and cleaning. Best of all, our contractors like 
the Fitzgibbons Tanksaver® that never runs out of hot water.” 


More and more contractors in all parts of the country are 
figuring on the 770 for the same reasons. No matter how you 
figure it— from a comparative price standpoint, domestic hot 
water satisfaction, or servicing convenience, the pre-assembled 
and wired 770 is your best bet for a bright profit picture. Check 
with your Jobber or write Fitzgibbons Boiler Company, Inc., 
101 Park Avenue, New York 17, N. Y., for the full details in 
Catalog FO-9. 


Now available with Enclosing Jacket 


(i) The Fitzgibbons Boiler (ss 
iia 117 
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Feeaders’ Problems 


Q. I installed and serviced oilburn- 
ers for over a year, now am in sales 
end of the business, but have a pecu- 
liar problem in my own furnace. 

After an oilburner run and then the 
end of the blower run, there is always 
a strange sound in the furnace like a 
heavy thud which seems to be at the 
top of the heat exchanger. I have 
checked all parts of the burner motor 
as well as all of the blower motor and 
can find no reason for the sound, It is 
just as though something is loose and 
then drops down. That is, it is no mere 
expansion and contraction sound, Our 


furnace is three years old and just 
started making this noise. 
W. H. J., Cincinnati 
A. Discussions with a representa- 
tive of the manufacturer of the furnace 
bring from him the point that the fur- 
nace design is aimed for exceptional 
freedom from expansion and contrac- 
tion sounds, for the indirect heating 
surfaces expand forwards and back- 
wards silently and according to plan. 
The “Blooper,” a weighted check valve 
in the furnace to avoid pulsating trou- 
ble, can possibly give a tinkling sound 
when the burner stops, but can make 
no thud when the blower stops. 


Q. Driven half crazy by this rotary 
burner that fails at igniting the oil 
when the customer’s furnace becomes 
stone cold because of night set-back 
of heat by room thermostat, one of my 
servicemen came up with a brainstorm. 
He’s equipped the furnace with a con- 
trol that starts the burner every time 
the furnace temperature drops below 
90° F. Idea works. Owner will turn 
off the burner main switch at end of 


heating season. Furnace room is excep- 
tionally cold, house being on hill so 
that level of basement floor is at level 
with ground behind the house, so fur. 
nace used to be cooled to about 50° F 
when burner tried to start on a cold 
morning. Is this brainstorm a good 
idea, and how much will it increase 
the customer's yearly oil consumption? 

R. P. F., Brooklyn, N.Y, 

A. Frankly we like the idea and 
have been quietly recommending it for 
the exceptional installations that give 
fewer service calls when it’s used, If 
it increases the fueloil consumption 
100 or 150 gallons per year on a job 
that previously used about 2,000 gal- 
lons per year, the small percentage: 
wise increase in fueloil consumption 
may be worth the freedom from trou- 
ble that results from using the device. 
For certain installations, there may be 
no better way to end the ignition fail- 
ure trouble. 

Q. Your kind offices in helping me 
solve a problem shall be greatly appre 
ciated. It is not the first time. 

I am converting a job from coal to 
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precisION Afago NOZZLES 








THE NOZZLE 
THAT SELLS 
ITSELF! 





ALL CONTAINER LIDS NOW IMPRINTED WITH SIZE AND DEGREE! 
Red for Hollow 





PACKED IN THE 
ORIGINAL CLEARSITE 
HEXAGON CONTAINER 











Blue for Solid 








Hago Product - 1281 Springfieli Ave, ivington 1, ¥. | 


In Canada—RICHARDSON DISTRIBUTORS, 15 Brule Gardens, Toronto 
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—T mee for £. Brooke Matlack, Inc. 


LLION 
< ANNUALLY * 





> MATLACK 
FLAMMABLE 





we are proud that 
Matlack uses Macks 
for its “Pipe Line on Wheels” 


Pipe Line on Wheels—that’s the registered slogan of |The company’s preference for Macks is aptly ex- 
E. Brooke Matlack, Inc., Philadelphia, Pa., one of | pressed in the words of E. Brooke Matlack, Jr., 
thenation’s largest common carriers of liquidsin bulk. | which are quoted above. 


And deservedly so. Each month the Matlack fleet of | What Mack trucks are doing for other operators, big 
925 tank trucks—472 of which are Macks—travels and small—they can do for you. 

2 ene a million miles, transporting more than 95 
million gallons of 200 different liquid commodities. 
Operating in 17 states, Matlack’s tankers range 
south as far as Georgia; west to Indiana and Michi- 
gan; north to New Jersey and New York. 








| i In 1888 with horse-drawn vehicles as its ares 
' rollin 
been bu ie ted E. Brooke Matlack, Inc. has Mack Trucks, Empire State Building, New York 1, N. Y. 
ying ack trucks for close to 4 Factory branches and distributors in all principal cities for 
0 7 service and parts. In Canada: Mack Trucks of Canada, Ltd. 


| 
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oil. That's easy and pleasant. But where 
to put the thermostat? That is my 
quandary, 






Building is one in a row of one-story 
















































wholesale grocery warehouses. Steam 
heat, two-pipe system, radiators at ceil- 
ing. 12 ft. high ceiling. Building is 110 
ft. long, 20 ft. wide. Boiler at extreme 
rear, As attached drawing shows, near 
front is a small, enclosed office. Has 
7 ft. ceiling. Inside it, above door, is 
a small radiator. Not much good, so 
electric heater supplements it. 

Hand firing with coal, in real cold 


& 


YOU'LL SELL MORE . 


with the NEW 





weather 10 Ibs. of steam was found 
necessary, Sometimes the pop valve 
blew off steam. 

Business hours are from 8 A.M. to 
¥ P.M. Due to difficulty banking coal 
fire, it has been a problem to avoid 
freeze-ups of water and liquid grocery 
items, 

I plan top steam pressure of 6 lbs., 
which may be satisfactory with auto- 
matic firing. Trial-and-error basis. 

Ordinarily I would put the thermo- 
stat in the office and let it go at that. 
But seems to me that if the small radia- 
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A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE FAMOUS 


ACME 


TURBOSTAT HEAD 
AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency to much higher. 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 


Cal ... AND MANY 
me: OTHERS 






























1954 







BOILER > 


SHADED ARE 
ARE OCCUPIED 
BY MERCHANDI7E 








—- THERMOSTAT? 


—— OFFICE 








COUNTER 








& 
DOOR > La te 


WINDOW 


tur and electric heater satisfied the ther 
mostat, no matter how cold it was out 
side the rest of the building would re 
ceive insufficient heat or no heat. 

When merchandise is loaded and 
unloaded the large alley doors are open 
for long periods. Front door is opened 
frequently by customers. Place gets 
some thorough airings, and the lost heat 
has to be made up. But how can it be 
done when thermostat in office is satis 
fied due to its own location where heat 
is trapped? 

The owner suggested he would keep 
the thermostat set at night for abou 
50°, would move it to 70° in the morw 
ing. I think this: If office drops to 50° 
in extremely cold weather, the rest 0f 
the building could be considerabl; 
cooler — perhaps approach danger 
point of freezing water, etc. Take imi 
account the place is closed 15 hours pe 
diem, except from Saturday noon t 
Monday morning when it is closed for 
about 44 hours, But during the closes 
hours there is no opening of doors t0 





| chill building. 
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“4 - Saves Installation Time —Insures 

re Customer Satisfaction On Low Gallonage, | 

and Short On-Off Firing Cycle Burners 

pen 
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get HE A. P. Green IFB* Combustion Chamber has been designed 

heat for ease of installation, exceptionally fast heating and complete 

it be combustion. It comes to you in a special cardboard container, 

satis with each piece of the chamber packaged in an individual cell to 

heat insure safe, unbroken arrival. The package also includes a 5-lb. 
can of high temperature Mortar. Everything you need for a cus- 

keep tomer-satisfying installation is included. The front tile is in 2 

bout @ pieces with the burner opening already cut. You don’t have to 

or ® perform this delicate, time-consuming operation on the job. 

50 ' P , 

a, There’s An A.P.GreenCom- © This A. P. Green IFB* Combustion Chamber has been specially 

busti a e designed to meet the exacting requirements of small gallon-per- 

abt) ustion Chamber to Meet hour ranges where there is a short on-off firing cycle. It is avail- 

mgt Every Oil Burner Requirement e able in five standard sizes—0.75, 1.00, 1.35, 1.50 and 2.00 gallon- 

yf Stamlined Combustion Chamber: © © -‘Pef-hour capacities. 

sper : 

mt Rectangular heavy firebrick cham- ° An A. P. Green distributor located near you will give prompt 

1 for mae Ronee te ot siaes, ® delivery and personal attention. You'll find him listed in the 

se Perfecto Combustion Chamber: @ yellow pages of your telephone directory, or write direct for more 

Economical. A heavy firebrick oe information 
1s ti chamber of circular design. Al ‘ 
evellable in allies. = 

* Insulating Firebrick 

Lg A.D. Green ® 

- REFRACTORY @ A. P. GREEN FIRE BRICK COMPANY 

. PRODUCTS @ MEXICO, MISSOURI, U. S. A. 

[a In Canada 
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. .. « Readers’ Problems 


heat according to weather. But that’s 
been with hot-water heat. 

I toyed with idea of having a small 
door in office wall, mounting thermo- 
stat on it and facing office side. Ther- 
mostat could be swung out to regulate 
heat in main, big part of building when 
necessary, particularly during closed 
hours and when biggest doors are 
closed. Two thermostats, one on each 
side of office wall, connected in paral- 
lel, is another wild thought. 





The owner may want a clock ther- 


mostat, but wouldn't relish expense of 


two of them. As for heating the build- 
ing, it should not be too difficult as 
about 75% of the space is taken up 
by cartons of groceries, With much in- 
terest I anticipate your opinion and 
advice. 
F. R. E., Chicago. 
A, You are 100% correct in sug- 
gesting that the thermostat be located 
outside the office. The owner is wrong 
in not wanting this, and you'll have 
to explain to him why he is wrong. 
First, the tail does not wag the dog 
—the dog wags the tail. Because vol- 








GUARANTEED 
UNIFORMITY ! 





1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 

2. Self-Centering internal assembly al- 
ways produces a balanced spray—No 
lopsided fires. 

3. Micro-Finish of Tip and Disc seats 
plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 

4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada. 

5. Tip, Disc and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
mum heat and wear resistance. 

6. Five different series available for 
producing various spray characteristics 
—all developed through hundreds of 
fire tests in both Laboratory and Field 
work. 


WRITE FOR CATALOG "0" 





“24” & “48” Nozzle Boxes 


Don't jumble your nozzles 
loosely in your tool box like 
“nuts and bolts" if you 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the fireboxor air cone. 






wi ae 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 £. ONTARIO ST. 


PHILADELPHIA 34, PA. 
e 


Canadian Agents: (Except B.C.) Canadian General Filters Ltd., Toronto 16, Canada 


Central and Southern Europe: A. Coutau, Rue De La Scie No. 16, Geneva, Switzerland 
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ume of the office is less than 3% of the 
volume of the building, locating the 
thermostat in the office would be simj- 
lar to arranging things so that the tail 
wags the dog. Even if the heating 
equipment in the office and in the reg 
of the building worked perfectly, the 
thermostat should not be in the office 
A good thermostat location provides 
the thermostat with an accurate ide, 
of the overall temperature of the build. 
ing, so the thermostat can govern prop. 
erly the heat output of the bulk of the 
radiation that heats most of the build 


| ing. Never, not even in a residence, do 


we install a thermostat in a small 
closed-off room that’s heated oddly 
compared to the other rooms. 
Second, obviously when the big stor. 
age area is heated properly using mini- 
mum fuel, the office is not heated prop: 
erly. It hasn’t enough radiation, so the 
owner uses the electric heater in the 
office. You are entirely correct in think- 
ing that use of the electric heater in the 
office, with the owner’s turning this 
heater on and off to suit himself, makes 
the office extremely unsuitable as a lo 
cation for the thermostat. Even with 


| the electric heater starting and stop 


ping with the oilburner, or on only 
when the radiator in the office is hot, 
the office still is a poor location for the 
thermostat—because the office is small. 

Third, heating of the big storage 
area is most important and requires 
most of the fueloil that will be burned 
to heat the building properly. Keep 
the big storage area too warm, and you 
waste fueloil; allow it to become too 
cold in most severe winter weather, 
and you risk freezing water and liquid 
grocery items. Obviously the first aim 
should be to heat properly the big stor’ 
age area. Therefore you should locate 
the thermostat about centrally in this 
area. Have the big, important heating 
load govern the starting and stoppitg 
of the burner—and the resultant fud 
consumption which also is important 
Following that, the office receives mote 
and more heat as the big storage are 
receives more and more heat. If the 
office is underheated, it should be fitted 
with additional radiation. Not desi 
ing to install this, the owner can 
his electric heater in the office withou! 
heating the entire building. 

Other points: You are correct i 
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: Dunkirk has added something new to its heating pack- 

“a age, — 3 complete lines of Baseboard Radiation. Cash 

‘a - on the demand for uniform, ankle height, around- 

: the-room, low cost steam or hot water heat. Take pias etree sane: peer arene ora saga ; 
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? advantage of the Dunkirk complete Blue Circle line, DUNKIRK, NEWYORK 
ie designed right, built right, priced right. Boilers and ‘ Send New Baseboard Catalog. 
eS Radiation for residential and non-residential use, spe- iP OS Silsbee ENaC: ; 
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thinking that the heat lost by opening 
big doors in winter has to be made up. 
On some jobs, door switches start oil- 
burners promptly, keep them running 
continuously (except for operation of 
high limit controls, low-water controls, 
etc.) when outside temperatures are 
below say, 35°F. You don’t need such 
an arrangement on this job. But the 












use of such arrangements shows how 





wrong the owner is when he objects to 





his burner’s running at times when 





opening of big doors is chilling the 
place. That’s when the oilburner should 
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COMMERCIAL FILTERS COR 


2 MAIN STREET, MELROSE 76, MASSACHUSETTS 





be doing its best to offset the tremen- 
dous increase in the building’s heat 
loss, caused by keeping the doors open. 
The burner’s function is to heat the 
building properly and prevent freeze- 
ups—even when opening of the big 
doors is the cause of the building’s 
chilling in a way that gives threat of a 
freeze-up. 

Of course, you could house the ther- 
mostat in a wooden box ventilated a 
controlled amount. That would dull its 
sensitivity so that opening of the big 
doors would not result in immediate 


A FULFLO FILTER repeatedly cleans fuel oil again and again 
during a single rapid flow through the Honeycomb Filter Tube 


—not merely a surface filtration. Hundreds of individual films of 


napped cotton fibers filter every drop of oil many, many times 


through the full depth of FULFLO’s Honeycomb Filter Tube. 
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start-up of the burner. It might Please 
the owner. But this is opposite the 
thinking that leads to use of doo, 
switches to start burners, for a boxed-in 
room thermostat permits a building to 
chill considerably before the burner 
starts. The owner should not try to 
fool himself. Any way he looks at it, 
he’s got to pay for the heat lost as the 
result of keeping open the big doors 
during cold weather. 


Q. [have a customer who is having 
quite a bit of trouble with soot getting 
upstairs from his furnace and smudg. 
ing walls, curtains, etc. 

Quite a few servicemen have been 
down there looking at it and none of 
us can figure it out, 

Each room has hot-air registers and 
cold-air returns. Soot blows up through 
the hotair registers and also there is 
soot in the cold-air returns. 

We have extended the chimney, 
tested the furnace for leaks under pres- 
sure. There is good draft over the fue 
and at the breeching. Smoke test read: 
ing is #1. Furnace has been thorough: 
ly cleaned. I even sealed up the draft 
regulator, but all to no avail. 

Any advice you can offer me will be 
sreatly appreciated. 

S. B. D., Peabody, Mass. 


A. Two facts must be faced square: 
ly. First, products of combustion (in 
cluding soot) are finding their way 
from the combustion space or flue pas 
sages of the furnace to the air circula 
tion passages of the furnace through 
which room air flows—with the result 
that the soot appears in the ducts 
registers, and rooms. 

Second, the trouble will continue 
until the leaks or channels through 
which the soot escapes to the clean 
air passages of the furnace are located 
and sealed permanently. 

On actual installations, trouble of 
this type has been ended definitely and 
permanently by removing furnace 
jackets completely and searching thor 
oughly for leaks in or related to the 
direct and indirect heating surfaces 
With the jacket removed from a fur’ 
nace, often smudges can be seen # 
the locations of the soot leaks. Power’ 
ful Photoflood bulbs, equivalent to 50 
or 1,000 watt ordinary bulbs, may be 
helpful. They are used to light up the 
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Sell the burner with the Economy Clutch and you’ll sell 
more burners! Gilbarco dealers meet and overcome com- 
of § Petition without shaving profits with the easy-selling 
ni § features of this exclusive and patented action. When you 
can explain to your customers how the Clutch saves fuel 
--. Show how it increases quietness and cleanliness by 
eliminating smoky starts and stops—your sales will 
“dl show results! And the Gilbarco franchise covers a com- 


at f Plete line of equipment —for jobs of every size and type. 
er’ 
A There are profitable territories open west of the Ap- ay <n 
ty | Palachians. Wire us collect today! with the exclusive 


Economy Clutch 
GILBERT & BARKER MANUFACTURING COMPANY * WEST SPRINGFIELD, MASS. * TORONTO, CANADA 
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combustion space, then each part of 
the flue passages, with the furnace 
room dark. Leaks show up as light 
flowing through breaks or crevices in 
the direct and indirect heating sur- 
faces. In searching for defects and 
shortcomings that permit the soot from 
the flame to reach the ducts and rooms, 
make certain to check all the doors and 
frames of the furnace—flame observa- 
tion door, flue clean-out door, etc. 
Check the smokepipe and the smoke 
outlet parts of the furnace. Look for 
leaks around the lowest parts of the 


combustion space and around the fire- 
box. Make certain soot cannot escape 
from the firebox at the point where 
the burner’s gun extends into the 
furnace. 

Exceedingly stubborn cases of such 
trouble have been handled successfully 
by adding two steps to those just out- 
lined, First, equip the pressure burner 
with a delayed-opening nozzle-line 
solenoid valve to decrease the amount 
of soot formed on starting and stop- 
ping and to delay the spray of oil into 
the firebox until air is circulating 





Oe ee 
DELIVERY 


anywhere in the U.S.A. 


Danbury, Conn. 


Norfolk, Va. 





TERMS ARRANGED 


Trades accepted 








Ask for prices and specifications on 


YOUR CHOICE OF ANY MAKE CHASSIS 


1050 Gallon — 1'/ ton Dodge with 
7:50x20 8 ply tires; complete $4,078. 
1350 Gallon — 2 ton Dodge with 
8:25x20 10 ply tires; complete $4,488. 
1500 Gallon "Special" Dodge; V8 
engine; 133 h.p.; complete .... $4,773. 
1600 Gallon — 2!/2 ton Dodge with 
9:00x20, 10 ply tires; complete $5,286. 
1750 Gallon — 2!/2 ton Dodge with 
9:00x20, 10 ply tires and 19,000 Ib. 
G.V.W. chassis; complete .... $5,478. 


All base prices include 2, compartments, 
full skirting, top shrouding, electric or 
"Fluid Drive reel, 125 feet of I4"" 
hose. Rear or side installed equipment 
and variations in basic specifications 
available in all sizes. Other tank sizes and 
prices on request. Consideration given to 
state and local requirements. 
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Brothers 
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2100 Gallon — 3 ton Dodge with 10:00x20, 12 ply tires; complete 
2500 Gallon—3!/2 ton Dodge with 11:00x20, 12 ply tires; 100% air brakes; comp. $7,916. 
i 3300 Gallon — 4 ton Dodge; specifications on request; complete 






satis 


Philadelphia, Pa. 
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dead, ol. 


Providence, R. I. 
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Rochester, N. Y. 





$6,882. 


See eeeeereceeeee 


$11,890. 





All prices above include Fed. Tax. Tank prices 
on other make chassis and trailer prices with 
specifications on request. 


300 LINCOLN AVE. 








*Iincludes chassis, tank, pumping 
and metering equipment 







Send for FREE CATALOG FO: 


HAWTHORKE, N. J. 
HAwthorne 7-2100-01-02 












through the firebox. Second, equip th, 
smokepipe with an inexpensive draft 
inducer to make certain of negatiye 
pressure in the combustion space and 
flues of the furnace while the burner 
operates. Wire the draft inducer moto, 
in parallel with the oilburner moto, 

You indicate that quite a few sery. 
icemen looked at the job but failed ty 
end the trouble. From that you can 
conclude that considerable hard work 
and expense may necessarily be jp. 
volved in making the furnace behave 


Q. Could you find time to settle g 
discussion regarding baffles which has 
arisen as a result of your recent article 
on these? This pertains mostly to hang. 
ing type refractory baffles. 

It has been proven to my satisfac: 
tion, by instruments, that the tempera 
ture reduction you gain by installing a 
baffle comes back up to the original 
reading after the baffle itself reaches 
the temperature at which it no longer 
absorbs heat. 


I had this happen to me in the pres 
ence of a customer. I'd left my stack 
thermometer in the smokepipe while 
doing something else. As the burner 
ran about 15 minutes, the thermometer 
reading slowly climbed up to 700° 
from the 600° the baffle supposedly 
had cut it down to. This took a little 
explaining and I doubt if I made my 
point too well. I still insisted that in 
spreading the heat to the boiler walls 
the baffle made the boiler absorb more 
of it, Is that true? 

I would like an answer to this as! 
have been a great booster of baffles for 
years. 

M. C. S., Quincy, Mass. 

A. If before installing the baffle you 
had operated the burner 15 minutes 
while doing something else and with 
your stack thermometer in the smoke 
pipe, you might have wound up witha 
reading of 800°! You bring out the 
point that in traveling fast from jobt 
job, we must be practical in reading 
stack temperature in a hurry—if we 
were not practical in that way, W 
wouldn’t read many stack temper 
tures, We can’t work on the basis 
taking readings every five minutes, and 
recording the reading after the stack 
temperature stops rising. On that bass 
to read the final, maximum stack tem 
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HOW TO MAKE 
YOUR CUSTOMERS 


“HEAT 
HAPPY” 


Up and down the line, from manufac- 
turer to dealer to user, “Heat Happy” 
means trouble-free performance of the 
oil-burner. And, one of the major 
causes of service calls is eliminated 
when an acme Electric transformer 
becomes a standard part of the instal- 
lation, 


Acme Electric oil-burner ignition transformers 
were designed to perform better, and last longer. 
Ruggedly constructed with every component 
built to heavy duty standards. Cores are assem- 
bled from silicon steel annealed laminations, 
coils are layer-wound and vacuum impregnated. 
The core and coil assembly is dipped and baked 
in insulating varnish after which it is potted in 
special heat dissipating compound. Heavy gauge, 
drip and splash-proof case is attractively finished 
in durable baked enamel. Big, convenient outlet 
box makes primary connecting a cinch. Shielded 
construction eliminates interference to radio or 
television sets. Quiet, no hum operation. 


A variety of mounting designs are available. For 
testing samples and further information write 


ACME ELECTRIC CORPORATION 


509 WATER ST. CUBA, NEW YORK 


In Canada: Acme Electric Corporation Limited 
50 Northline Rd., Toronto, Ont., Canada 
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peratures of certain jobs might take us 
two hours because the temperatures of 
the furnaces or boilers and heating 
systems continue inching upward for 
two hours, and so do the stack tempera- 
tures. 

Being practical, we've told service- 
men new at combustion testing to 
“read the stack thermometer about five 
minutes after putting it in place and 
starting the burner.” To say 30 min- 
utes instead would be impractical, 
though theoretically that’s much bet- 
ter. The reading obtained after five 








minutes depends on whether or not the 
furnace or boiler was hot—if hot, how 
hot—when we arrived on the job, and 
how much we ran the burner before 
starting testing. 

Another point advanced against 
back-wall corbels and over-fire baffles 
is that the stack temperature reduc- 
tions they produce on certain jobs may 
be the result of cutting the flow of 
radiant heat to the direct heating sur- 
faces and increasing firebox tempera- 
tures, resulting in higher temperatures 
for bases of dry-base boilers and fur- 
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NEW ALL CHROME 
FLAME MIRRORS 


ALL-NEW NOZZLES 


“/ Precision point valves give bal- 
anced spray in both hollow and 
solid cone —no 
pattern. 


/ Each 


tested and checked for spray angle 
and capacity. 


Perform at peak efficiency with ALL 
types of U.S. and Canadian fueloils. 


Quality work we're proud of. 





lopsided flame 


nozzle individually flame- 
























Adjust in a jiffy—the dependable tele- 
scoping joints STAY put—just pull out the 
shaft to its full length. No sections to 
screw together—no clamping nuts to 
tighten. 


Full SWIVEL head—double ball-and-socket 
joint permits tilting mirror to any angle! 
Rugged construction. Soft cloth bag pro- 
tects mirror when not in use. 


Write today for complete information. 





ALSO 

AVAILABLE: 
7”x7” Chrome- 
plated steel 
mirror. Inter- 
changeable 
with the 414,” 
round mirror. 
For larger in- 
dustrial instal- 
lations. 
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' HL HARSCH & COMPANY 


230 Tuscan Rd. Maplewood, N. J. 
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naces—and greater flow of heat to ce. 
ment floors beneath the furnaces ang 
boilers. 

However and as you say, it is true 
that proper baffling crowds red-hot 
products of combustion against heating 
surfaces and makes them work harder 
—increases the rate of heat transmis 
sion through the surfaces that work 
harder. 

Moreover, the proof of the pudding 
is in the heating—and in the fuel con- 
sumption. The entire matter can be 
settled by getting together data that 
prove positively that the installation of 
good baffles has reduced the fuel con- 
sumption of actual installations, In cit: 
ing the advantages of the type baffles 
you install, don’t forget the more com: 
plete, cleaner combustion that comes 
of using them, Good baffles usually 
cause flue passages to remain clean 
longer—that saves fuel by itself, also 
makes for fewer flue cleanings. Quieter 
combustion also often is gained by 


4 


proper baffling. 


Q. I just want to know if this is 
a usual practice in the oil business, 
for if it is there’s something wrong on 
a public relations basis. Over in Neu 
Jersey about 15 miles from New York, 
the owner of a new house alread) 
equipped by its builder with a 275: 
gallon oil storage tank was told by an 
oil company that it does not deliver 
oil to such small tanks. Asked about 
this, the builder answered that he'd 
used 275-gallon tanks in dozens of 
homes in the development, and the 
owners never faced complications 
about buying oil. Doesn't it seem to 
you that 275-gallon tanks should not 
be installed in homes if oil companies 
don’t like such tanks? 
O. E. M., Manhattan, N. 7. 


A. It seems to us that the builder 
gave a good answer. Few owners 0! 
275-gallon tanks have trouble buying 
fueloil, Oil companies in general pre 
fer customers to have storage tanks 
larger than 275-gallon size, but th: 
oil company that refuses to deliver 0 
to a tank of this size is a rare excep’ 
tion. We doubt that lecturing the pa” 
ticular oil company on its poor public 
relations policies is in order. We be 
lieve the matter can be closed simply 
and completely by this home owner* 
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How much money and goodwill 


did you lose last year 
servicing new heating installations? 


When you make a heating installation it’s got to be 
right. If it isn’t, you keep making service calls until it 
is. And, every time you make one of these calls you 
lose money on your new installation sale and create 
customer dissatisfaction. The profit you originally 
expected to make dwindles rapidly. And the new busi- 
ness you hoped to develop through good word of 
mouth advertising backfires. 


Why are follow-up service calls necessary on a 
new installation? 

Sometimes the installation is not made properly. But 
more often, the heating unit left the factory without 
thorough checking and testing to make absolutely sure 
that every part was in perfect working order and 
properly adjusted. 


How can you eliminate these profitless calls? 


This leads us to one of the major reasons why we 
believe you should seriously consider selling the Cen- 
tury line. Every Century heating unit is tested at our 
factory before we even consider shipping it to you. 
The job of checking every detail of operation and 
painstakingly making any necessary adjustment is done 
for you. 


Consequently, when you install a Century Unit, it 
works perfectly. Follow-up service calls which cut your 
profit on the original sale are seldom if ever required. 
And it takes less time to install because of Century’s 
advanced cabinet engineering. 


The Importance of the Satisfied Customer 


And don’t forget this. An installation that does not 
require follow-up service calls not only saves you money 
it makes money for you too. Every time a customer 
has to call you to come out and fix something, he’s 





displeased whether it costs him anything or not. And 
he probably tells his friends and neighbors about the 
trouble he’s had getting his new heating plant working 
properly. Think how much better it is for you if instead 
he tells about how efficiently you made the installation 
and how he’s never had one bit of trouble from the day 
it was installed. Good word of mouth advertising by 
your satisfied customers can produce more new business 
than just about anything else you can do. Century 
helps you guarantee customer satisfaction. 


Other Century Advantages 


There are many other reasons why Century is a good 
line to sell. There are exclusive Century features like 
the Air Purifier-Humidifier. You choose the humidity 
you want, set the Humidistat dial and forget about it. 
The same degree of humidity is maintained automati- 
cally all winter long. Century is a complete line. There 
are over 50 different models available to meet any and 
all heating requirements. 


But in this advertisement we want to emphasize the 
factory testing of all component working parts. Be- 
cause, although in many respects good heating equip- 
ment is similar in design and engineering, Century takes 
this extra precaution to help you the dealer sell good 
heating installations at a good profit. 


Something you can do about it right now 


Before you turn to the next page, stop and think about 
what this can mean to you. Then fill out the coupon 
below, and send it to Century Engineering Corp., 
Cedar Rapids, Iowa, for complete information on the 
Century line. We sincerely believe it’s worth your 
looking into from a dollars and cents standpoint of 
making more money this year and for many years 
to come. 


The Century Line: 
Gas and Oil Fired Hiboys, Loboys, Industrial Models, Gravity Units, 
Horizontals and Central Air Conditioning Units. 
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" CENTURY ENGINEERING CORP. r 
, illustrated: Cedar Rapids, Iowa i 
, Century loboy. ' 
Cut-away view Gentlemen: Please send me complete infor- : 
' a mation on the CENTURY line. ; 
| humidifier unit. r] 
, Name i 
Ma Firm - 
ENGINEERING | Address ; 
1 CORPORATION City State ; 
a. JAL Cedar Rapids, lowa 5 
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SQOTMASTER 


V No Outside Bag 
UV No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Vuterested? Want more details? 





Contact your jobber or write us today. 
MASTER-CRAFT SUPPLY CO., INC. 


Fumace Cleaner 


with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 


V Leak-proof Dust Filters 

V Double Filter Protection 
VU Compact - Light in Weight 
V Easy to Handle 










Dept. FO HAVERSTRAW, NEW YORK 








buying oil from a company glad to 
have him as a customer. There are 
many such oil companies, 


Q. I have a single-pipe steam sys- 
tem in my ten-room house. It is 
equipped with —_——— #2 vacuum 
type radiator valves and has worked 
perfectly for over 30 years. 

Recently two of the valves failed 
and I have been trying different makes 
including the modern version of the 
make I’ve always used, which does not 
work as well as the old style. 

I have installed one ———— which 
vents air perfectly from the radiator, 
but not being the vacuum type does 
not cause the system to develop a 
vacuum. I wrote to the manufacturer 
of this valve and they advise that the 
vacuum idea is out of date. They say 
my system will work more efficiently 
with valves like theirs. They also ad- 
vise me to write to you for a scientific 


Big value H.C 


TYPE DF-AC DOWN-FLOW OIL FIRED FORCED AIR 
FURNACE — 24” x 3034”x 74”. Easy access to blower 
and controls: Return air intake at the top can be 
straight down or come in at either side or back. 
Bottom discharge opening 18” x 18”. Highly eff- 
cient.Extremely quiet. 92,000 BTU/hr. output. 


TYPE U-AC UP-FLOW OIL FIRED 
WINTER AIR CONDITIONING 
FURNACE — 2714” x 30” x 60”. 
Optional front or top smoke pipe 
outlet. Pull-out blower mounting. 
Quick accessibility to burner and 
controls upon removal of front 
panel. 82,000 BTU/hr. output. 





H. C. Little offers the ONLY vapor- 
izing oil furnaces U. L. listed for 
low-cost, high-heat No. 2 oils. 
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discussion of the subject. 

Years ago I was an Electrical Engi- 
neer but not up on the last word of 
heating and ventilating though I have 
always understood that a vacuum sys- 
tem gave the most economical and satis- 
factory results. Information will be 
much appreciated. 


D.R.C., Summit, N. Jy 


A. Most oilfired domestic steam 
heating boilers provide summer-win- 
ter hot water, therefore it is assumed 
yours does. If you aim to be a perfec- 
tionist and you believe a vacuum sys- 
tem gives most economical and satis- 
factory results, you could buckle down 
to the task of eliminating from your 
system all defects which make it un- 
able to develop a high vacuum when 
the oilburner stops at a time when all 
the radiators are full of steam. First, 
replace all radiator and steam-main 
vent-valves with brand-new  vent- 
valves—the very best vacuum-type 


vent-valves you can buy. Second, use 
steam at perhaps 12 lbs. pressure to 
help you locate slight leaks in the sys. 
tem, through which steam escapes dur. 
ing your testing, and through which 
air would enter the system when 
there’s a vacuum in it. 

Thoroughly “‘vacuumized” in this 
way, some systems show vacuums up 
to 20” after firing is stopped with the 
radiators filled with steam. Your boil 
er should be fitted with an accurate 
gage that shows pressure and vacuum, 
of course. 

Now you may encounter one of two 
kinds of trouble. First, following stop. 
ping of the burner by the room thermo 
stat, development of the vacuum may 
be accompanied by lowering of the 
boiler temperature to the degree that 
the temperature control on the boiler 
(needed for providing summer-win 
ter hot water) starts and stops the 
burner frequently with the result that 
















fuel economy. 
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H. C. Little Burner Co., Inc., San Rafael, Calif. 
Send facts on U-AC and DF-AC oil furnaces (0: 


Name 


Little oil furnaces 
-easy to sell at high profit! 


New eye appeal. Compact design. Easy to service — front 
panels remove by turning handle. Very quiet operation—00 
hum, no vibration, no “blow-torch roar:’ H. C. Little Air-Jet 
Ignitor — provides fast, positive starting, greatest fuel economy 
and long ignitor life. Fully automatic —thermostat control, 
on-and-off operation, no pilot light. Insulated blowers 
—cushioned for quiet. Extremely high efficiency —:¢2! 











Head Office: San Rafael, Calif. | 
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Use popular((ip} conversion kits as premiums 
.-. attract new customers . . . build good 
will of old customers 


Order a supply of these popular A-P space heater conversion 
kits for each of your drivers — then watch business boom! 
When tied in with oil deliveries, prospects and customers 
can’t resist the comfort magic of 100% automatic heat. 
Look at these five “self-selling” features: 

1. Even heat promotes better family health. 

2. All-Electric kits are complete, nothing else to buy. 

3. Home handyman makes own easy installation, if désired. 

4. 100% guaranteed by A-P for years of trouble-free service. 

5. Fit all space heaters equipped with A-P 240-Y manual oil 

control valve. : 

Best of all — price is so low that you can offer kits as pre- 
miums with yearly fuel oil contracts or sell outright as “plus” 
profits for you and your drivers. 

























MODEL K240-ETS. For space heaters 
and floor furnaces with fan 





for Air ® Liquids © Gases ® Refrigerants 


Anyone can install kits 


Electric conversion top mounts di- 
rectly on top of A-P manual control, 
found on most popular makes of 
oil-fired space heaters. Takes a few 
minutes to install. Only two screws MODEL K240 ED. For gravity space 
to tighten, then connect to thermo- heaters 

stat and transformer. Complete di- 
rections furnished with each kit. 





Order a supply of Thermostatic Conversion kits from your 
"jobber or write for complete details. 


H-P CONTROLS CORPORATION 





MODEL K240 EG-Y. For gravity floor 
2458 N, 32nd Street, Milwaukee 45, Wisconsin furnaces 


In Conada: A-P- Controls Corp., Ltd., Cooksville, Ont. © For Export: 13 E. 40th St., New York, N. Y., U.S.A. 















. . « « Readers’ Problems 


the radiators remain hot when the room 
thermostat circuit is open, Maintained 
at 170° F., for example, a boiler will 
continue heating radiators in which a 
high vacuum has been developed. 

Second, following a long heat-up 
oilburner “on” period early in the 
morning and caused by raising the set- 
ting of the room thermostat, the sys- 
tem may operate under vacuum for an 
entire day or for most of a day. The 
slightest air leak that affects one radia- 
tor then will cause that radiator to 
remain cold when the other radiators 
of the system are heated. 

Encountering either of the above 
troubles, some oilheating 
equip the system with a vacuum break- 
er that permits air to enter it when 
a vacuum higher than 5” or 10” is de- 


experts 


veloped. 

There are two schools of thought. 
One is that such “vacuumizing” as is 
described above is overly expensive, 
overly troublesome, and overly rated 
with respect to the fuel economy and 
heating comfort it produces. This 
school of thought is that best results 
come of using the high-capacity vent- 









Introducing 


THE NEW 


O1LCO he 


To meet the 
advancing needs 
of the industry 


valves (non-vacuum type) of the types 
developed in recent years especially 
for heating plants fired automatically. 
The men who follow this line of rea- 
soning find that few systems equipped 
with vacuum-type vent-valves really 
develop worthwhile vacuums—and the 
few systems that develop outstandingly 
high vacuums need periodic attention 
to keep them tight, and need replace- 
ment of vent-valves occasionally be- 
cause defects develop with the result 
that the vent-valves no longer are air 
tight. 

The other school of thought is that 
“vacuumizing” an oilfired system cer- 
tainly is worth the time and expense, 
for it provides the economical and 
satisfactory results that you mention. 

Make up your mind, then take suit¢ 
able action with respect to your heat- 
ing plant. Either (1) “vacuumize” it 
so that it actually develops appreciable 
vacuum as indicated by a good gage 
on the boiler, or (2) discard all your 
old vacuum vent-valves and_ install 
new-style vent-valves that are adjust- 
able, intended for on-off oilfiring, and 
give modern high-speed air venting. 


USTOM-BUILT 
LONG-RANGE 


LOADING ASSEMBLY 








Your only mistake would lie in com, 
promising, using in your system some 
vacuum-type vent-valves and some 
non-vacuum valves. Either of th 
above-described two steps can obtain 
excellent results for you. Don’t be yp, 
fair to vacuum-type valves by using 
them in a system which has air leaks 







and therefore cannot develop a vacy, 
um. The modern high-speed vent 
valves are far better for such a system 


Q. We have the opportunity of con 
verting a Spencer L-1 Model 105-19) 
steam boiler, with a net load of 183 sg 
ft. of steam radiation, Grates are about 
14” wide, 24” long. 

We have been told this down-fee 
coal burning boiler cannot be converted 
to do a good job with a high pressure 
gun burner or any other type of oil 
burner. 

We would appreciate any data that 
you might send us to help insure a good 
conversion installation. 















WATCH 
M. G. E., Gloversville, N.Y. 
A, This boiler certainly is oversize, 
for according to p. 454 of the Beacon 
Boiler Reference Book Spencer Heater 
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TIMKEN = BEARING 
EQUIPPED @® 






No. 462 


Sizes: 3’ x 4” 


No. 827 swing join? provides 360-degree rotation of the drop tub 
and is provided with handle to facilitate operation. 
Compression springs which never fatigue, operate in conjenets 


This newly designed and successfully-field-tested assembly of extreme 
long range, without es loads transports and tank cars 
with unsurpassed speed, greater flexibility and trouble-free handling. 
It includes two of the new Oilco (No 857) swing joints, aeeee 
with TIMKEN tapered roller bearings which insure greater friction- 
free load capacities. 


These new swing joints are packed with "'O" ring seals operating 
against heavy chrome surfaces to guard against leakage and wear 
Repacking time less than 15 minutes for complete assembly, 
without dismantling any connections. 


The assembly and alignments are perfectly engineered in keeping 
with Oilco's high standards with precision hardened ground bear- ft 
ings and races on all swing joints, except No 827. Soft or flame- ere ready to proceed with spee care-free volume 

hardened materials have no part in the construction. Write for descriptive folder, A-2. for added detalls. 


OIL EQUIPMENT MANUFACTURING COMPANY 


INCORPORATED 







with perforated lever arms to accomplish desired torque @ 
of vertical movement Thereby. the vertical movement is 
balanced and the loading arm remains in loading position 
locking devices or manual effort. The assembly will rise 60 deg 
above and descend 45 degrees below horizontal. fine 
The assembly includes No. 150 self-closing shock-proof boodiet i 
Al 






valve; and a Timken bearing pillow block at the top 

which dispenses with the need for an additional swing joiat 

joints are grounded with static connections. nd 

Completely assembled at the factory. Bolt up the flanges hor of 
vy. 
















LOUISVILLE 11, KY: 





3100 VERMONT AVE. 
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WATCH OUT FOR KIDS! 


Ford M aster-Gu ide Power Biers provides Seekened 
steering ease even under rough off-road conditions. 


Now! Steering effort cut 757% 


New Ford Master-Guide Power Steering reduces 
manual effort as much as 75%, cuts road shock, 


helps driver get more work done! 


Forp, pioneer in driver comfort with the Driverized 
Cab, now offers Power Steering for still greater ease 
of control. New Master-Guide is standard on new 
Tandem-Axle models with Cargo King V-8 engines, 
available at extra cost on most other Bic Joss. 





Master-Guide practically frees the steering wheel from 
tiring road shock. A full-time system, it supplies up to 
75% of the effort required for steering . . .a real boon 
in parking, maneuvering, or off-road driving. By 
reducing driver fatigue, it increases work output and 
lowers your over-all trucking costs. 


For complete information, see your Ford Dealer 
today! Or write: Ford Division, Ford Motor Co., 
Dept. T-19, Box 658, Dearborn, Michigan. 


SAVE WITH ALL THREE! 

1. Gas-Saving Power! 

2. Driver-Saving Ease! 

3. Money-Saving Capacities! 





And...Ford Trucks 








Power cine 3 is standard on this new Ford T 800 Tandem- Asie Bic Jos. 


last longer, too! 


FORD 


TRIPLE ECONOMY 


eer. built for low first cost, the T-800 hauls 60,000 Ibs. GCW, carries 
40,000 Ibs. GVW. Short-Stroke, Low-Fricrion 170-h.p. Cargo King V-8 
delivers up to 41% more horsepower per cubic inch displacement than other 


engines in its class, for gas-saving efficiency. 
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. . . » Readers’ Problems 


No, L-105 can carry a direct steam 
radiation load as much as 390 sq. ft., 
whereas the boiler you describe carries 
a load of only 183 sq. ft., same basis. 
Couple that with the fact that these 
magazine boilers are highly adaptable 
to oilfiring, and the inevitable conclu- 
sion is that here you have an excep- 
tional opportunity to produce an out- 
standing conversion job, 

Your own good judgment and ex- 
perience will undoubtedly lead you to 
an excéllent design for the combustion 
chamber. However, here are a few sug- 





gestions for you to consider. 

Block off the magazine, as the ac- 
companying drawing shows, so that 
products of combustion cannot enter 
the magazine. Do the blocking-off in 
an air-tight fashion—then you'll have 
no worries about air leaks around the 
door that has been used to fill the 
magazine. 

Firing about 1.35 gph, even though 
the load calls for a much lower gph 
rate, will provide fairly fast steaming 
when heat is needed and help avoid 
nozzle-plugging difficulties. Consider 





Granco Meters 


REDUCE YOU COST OF FUELING 














Check these 


PROFIT BUILDING features 


CT Telcelalict-te Mela cea 7 
Sealers approved 
Individually tested & certified 
Faultless operation 

Saves driver and truck time 
Printed record of your fueling 
Saves accounting time 


Day and nite fueling 
Wate(-Vm lola @elale BC) 


Meter does your policing 


Let us tell you how GRANCO 
Meters can save you time 
and money. Write... 
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| For all services where 
accurate metering is desired 


@ BULK PLANTS 

@ WHARVES 

@ FIELD INSTALLATIONS 
_ © TRUCK LINES 

@ DELIVERY SERVICES 

@ BUS LINES 

© TAXI COMPANIES 

@ BREWERIES 


| © LAUNDRIES 
© TRUCK AND FLEET OPERATORS 


‘a 
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METERS AND PUMPS 


GRANBERG CORP. 


1308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA 


























Magazine Feed Boiler 











using insulating firebrick, as they can 
be carved or sawed easily if you have 
difficulty making the firebox as wide 
as it should be. Consider a 67” nozzle 
height, 10!4” width for the firebox, 
16” length, and side wall height of at 
least 16”—higher would be better. 

As the firebox necessarily will be 
long and exceedingly narrow, the prey 
sure burner you install should be able 
to give a long, narrow, “dog tail” flame. 
Try to install a burner having this abil: 
ity. If you don’t succeed and have 
trouble later with impingement on side 
walls of the firebox, you may have to 
switch the burner to different air-han 
dling parts for its gun tube, which are 
designed to produce a long, narrow 
flame. The manufacturer of the burner 
you install may be able to help you by 
providing special gun-tube air-handling 
parts to produce the proper narrow 
flame. 

a 


“9 


AMERICAN CATALOGUE SHEET: lists 
round combustion chambers in four 
standard sizes with or without adjust’ 
able baffle. Has specifications for in 
dividual round, square, rectangular oF 
adjustable combustion chambers. The 
American Clay Forming Co., Tifin 
O. and Tyler, Tex. 


DONGAN: Catalog of replacement igo! 
tion transformers and bases for ol 
burners. Pictures transformers af 
lists voltage (primary and secondary) 
and terminals (number, type and lo 
tion). Diagrams size and position 
interchangeable bases. Dongan Electri 
Manufacturing Co., Detroit 7, Mich. 
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Add NEW Dispersant FO 


(FURNACE OIL GUM DISPERSANT) 


YOU'LL GET MORE §=—s'@ Your heating oil! 
BUSINESS WITH AN Sescuvsyen™rern 
INHIBITED FURNACE OIL inhibits rust tn stevege tenks end Mace 


Eliminates many costly home service calls 








Easy to add at any temperature—in 
storage or truck tank 






Economical—1 pint/1000 gallons 


Ss of oil stock 

















Here’s a way to beat the competition in your selling area. With new 
liquid Dispersant FO in your home heating stock, consumers will 
prefer your product, and your service calls will be greatly reduced- 
. Oronite’s new Furnace Oil Additive will keep home heating systems 
3 clean and trouble free by checking the formation of screen-clogging 
‘, gums and by inhibiting rust and corrosion in tanks and pipes. 


i Dispersant FO is easily added to your storage tank or when filling 
F your truck tank. It is also economical to use—just 1 pint to every 


1000 gallons of burner stock. 


Write or phone the Oronite office nearest you 


4 for complete information 

) cHEMIC 
y COMPANY 
! ORONITE CHEMICAL COMPANY 

Ic 200 Bush St., San Francisco 20, Calif. » 714 W. Olympic Bivd., Los Angeles 15, Calif. 

h. 30 Rockefeller Plaza, New York 20, N.Y. ° 20 North Wacker Drive, Chicago 6, Ill. 





Mercantile Securities Building, Dallas 1, Texas 





Among the group are time delay valves, manual reset 
valves, two-way on/off and three-way valves. Aluminum 
brass or stainless steel is used as body metal to suit inde 
vidual applications. 

Made by: General Controls Co., 801 Allen Ave., Glen 
dale, Calif. 


Circle El on coupon, page 162 








Herco oilfired boiler-burner Unit 
and commercial hot water Boiler 


HERCO tankless coil oilfired boiler-burner units provide both — 
Ales Fouaileents domestic heating and hot water needs in five sizes, ranging 
in capacity from 99,000 to 252,000 : : 
Each New Products item has an identifying number. Btu/hr. Units are completely pack- 
If you want more information on any equipment described aged, with Herco gun burner and all 
here send the coupon on page 162 to FUELoI & Oi HEAT, controls prewired at the factory, Fully 
2 West 45th St., New York 36, N. Y., and identify the enclosing jackets are available. 


product by circling its number on the coupon. Commercial hot water supply boil- 
ers also are made in five sizes, 19 to 39 

General Controls has new Series gals. Unit consists of galvanized shell, 
of compact, midget solenoid Valves insulated boiler jacket and combustion 


chamber. Oilburner and controls are 
A SERIES of compact, midget solenoid valves for handling packed separately, Output ranges from 


all types of gases and liquids has been introduced by Gen- 100 to 255 gph at 100° F. rise. 

eral Controls. Available in many models for control of ithe by Hlaveo td Waniliay Cer: 
fluids in domestic, commercial and industrial applications, Pe yaaa al Bikakating 

the K-27, K-28 and K-29 valves have soft seat, tight shut- e F ough 
off construction and are multipose. Circle E2 on coupon, page 162 








“We Make More Profit 
When We Install 
REXOIL OIL BURNERS....” 


. that statement represents the conclusion reached by an 
independent survey organization after interviewing a representa- 
tive group of Oil Burner Dealers in two sample cities. 


You, too, can make more profit by selling and installating the 
quality oil burner—REXOIL. 


REXOIL DEALERS MAKE MORE MONEY IN 4 WAYS! 


*25% LESS INSTALLATION COST *FREE ENGINEERING SERVICE 

This is really an extra 25% clear profit for the REXOIL For those hard-to-figure jobs—REXOIL engineers will 
dealer. There's no easier way to make money than just prepare all plans and specifications without cost to you. 
not to spend it. 


*PRACTICALLY NO REPAIRS *ADVERTISING ASSISTANCE 


Repairs are always ex ive to the dealer and annoying Prepared mailing pieces, newspaper mats, point of pur- 
to the customer. Seldom does any REXOIL ever need chase displays, etc. are supplied to REXOIL dealers 
repairs. FREE. You pocket this saving, too! 





é JOBBER AND DEALER INQUIRIES INVITED! 
* Conclusions resulting from independent survey of oil burner dealers. Rg & g b - be e X 0 j L f 1 n 2 


37 CARROLL ST. 
BUFFALO 3, NEW YORK 


September 
1954 





WWIET-HEET now backs up its quality oil 





ummer with performance-tested G-E controls 


QUIET-HEET engineers outline reasons why G-E 
heating controls have been selected by this 
leading oil burner manufacturer. 


According to their Engineers, ‘“‘Dealers of Quiet-Heet oil burners can 
expect General Electric controls will be available on future shipments of 
oil burners.” The design, simplicity, and dependability of these con- 
trols, which were proved in thousands of field tests, meet rigid en- 
gineering requirements. 


DEALER ACCEPTANCE of G-E controls is impressive, thanks to the G-E 
Bandwagon school, the new Controlmobile service school, and the 
popularity of G.E.’s exchange plan. Dealers tell them G-E controls 


SIMPLICITY AND DEPENDABILITY are features furnace and really are easier to install and service. 


burner manuf; 

specify GE. acturers take advantage of when they OIL BURNER MANUFACTURERS like Quiet-Heet are assured of top 

- customer service by a national network of trained servicing distribu- 
MICEMEN attending General Electric Controlmobile tors in key marketing areas ...a service being expanded each week. 


we School attest to the easy installation of G-E 
ting controls, FOR FULL DETAILS on how you can team the quality of your burner or 


furnace with highest quality controls for even the most budget con- 
scious home owners and builders, contact your nearby G-E Apparatus 
Sales Representative or G-E Servicing Distributor today. Or write for 
bulletin GED-1832. General Electric Co., Schenectady 5, N. Y. 7-2 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





WHY IS THIS BURNER 
REVOLUTIONIZING THE OIL 
HEATING INDUSTRY ? 





i 


IT'S TROUBLE: Ss 
FREE. ge 
thats why! . 


PRICED RIGHT FOR PROFITS! 


The whole industry has been trying to develop a “bug-free” 
low pressure oil burner —Combustioneer has done it! Now 
you can sell all the advantages and better combustion efficiency 
of a low pressure burner—without worrying about service 
difficulties! It’s the outstanding engineering achievement in 
the oil burner field! 


If you’re not selling these features, you’re not 
selling the last word in oil burners! 


2-stage air mixture! 

e Easy oil flow adjustment —while burner operates! Ad- 
justs from .50 to 3.00 gallons per hour! 

e “Free Floating” Piston for dependable oil metering! 
“Flo-Mist” nozzle forms vapor that is almost a gas! 

© Clog-free nozzle opening 30 to 40 times larger than or- 
dinary burner nozzles! 
Foam and bubbles removed from oil before metering! 


& Cnbustionecr 


Combustioneer Division, The Steel Products Engineering Co. 
Springfield, Ohio 


Low and High Pressure Oil Burners © Gas Burners 
Oil-Gas-Coal Furnaces ® Stokers © Humidifiers 


MAIL COUPON for all the facts on the 
Profitable Combustioneer Franchise 


Combustioneer Division 

The Steel Products Engineering Company 

1391 W. Columbia St., Springfield, Ohio 

I want more facts on the money-making Combustioneer Franchise, 
and on the sensational Combustioneer Low Pressure Oil Burner. 


NAME 





FIRM NAME 





STREET ADDRESS 





CITY STATE 
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. . . « New Products 


Heil furnace unit Line features 
newly-designed lowboy Models 

DELUXE LOWBOy furnaces highlight the 1954 line of Heil 

heating and airconditioning equipment. AF Series of Heil 

basement winter aircondition- 

ers exhibit a completely new 

design, incorporating a new 

octagonal heat exchanger, 

matched and separated ple- 

num openings and free float- 

ing fan division panel, Oil- 

fired units are equipped with 

a CB-l high pressure gun 

burner. 

Oilfired models in the series 
are rated at 95,200, 112,000 
and 123,200 Btu/hr at the bonnet. All units are shipped 
factory-assembled and wired. 

At the same time Heil has introduced an oilfired model 
BF-O furnace, rated at 84,000 Btu/hr, adapted to the mags 
builders’ trade. Fired with a gun burner, the unit represents 
a low cost furnace, retaining basic operating efficiency and 
sturdy construction embodied in the entire Heil line. 

Made by: The Heil Co., Milwaukee 1, Wis. 

Circle E3 on coupon, page 162 


Hold-Tite announces Watermatic 
low water Cut-off; no moving Parts 

WATERMATIC low water cut-off has been added to the Hold 
Tite line, described as a low-priced control that has no 
moving parts, It consists of a 
probing element immersed in 
the boiler water. When the 
water level falls below the 
probe, the control reacts by 
shutting down the burner, An 
added feature incorporates a 
time delay to prevent un- 
necessary shutdowns during 
priming or surging of boiler 
water. A Detector assembly, 
centered in a Yy” NPT fitting, 
is screwed into any boiler 
through the tri-cock or low 
water cut-off opening. The assembly can be removed from 
the mounting box to facilitate installation, which is com 
pleted by connection to two-wire line voltage. 

Contacts are completely sealed in glass and operate it 
a spark-quenching air-free atmosphere. The device uss 
less electricity than a clock thermostat. 

Made by: Hold-Tite Valve Co., 852 Rogers Ave., Brook’ 
lyn 26, N. Y. 

Circle E4 on coupon, page 162 


Armstrong Furnace introduces first __ 
Models of new industrial Serie 
FIRST MODELS of a new line of heavy duty industrial fur’ 
naces have been announced by Armstrong. These # 
offered for gas or oilfiring rated at 350,000 and 450,000 
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You are looking directly into one of the largest, 
best placed, most convenient wiring compartments 
you have ever seen in an ignition transformer * 


Here’s extra room, better design,—the kind of convenience you‘ve wanted. 
Jefferson's new wiring compartment extends all the way across and 
well into the rounded corners of the case. You'll find lots of finger room 
for installing connectors on either side. 
And see the connector ear in front. Plenty of space between ear and 
edge of compartment for easy replacement of as many as seven 
separate leads! 





Now slip on the self-aligning design cover — the single lock-type screw 
securely fastens cover in place. “Neat job,” you'll say. “Plenty easy and 
fast, too. Best transformer I’ve ever used!“ 

Try Jefferson Transformers and see! Bulletin showing all the models 
on request. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


In Canada: Canadian Jefferson Electric Co., Ltd., 
384 Pape Ave., Toronto, Ont. 


( 







. 
“ 




















' *Applies to 638-231 
Series case design. 


Jefferson Transformers 
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F HOT WATER 
FOR ALL! 


For the large residence, the 
motel, launderette or indus- 
trial installation, ALDRICH 
high delivery hot water heat- 
ers make satisfied users, Wide 
selection of sizes includes the 
ALDRICH Bantam, Gulf 
Stream and popular “Series 
B” models, It offers net ratings 
of 93 to 850 gallons per hour 
of clean, rustless hot water. 
All are internally galvanized. 
They heat the water directly. 
Hot water instantly — and in 
continuing supply, whatever 
the demand. Units are com- 
pact, rugged, easy to service, 
thrifty on fuel. Oil or gas fired. 
Write for complete details. 















ALDRICH 


HOT WATER HEATERS 


ANOTHER 


Gas 


A SUBSIDIARY OF BREEZE CORPORATIONS, INC. 
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| the four models available, optional on the fourth. Induced 
_ draft and all other controls are completely internally wired 
| Only thermostat and external current connections are ge! 
| quired on the job. Armstrong developed an “airfoil” hea 
_ exchanger for these units. 


| fueloils, 


_ boiler and permits 


(G3) | 


ALDRICH COMPANY 103 East Williams Street Wyoming, Illinois | OF Dottom. 


. New Products 







Btu/hr output. Eventually the line will include sizes up 
to 1,200,000 Btu/hr output. 

Each unit is shipped completely wired and assembled 
and may be installed vertically for air delivery upward 
or suspended for downward or horizontal air delivery, Ip, 
stallation requires only placement of the unit, fuel, eer 
tricity and flue connections and ductwork as required, Ap 
induced draft blower is standard equipment on three of 





















Made by: Armstrong Furnace Co., Columbus, Ohio. 


Circle E5 on coupon, page 162 


Techniflex oil slick Separator 
and Detector for preheated Oils 


TECHNIFLEX OIL SLICK separator and detection system, 
used in boiler installations which are fired with preheated 
prevents oo 
damage to the 


circulation 
of preheater con- 
densate. Available 
in three standard- 
ized styles, the 
units consist of a 
settling chamber 


W | 
Re 


type separator, in- 
corporating an au- 
tomatic oil slick cally Oar 
detection probe system and a control bn to convert probe 
detection signals into control and alarm responses, 
The separator itself is divided by a draft-tube into # 





/ ‘ 
CONDENSATE TO RMN 


RETURN 











Naraalty Chosd 


outer or annular settling chamber and an inner chamber aval 
from which oil-free water returns to the condensate returl 
system. A thin slick layer at the surface of the liquid i —" 
| the outer chamber produces an electrical unbalance ‘oi gpay 
_ tween the two probes, which is communicated to the 0 Bork of “im 
trol box and normal condensate return flow is discontinue’ Bete off-the.s} 
Models which provide supervised or automatic purging Mlormers is ay. 
| are offered. business, 
Made by: Techniflex Corp., 55 Jersey Ave., Port Jer, BBRLE Design 
N.Y. tew models o; 
Circle E6 on coupon, page 162 ping only 
I different set: 
h 
Delta oilfired Furnace is s 9 ‘ 
highboy or horizontal Us! Boservice cat, 
MODEL 77B oilfired forced warm air furnace announced bj DESIGN 
Delta has an output of 77,000 Btu/hr and may be installed venient inst 
“unted on eit 


as a highboy furnace or laid down on either of its two si 
as a horizontal furnace with the warm outlet on the rigt 
or left side. Air filter can be installed at either side, ™ 





Prog 


ENE 





Also, the installer can place his chimney outlet at th 
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NERAL ELECTRIC ANNOUNCES: 


IW IGNITION TRANSFORMER 


THESE SEVEN COMPONENTS GIVE YOU 24 COMBINATIONS. 


IR REPLACEMENT MARKET 


wavailable from authorized G-E distributors 


he 

af 

ber 

urn 

‘in ‘al Electric is now introducing a new, 
ely versatile ignition transformer 

. lbumers, and establishing a national 

| BH of franchised distributors. Im- 

- ate off-the-shelf delivery of ignition 

yng @Pormers is available for your replace- 
business, 

rU\, MNBLE DESIGN 
new models offer 24 different combi- 
"s using only 3 different base plates 
different sets of terminal adapters. 
tsextreme versatility and minimum 

wi stock you can handle most of: your 

JDM HP service calls right from your truck. 

ty DESIGN 

alle HP"Venient installation twin bushings 

i bo 
de ted on either the bottom or end 
rigt! 


of the case. An electromagnetic shield 
and electrostatic shielding are included 
to reduce to a minimum radio or TV 
interference. To make any installation or 
modification even simpler a choice of 
either spring-clip or thumb-screw type 
terminal adapters is offered. This is the 
same transformer design that over the 
years has provided outstanding service 
records for quality oil burner manufac- 
turers. Now, for the first time, it has been 
specifically adapted for the growing re- 
placement market. 

For further information, write for 
Bulletin GEC-1261 or call on your nearest 
authorized G-E ignition transformer dis- 
tributor. Section 412-119, General Electric 
Company, Schenectady 5, New York. 






Progress /s Our Most Important Product 


‘JINERAL @ ELECTRIC 





with the 


VS TRIMRAD 
r Or Cwm | 


TIT TOM EOE 





Fast installations are profitable installations — and 
KOVEN Trimrad is engineered to save time on-the-job. 
Customers prefer Trimrad . . . it's the dependable 
2-way baseboard radiator that gives more economical 
heat—completely frees floors and walls for decorat- 
ing. For performance and profits, your best choice is 
a KOVEN Trimrad. 











NO DRAFTS OR COLD POCKETS 
UNIFORM HEAT from floor to ceiling 
NO FINS TO CLEAN o- get clogged 
with dust 
MORE HEAT BY 
RADIATION LIGHTWEIGHT one man can handle 
50% convected heat 
50% radiated heat longest length 
MILL-ROLLED WELDED STEEL 
gives maximum heat conductivity 
3 BIG WATERWAYS back front 
Ly emit heat longer 
eal ioemeen FOR NEW OR OLD WORK 


Practically flush with 
the wall 


NATIONALLY ADVERTISED 


WATERFILM BOILERS, INC. 


a division of L. 0. KOVEN & BRO., INC 


36-40 New York Ave., Jersey City 7 N. J. 
Plants: Jersey City, N. J. * Dover, N. J. * Trenton, N. J 
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front or rear, utilizing the unused opening to install the 
draft regulator. Heat exchanger is made of 14 gauge gte¢| 
outside casing is 20 gauge, ceramic combustion chamber js 





precast. 

Model 77C is of counterflow construction and also cap 
be used as a horizontal furnace. 

Made by: Delta Heating Corp., Trenton, N. J. 


Circle E7 on coupon, page 162 








Honeywell designs new control 
System for existing Building: 






A SIMPLIFIED SYSTEM, designed by Honeywell for existing 
buildings, allows selective control of temperatures on "4 
individual 
basis. It consists of a new 
motorized electric radiator 
valve, a small transformer 
and Honeywell’s round ther- 
mostat. The two-positioned 
motorized valve controls the 
flow of low pressure steam or 
hot water and is installed in 
place of a conventional hand 
radiator valve. It connects to 
the wall thermostat and trans- 
former. 

Tenants set thermostat for the temperature desired in 
the room, with each regulated radiator operating inde 
pendently of all others in the building. The valve als 
includes a manual feature to insure operation in case 0 
power failure and may be adapted to room or windos 
cooling units. 

Made by: Minneapolis-Honeywell Regulator Co., Mir 
neapolis 8, Minn, 





room - by - room 


Circle E8 on coupon, page 162 


XXth Century oil Furnace with 
Durex cast-iron heating Chamber 


AN OIL FURNACE, announced by XXth Century, is equipp 
with Durex cast-iron heating chambers and _radiaton 
Carrying a 20- 
year warranty 





against cracking Here’s 1 
or burning out, since t] 
the 0z-sL 100 unit General 
has an output ca- Copper | 
pacity of 110,000 finned ¢ 
Btu/hr. An addi- better h 
tion to the Zeph- Eight 
Air line, the new modern 
unit stands 48/4” tubing 
high and occupies 
23” by 44” of floor 
space. It can be furnished with a 13” vestibule. if 

Fresh air passes over cast-iron secondary heating - 
through filters and into a primary heating chamber tom" 
over corrugated, saw-tooth cast-iron heating surfaces. Fa TAN KLE 
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The Only Complete Line 


of Fin-Tube All-Copper 
Tankless Water Heaters! 











“a 


canaries 


erent 


pacinteO 


Here’s the biggest ad 
sin : vance in tan 

ection of phism nai heaters sacrifice of compactne ae 
copper ta tag now offers a complete ao smooth tubing in st ss. And it’s tough . . . fully equals 
“sill = less heaters made with the n ine of all- dimeicy saimaa rength and corrosion-resistance 
better enn — that gives these rath. Copper ome we features of GENERAL All- 
Eight aha than ever before. eaters octagon wrench grips yes paca include: rugged 
modern design is m 4 to 25 g.p.m. supply this ul penpals shenaieen inte rainage of coil end boiler 
bibing provides high Nea ne fe tra- 10, 12, 16, 20 and 25 tion. Available in 4, 6, 8 
vides higher heat transf new finned illustrated fold g.p.m. capacities, Write for > 
ansfer without any Avenue a erage Fittings Co., 125 Sieuain 

E ce 5, Rhode Island. ; 


Gt GENERAL FITTINGS comeany 


TANKL 
ESS AN 
D INDIRE 
CT WATER HEATERS AND HEATI 
NG SPECIAL 
TIES 



























inside... AN 
or outside (ay 























Xicleslé’ WNWERSAL® 


oil tank gauge saves you money 
on ALL installations 


STOCK ONLY ONE GAUGE! It’s weatherproof ... ideal 
for both indoor and outdoor service. Newly improved 
construction provides long, trouble-free operation. 
Saves you money two ways: in reduced inventory, 
and in lower maintenance costs. 


ELIMINATE NUISANCE CALLS. New type plastic head is 
hermetically sealed ... makes it absolutely leakproof, 
dustproof and shockproof. Pressure-tight, too. 


NO FUMES OR SEEPAGE. There are no holes in the 
ROCHESTER UNIVERSAL Oil Tank Gauge. A 
permanent magnet transmits float-arm action from 
tank to indicator. 


EASY-TO-READ ‘‘DUAL-DIAL”’ saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 8 Rock- 
wood Street, Rochester 10, N. Y. 


Xochesln Or 


OtPENDABIE [a 
MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS RoisTp 
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tures include fiber-gas and aluminum foil insulation, heat 
lock casing joints and a one-piece cast refractory lining 
Made by: XXth Century Heating & Ventilating Co, 
Akron, Ohio. 
Circle E9 on coupon, page 162 










































Kingsley portable fuel unit Tester 
for use in either Shop or Field 


A PORTABLE fuel unit tester being marketed by Kingsley 
Manufacturing Co., sells for less than $100 f.o.b. factory 
and is designed ‘2 

to simplify oil- 
burner _ servicing 
and facilitate 
pump repairs. It 
is furnished with 
pump flange, re- 
versible 1/3 hp. 
motor, gauges, 
pressure fuel 
lines, quick cou- 
plings, adaptors, 
parts catalog and 
instructions for operating. 

The operator can locate sources of fuel unit or pump 
trouble quickly or determine whether full efficiency ca 
be restored and make repairs. 

Made by: Kingsley Mfg. Co., New Haven, Conn, 

Circle E10 on coupon, page 162 


Dunkirk adds three baseboard 
Radiators to Blue Circle Line 


DUNKIRK has added three lines of baseboard radiation 0 
its Blue Circle Heating Package, The cast-iron baseboa 
panels (illus- 
trated) are for 
forced hot water 
and pipe 
steam systems. 
Available in 18” 
and 24” lengths, 
providing 6” in- 


two 


creases in unit as- 
semblies. Smooth surfaces are prime-coated; steel com® 
covers and extension panels conceal piping. 

Copper-aluminum baseboard radiation is made of sa 
less copper tube with aluminum fins, Covers are slim a 
inconspicuous, available with or without dampers. Tes 
are prime-coated in a neutral finish. 

The third type, steel tube-steel finned elements, are 
pletely packaged in lengths as specified for easy, &™ 
saving on-the-job installation. Steel tube, steel fin heatit 
element also is available. 

Blue Circle packages contain the baseboard untt, - 
back plate, hangers or spacers and slicers. 

Made by: Dunkirk Radiator Corp., Dunkirk, N™ 

Circle El! on coupon, page 162 
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COMPLETE NEW 
HEATING UNIT 


combines “kitchen appliance” 
beauty with “code boiler” 

dependability . . . offers easier 
installation and servicing 


Here’s a boiler that fits into modern 
—or remodeled—homes as easily as 
today’s kitchen appliances. It’s the 
Spencer Suburban, a ready-to-install 
unit for today’s basementless homes. 
It also makes boiler location in older 
homes much more flexible. 

Here’s why: The Suburban fits in 
anywhere. It’s compact. It can be set 
right on a wooden floor—requires no 
special base. It’s so beautiful there’s 
noneed to hide it. Completely enclosed 
in a gleaming white beauty jacket, it 
rivals kitchen appliances or modern 
laundry equipment in attractiveness. 
Connections easily concealed. 


Easier to install, just hook up 
electrical connections, oil and water 
lines and smoke pipe. That’s all. 


Easy to service, readily removed 


plate on top makes all fire tubes easily 
accessible. No need to disturb jacket or 
smoke pipe when cleaning. Controls 
and all working parts can be reached 
from the front for easier servicing. 


Conforms to ASME and SBI Code, 
the newest member of Spencer’s Com- 
plete Line, like all Spencer products; 
conforms to ASME and SBI codes. 


(H) 510-Sq.-Ft. Net SBI Water Rating 


Dimensions — o Ya" x 3244" x 56" 


H E N C E 
LYCOMING DIVISION e 


“ee, 4 
*"S Pony GO} Om ocnns*” 


Spencer Heaters, Dept. FO-9-4 
Lycoming Division 

AVCO Manufacturing Corp. 
Williamsport, Pennsylvania 


Dear Sirs: : 

| € W s U s U 4 BA te Please send additional information, includ» 
ing full specifications, on the new Spencer 
Suburban to: 

THE OIL-FIRED BOILER BURNER UNIT Name 

Position 

Company 

Address 

Se State. 


with the beauty and convenience of a kitchen appliance! 
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Khile 
FUEL OIL FILTER 


Model F 300 


EASY to install SURE to satisfy 
STURDY trouble-free design 


eliminates needless callbacks 


Guarantee your customers steady, max- — 
imum heating efficiency with the Auto- 
Filo Fuel Oil Filter. All wool felt cartridge 
filter plus fine mesh screen core removes 
all dirt, scale, water and foreign matter 
before they reach the burner, assuring a 
clean, free-flowing oil supply. Hexagon 
extensions for easy installation of oil line 
fittings. One piece cast bowl has strong 
bolt spud. 


Auto-Flo Corp., 14590 Schaefer, Detroit 27, Michigan 
Please send me full information on: 

[[] Auto-Flo Fuel Oil Filter 

(0 Auto-Flo “100” Automatic Humidifier 


Al 
‘ 
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White-Rodgers new hot water limit 
Control will handle all Voltages 


WHITE-RODGERS has introduced new hot water limit control 
featuring a “universal” contact structure which handles 






all voltages from 
millivolts to 230 
volts. The controls 
are available also 
in combina- 
tion with circula- 
tor or low limit 
controls, housed in a single compact case for ease of 







pl 












(om 










mounting. 

Dual controls feature elements in which two bulbs of 
half-round design are contained in a single well in such 
a way that they fit snugly against each other and againg 
the sides of the well. There is no dead air space in the 
well. The triple-action type has two controls which per 
form three jobs—limit protection, circulator control and 











low-limit for operating the burner. 
Made by: White-Rodgers Electric Co., 1209 Cass Ave, 
St. Louis 6, Mo. 
Circle E12 on coupon, page 162 









International Heater announces 
two industrial sized Furnace 






MODELS OL-336E and OL-448E oilfired industrial six 
furnaces announced by International Heater have bonne! 






outputs of 336,- 
000 and 448,000 
Btu/hr, respec- 
tively. Heating 









element is shipped 
with the combus- 
tion chamber al- 
ready in place so 
























that the unit, «ad 
. ° ' 
measuring 27” : 
ide and 66”, c: alg 
wide and 66”, can money ¥ 
pass through any line of 
standard _—door- 
way. 
The furnaces feature a heavy steel pan bottom, Inte Cher-G 
; 2 i ar- 
national’s Economy cabinet with slip-lock construct —_ 
te aluminum, 


reversibility of blower compartment and the ability 
connected to a very low chimney. 
Made by: International Heater Co., 101 Park AY 
Utica 2, N.Y. at the 
Circle E13 on coupon, page 162 "st in the 


First in the 

First in the 

Reliance electric Ignitor for Fin the 
oilfired floor or wall Furna® itst to des 


AN ELECTRIC IGNITOR for vaporizing oilburners used & 
floor and wall furnaces and domestic water heaters i 
able from Reliance Manufacturing. The device, which 
vides automatic on-off operation, is offered to mail 
turers on non-exclusive license to produce ignites” 


CE 
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0,000 souare reer... 


DEVOTED TO THE PRODUCTION OF PREFABRICATED 
FURNACE FITTINGS, GRILLES, HUMIDIFIERS, RAIN GOODS 


, YOUR ASSURANCE OF QUALITY AND SERVICE YOUR BEST SOURCE OF 


We're proud that under one roof, we can devote 300,000 square feet * Aluminum Fittings 
of floor area to providing better service for our customers. To you it can 
mean truckload discounts without large inventories, savings in time and 
/ money when figuring costs, savings in space, and, above all, a complete 
line of well-engineered registers, fittings, humidifiers and rain goods. 

















* Aluminum Pipe and Elbows 
* Aluminum Sheets 


* Galvanized Fittings 


YOUR CHOICE OF GALVANIZED OR ALUMINUM we 
ite Galvanized Pipe and Elbows 


Char-Gale fittings are currently being produced in both galvanized and 





to : ° 
e aluminum, in quantities to suit your needs. * Galvanized Sheets 
* Complete Small Pipe Systems; both Aluminum 

hs YOUR PROOF OF CHAR-GALE FORESIGHT entiGibiesins 

First in the production of forced air prefabricated ducts. ke Humidifiers 

First i in the use of aluminum for ducts and fittings. 

First in the packaging and cartoning of fittings. * Rain Goods 

First in the development of project packs (job for job). 

First in the development of the 4-inch pipe system. * Registers — Complete Line, both Perimeter and 
act First to design the increased capacity 4'A-inch system. , Conventional including Floor Diffusers 
5 


For Information and Catalogs, Contact Your Jobber or Write Direct to 
CH A R " G A LE MANUFACTURING CO. 
dl ANOKA, MINNESOTA 
uc 
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' | their own use. Sales also are to be made direct from the 
factory. 
The device, which is covered by Canadian and United 
States patents, is a compact unit designed to be affixed to 
1 |\the furnace casing, with the igniting element positioned 

in a way that permits it to light the vaporized fuelojl. 
Made by: Reliance Mfg. Co., Inc., P. O. Box 2231. Por. 

| land 14, Oregon. 


Fuel Supply 





in Oil Burner Sales 
with combination Ze 


VENTALARM *GAUGE 


Underwriters’ Approved 






Circle El4 on coupon, page 162 





Toridheet Model JC gun burner has 


multi-jet nonadjustable diffuser 






The famous whistling tank fill signal and 





| TORIDHEET Model JC burner is a gun type model with 
capacities from 0.5 to 2.75 gph, equipped with a stainless 
steel multi - jet 
nonadjustable dif- 
fuser, capable of 
withstanding tem- 
peratures up to 
1800° F. 

An _ adjustable 


base can be re 


easy reading gauge in one money-saving 






unit. Goes on tank as integral part of 






vent pipe. Signal case takes the place 






and saves cost of reducer bushing. One 






less tank opening needed. One item to 





install instead of three. 





Specify tank depth and opening 
when ordering. 







“BUTTON-LIFT” 
INSTALLATION 

Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


even in partly filled tanks. 1o) 





moved to convert 
the burner to 
flange - mounting, Mesto 5 

using cast flange iti 

available as optional equipment, Other new design features 
include simplified air adjustment and improved blower 
wheel, with integral hub functioning as part of the flexible 
coupling to the fuel unit. Manifold lengths of 6”, 8” and 
















Underwriters’ Approved 





16” are standard. 
Made by: Toridheet Div., Cleveland Steel Product 
Corp., 16025 Brookpark Rd., Cleveland 11, Ohio. 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 


lever arm, cork float. Accurate serv- 4 Circle E15 on coupon, page 162 
ice-free operation. : 
Specity tank depth _| Evans air Filter employs 











when ordering. corrugated aluminum Grids 





EVANS LIFELONG air filter is an all-aluminum, rustpro0, 
corrosion resistant unit with a filter pack made of die cut 














corrugated alumi- 


and the famous 


4 
_ | VENTALARM 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 


num grids, The 










special design of 
the filter pack has 
larger openings on 
the inlet side and 














home entry. Truly automatic fills for 
the householder. Makes oil supply as 
clean and convenient as any other fuel. 


progressive- 
ly smaller open- 
ings on the outlet 
side, Precision 
machined open- 
ings and corrugations form air scoops in the filter 
force the air over rough, talon-like burred edges which go! 
and hold the dirt. a 

A 20" x 20” x 2” filter weighs 4.5 Ibs. and is equip 
with two holes in the bottom of the frame to drain © 


SCULLY SIGNAL COMPANY | water used to clean the filter. Either cold or hot wate 


; ‘mmers 
can be used for this purpose or the filter may be mm 










A variety of models for 
new and old tanks. 





pack apd 











Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 






"Just fill while 
the whistle blows.” 











See your regular Supply House. 
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AUTOPULSE ..//ps 


to get you more sales 


You will sell more oil burning appliances 
when you sell each one equipped with an 
Autopulse Electric Fuel Oil Lifter because 
any oil burning appliance becomes more 
desirable when you add the automatic fuel 
supply feature. And Autopulse is fully auto- 
matic, it turns on when the burner needs 
fuel — off when the supply is replenished. 
Even when you are facing a customer who 
really needs the equipment — but just does- 
n't seem to. be able to make up his mind — 
you can tip the scale in your favor by show- 
ing the prospect how little it costs him to 
have the extra convenience of automatic fuel 
supply — and the sale too, is automatic. 
Especially when the Autopulse Electric Fuel 
Oil Lifter is not only the best, but it is also 
the lowest priced. Stock the Autopulse Elec- 
tric Fuel Oil Lifter and you will not only 
make more sales — you will add extra dol- 
lars to every sale you make. Write today - 
for complete information. 


— 
ee 








the \scales 














AUTOPULSE lielps you meet 
competition from other automatic fuels 


@ Your Customer gets automatic fuel supply for less 
money than he would have to pay for any other 
Electric Fuel Oil Lifter. 


@ The extra comfort and convenience that Autopulse 
offers, helps you sell in competition with other 
automatic fuel systems. 


© Autopulse is easy to install. 


Stock Autopulse and you increase both your sales and your profit. 


RUTOPULSE 012 automatic ful aypaly 








AUTOPULSE CORPORATION 218. Dowland St., Ludington, Mich. 


A 





















SUPPORTED 


Rac hep. OA 


BRASS WORKS 
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in an ordinary solution of household soap and water, Life. 

long air filters are recommended as replacement units o 

as part of original equipment for almost any air cleaning 

assignment. 

Made by: The George Evans Corp., Moline, III. 
Circle El6 on coupon, page 162 






Keeney chamber Duovents for 
baseboard heating Systems 


KEENEY CHAMBER DUOVENTS are designed to increase the 
eficiency of baseboard and convector water heating sys 
tems by creating a high point for col- 
lection of air. Automatic venting is 
factory-set and when, during instal- 
lation, it is desired to vent manually, 
the Duovent is accessible from any 
angle. No screwdriver or coin is re- 
quired. 

Designed to eliminate the need for 
several joint connections and nipples, 
Duovent chamber vents are available 
in plain brass or polished chrome 
finished in three sizes. No, 36 (illus 2 
trated) measures 3-34” from the bottom of the Ge to the 
top of the valve; No. 35, 2-34” and No. 34, 2-3/16", 

Made by: The Keeney Mfg. Co., Newington 11, Conn, 


Circle El7 on coupon, page 162 





Ace chimney cleaning Brushes Yes, ¢ 
with Nipple for rod Attachment J tle as 
Generz 


THE ACE chimney cleaning brush shown here is avatlable 








in either round or square types, made in round or flat ar 
tempered steel 

wire or fibre. The combus 
wire models are 
equipped with a , 4 
340 : aire rouble-fr 
44.” iron pipe nip 

ple for rod attach- pape 
ment, if neces- 

sary. The brushes Pa 
can be furnished pe 
in any diameter opr 
and can be sup- Control 





plied with ring at each end i lantne rope or wife 
Other chimney or furnace cleaning brushes are offered 
with 414” or 5Y2” brushpart, in round and rectangular 


shapes. 
Made by: Ace Wire Brush Co., 146 Fulton St., Brook GE IR 
lyn 1, N. Y. 
Circle E18 on coupon, page 162 


Coleman Line augmented by 

two oilfired space Heater: 
MODEL 880, 52,000 Btu, and model 870C, 50,000 Btu out’ 
put, are two oilfired space heaters added to the Colemat 


line. Both are equipped with 5-gal. fuel tanks, hinged from 
lighter doors and Coleman’s fuel air control which aut? 
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Giving oil 
a new 
personality 














Oil-smokeless 


© 





Oil-clean ¢ Oil-efficient 


Yes, oil has emerged from its cellar role into a stellar 
t role as the prized and trusted heating fuel. Thanks to 


RSS 


re 


le General Controls magnetic stop valves—smoky starts 
at and carbon-crusted electrodes are eliminated by 
time delay valve opening which assures clean 
combustion. Nozzle drip is further stopped by instant, 
positive plunger closing. All this with the silent, 
trouble-free operation of General Controls’ time-proved 





magnetic valve design. The result—a clean, efficient, 
fuel-saving performance with no worry about 
“smudge-pot” accidents . . . a new and winning 
personality for oil heating . . . and a wider profit 
opportunity for you. Order your stock of General 





Controls magnetic valves now for this heating season. 


i+ | SENERAL CONTROLS 
Glendale, Calif., Burbank, Calif., Skokie, Ill. 


Manufacturers of Automatic Pressure, Temperature, Level 
and Flow Controls for Heating, Home Appliances, 
Refrigeration, Industrial and Aircraft Applications. 


FACTORY BRANCHES IN 38 PRINCIPAL CITIES 
See your classified telephone directory 


rf 
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. New Products 


matically adjusts the draft for efficient combustion at ajj 
| stages of fire. 
} | Power blowers and automatic controls are optional 
Model 880’s face panel has dozens of directional louvers 
for 4-way heat distribution. 
Made by: The Coleman Co., Wichita 1, Kans. 


Circle E19 on coupon, page 162 







































Portmar extends water heater Line 


-~” to include Models for all Need; 


EXTENSION of the Portmar WH series line of tankless twin 
coil volume water heaters has been announced, with modek 
capable of providing hot water needs 
of residences, commercial and indus- 

| trial institutions. The WH series, in- 
cluding oilfired models, are offered in 
nine sizes to deliver from 300 to 5,000 
gph. Larger sizes can be built to order. 
Twin coils are connected adjacent 

to each other and submerged horizon- 

| tally across the top section of the heat- 
| er. One coil acts as a preheater. Two 





GET ALL THE 
FEATURES 


WITH A 


{ 


temperatures of evenly tempered hot water can be sup 
plied from the same unit, if desired. 

Made by: Portmar Boiler Co., Inc., 193 Seventh St 
Brooklyn 15, N. Y. 


Circle E20 on coupon, page 162 


New Thrush water Circulator 

with interchangeable bolt Flange: 
INTERCHANGEABLE bolt flanges with 34”, 1”, 14” and 
1Y” pipe tappings on the new Thrush horizontal wate 
circulator permit one 


FURNACE & BOILER 
VACUUM CLEANER 


and Power Blower 


COMPARE THESE PULLMAN 
FEATURES WITH ANY 
OTHER VACUUM CLEANER 


CONVERTS 
TO POWER 
BLOWER IN 
2 SECONDS 












circulator to serve for 
feur different — sizes. 
Other features include 
| an adjustable motor 
| cradle; new type resil- 
ient motor mounting 
rings; improved body 
and impeller; patented spring coupling to minimize vibri 


@) Powerful turbine type suction 
and (2) automatic power blower 
coupling. (3) Balances for one- 
hand carry and (4) has low, 








non-tip, center of gravity. tion and continuous oil bath lubrication of circulator be 35 8 
eye . St 
G) Auxiliary disposable paper ings. mA 


filter and (6) NO outside bag to 
snag or tear. 


Made by: H. A. Thrush & Co., Peru, Ind. 
Circle E21 on coupon, page 162 

















Jetomatic truck Washers now 
include five overhead Mode! 


ELEVEN MODELS of Jetomatic car and truck washers 
include five overhead types. Jetomatic’s design requit 





Pullman Vacuum Cleaner Corp., Boston 19, Mass. 


> 


~ $end information on Boiler & Furnace Vacuum Cleaning. 


SIGNED 











no special bay, can be rolled flat against the wall whet 

COMPANY not in use and is completely self-contained. 
Three-cycle automatic operation needs no compres 
— for the dirt-loosening spray, followed by soap and wate 
CITY ZONE STATE and a final pressure rinse. Complete information ” 





ffs 
models is contained in a descriptive brochure. The 





Cee ee ee 
Dlelaletatetatatel 


Serving home ¢ 
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Your selling job will be easier 


with the SUNBEAM oil-fired line 





famous Sunbeam quality « competitively priced e¢ nationally advertised 
consumer accepted 





















basement units 






















2 models—9 sizes, 
80,000-330,000 Btu-register 








utility units 
3 sizes, 79,000-102,000 Btu-bonnet 


@ Cash in on the ever growing popu- 
larity of the Sunbeam oil-fired line of 
winter air conditioners by American- 
Standard. There’s a model and size 


horizontal units 
3 sizes, 93,900-115,000 Btu-bonnet 


for every style of house. Installation 
is fast and service calls are practi- 
cally eliminated because of quality 
control and factory testing. Get com- 
plete information from your Sun- 
beam distributor, listed in the Yellow 
Pages of your phone book under 


vat counterflow units 


“Furnaces” or “Air Conditioning.” 
Sunbeam Air Conditioner Divi- 
sion, American Radiator & Standard 
Sanitary Corporation, Elyria, Ohio. 


4 sizes, 79,000-102,000 Btu-bonnet 





cooling units 
3 models—3 sizes, 








lel: , | 2, 3 and 5 tons 

A 

‘ American - Stardard 

rt SUNBEAM AIR CONDITIONER DIVISION 
af ELYRIA - OHIO 

* Executive Offices: Bessemer Building, Pittsburgh 22, Pennsylvania 


Serving home and industry: AMERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS & WALL TILE © DETROIT CONTROLS © KEWANEE BOILERS © ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 


eloil 153 
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CONVECTOR HUMIDIFIER 


the only standard unit that fits both 
COUNTER FLOW and CONVENTIONAL 
warm air furnaces 








For Counter Flow Warm Air Furnaces 


Maid-O-Mist’s Convector Humidifiers, because of 
narrow % inch 


their 
wide trough design, can be installed in 
counter flow warm air furnaces having a minimum air 


passage of 3 inches, As shown above, the humidifier 
can be installed on either side of the furnace directly 
above or below the burner—depending on furnace design. 


Unlike ordinary warm air furnace humidifiers, this 
Maid-O'-Mist Convector Humidifier has no flat-bot- 
tom to block the flow of warm air. Maid-O'-Mist's 
individual 34" copper water troughs are spaced |" 
apart to allow unrestricted air flow between the 
evaporator pads. This exclusive design provides 
greater evaporating working area so necessary in 
shori cycle modern heating. That's why Maid-O'-Mist 
Convector Humiditier is ideal for the small plenums 
of all modern warm air furnaces . . . conventional, 
counter flow and year around air conditioning units. 





ee 
— 
wee 







os 


Neto 

















AO eR I ett gt ng mle a ype 
OB age ne 
Cecsvevssccvececee wey 





Note how Maid-O'-Mist's exclusive individual trough design allows the 
air to flow freely between the evaporator pads ... whether in an 
upward motion i conventional furnaces, or down in counter flow 
furnaces. The entire area of each of the large evaporator pads is in 
direct contact with the warm air flow thus providing 30% more 
evaporation surface. 


60% 30% 50% 
Less air restriction More evaporation Less installation time 
in plenum area 


MAI D-O’-MIST, Inc. LA 


3217 NORTH PULASKI ROAD 


CHICAGO 4I, ILLINOIS HEATING SPECIALTIES 
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are recommended particularly for truck fleet operators 

Made by: Jetomatic, Inc., 150 Wakelee Ave. at Hallit 

Ansonia, Conn. . 
Circle E22 on coupon, page 162 













Hays miniature remote Indicator 
equipped with 5 in. usable Scale 


HAYS MINIATURE remote indicator with a 5” usable scale 
features removable units, easy zero adjustment, no parallax. 
internal illumina- 
tion and flush or 
semi - flush panel 
mountings. Indi- 
cators can be sup- 
plied as electric or 
pneumatic receiv- 
ers for measuring 
functions, such as 
draft, 
flow, level or tem- is 
perature. Gages can be provided with two units in a single 
case and two pointers on the single scale. 


pressure, 


Pneumatic type gage uses a spring-loaded metallic bel 
lows as its actuating element, while a direct reading gage, 
with a bourdon tube as actuating element, is available for 
indicating fluid pressures. Electric model uses a specially: 
designed motor, electronic amplifier and a pair of differ 
ential transformers. 

Made by: The Hays Corp., Michigan City, Ind. 


Circle E23 on coupon, page 162 


Penn Air-Rad Units provide 
both Heating and Coolin; 


PENN AIR-RAD units have been redesigned and are offered 
for winter heating and summer cooling with hot wate 
systems, They may be in- 
stalled for heating and the 
cooling feature added later 
since the piping layout is iden- 
tical. Air-Rads provide fully 
mechanical cooling, complete 
with compressors and coils, 
as well as zone control for 
both heating and cooling. 
Thus, desired temperatures 
can be maintained thermo- 
statically in any one room or group of rooms. 

Sized to fit between standard studdings, Air-Rads a 
available in single and dual models of 9,000 and 20,00 
Btu capacities for heating, 5,000 and 10,000 Btu's for 
cooling. Roughing in width of the single model is 14 at 
the dual model is 295%”. Single model adjusts to the equ” 
lent of from 12 to 60 ft. hot water; the dual model fre 
12 to 130 ft. 

Made by: Penn Boiler & Burner Mfg. Corp., Lancast 
Pa. 








Circle E24 on coupon, page 162 
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| Hardened steel clip connectors allow 
| wide 180° angle swing back. ..90 | 
| safe degrees more than former | 
hinge type 


——— 


LONG LIFE 


CLIP-HINGE TYPE 


IGNITION 
TRANSFORMER 


MOUNTS ON TOP OF BURNER gor easier, safer, more convenient 
and simplified servicing. 


EQUIPPED WITH CLIP HINGES that allow transformer to swing 
a safe 180° away from burner making both units conven- 
iently accessible to service man. 

LEADS COME THROUGH BASE. | not side of can...and are suf- 
ficiently long to permit ample working room in burner 
compartment, 






— 




















SPECIAL BASE IS STANDARD equipment... . at no extra cos?. 


To oil burner manufacturers and service men the 
best news in decades is this outstandingly advanced 
HUY tong Life, Clip-Hinge type Ignition Trans- 

_  \Cs former. Already on order in quantity by several leading 
iV Long primary leads come through | burner manufacturers, this new transformer also be- 
| plate | longs on your 1954 models to assure maximum sale- 

4 ability, acceptability and service-ability. Another in- 
Mas how hinges are fastened to side of burner portant-to-you exclusive ... this transformer 


compartment 
shecheieag ~ “esiaeaiaalliads carries a 2 YEAR GUARANTEE. 


ae : ————EEE 
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HIT coorerares ALL THE WAY... Members of our engineering staff are immediately 
available for technical consultation on adapting this new transformer to top-hinge-mounting on 
your new burner models. You may request this cooperation, or help with any other design or elec- 
trical problem, at any time without obligation. 







MANUFACTURED IN STRICT ACCORDANCE WITH 
UL REQUIREMENTS. ALSO C. S. A. APPROVED. 





“—-— s 





Single screw tightens against slot in transformer 
firmly securing unit to burner 


hi 
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HEAT-RESISTING STEELS 





SHEARED - 


TO SIZE FOR YOUR 


Exceptional Forming Qualities 


Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


@ No breakage in shipment or handling 
@ Lighter weight lowers freight costs 


@ Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 


| 
| 


. New Products 
Safety fueloil Additive KR-50 


available from Kleer Products 


SAFETY FUELOIL ADDITIVE KR-50, made by Kleer Prdoucts, 
is an ashless additive with dispersant properties and the 
ability to decrease the rate of insoluble residue formations 
in all grades of fueloil. Adding kR-50 to fueloil is designed 
to more readily disperse and suspend insolubles so that 
settling and agglomeration into sludgy deposits is mini 
mized. 

The product is available in 55 gal, drums, in 30 gal, 
drums and in 5 and 1 gal. containers. 

Made by: Kleer Products Co., 700-A Dumont Ave, 
Brooklyn 7, N. Y. 


Circle E25 on coupon, page 162 


General Filters Model 90 removes 
Water from fueloil burner Piping 


MODEL 90 water trap, available from General Filters, is 
designed to be installed between the storage tank and oil 
filter to trap moisture and 
scale contained in the oil. It 
features an integral baffle, in- 
terchangeable inlet and outlet 
and removable drain plug. 
The Model 90 relieves the oil 
filter of excessive wear, pro- 
tects pump parts from corro- 
sion and sludge and prevents 
any water from passing the 
trap baffle. oe 

It can be connected by means of a one-piece extension 
tank valve; either pipe opening at the top may be used as 
the trap inlet, with the second pipe opening used to con’ 
nect to the fueloil filter. 

Made by: General Filters, Inc., Novi, Mich. 


Circle E26 on coupon, page 162 





Union packaged steam Generators 
are high pressure, water tube Units 


TYPE MH water tube steam generators, announced by Union 
Iron Works, are delivered by rail or truck, completely 
Standard _ units, 
standard units, 
w hich have ca- 
pacities ranging 
from 10,000 to 
40,000 lbs. of 
steam per hour 





and pressures of 
250 psi, can be 
fitted with com- 
ponents to meet 
a broad range of 
individualized needs. : 
The basic design of the MH unit evolves from Unions 
long experience in the development of larger, but similar, 
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Installed in the return main, the 
Thrush Air Eliminator collects 
and eliminates air from water 
in a hot water heating system. 








MELD 


THRUSH AIR ELIMINATOR 


removes air from hot water systems! 


THE NEW THRUSH Air Eliminator provides a simple, inexpensive but highly effi- 
cient means of collecting and automatically removing air from radiant coils, baseboards or 
convectors. Air in water moves with circulation and is trapped and released in the Eliminator, 
thus preventing air from interfering with circulation. This operation is accomplished by 
breaking the flow of water, which causes air to separate from the water. 


The Thrush Air Eliminator is easy to install in the return 
main as shown in the system diagram below. It is ruggedly 
constructed. Each Air Eliminator is shipped in an individual 
carton, with full instructions, 


For real customer satisfaction, install complete Thrush 
Radiant Hot Water Heat as shown in the illustration at left. For 
more information see your wholesaler today or write Dept. C-9. 








nH. a. FAARRUSH « company 
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YOUR BEST \ 


tht, 


SALES BUILDERS_- 


—<——" 





by PEERLESS 


If your business blows 
“hot” and “cold” like the 
weather, then put your 
sales on a_ high-volume 
basis the year ’round with 
the CLIMA-TWINS. Any 
season is the season for 
these twin units—one for 
summer cooling and de- 
humidification . . . the 
other for winter heating. 
The Ciima-Twins are the 
answer to modern living. 
Sell “up” from a furnace 
to the CLima-Twins. 



















Peerless Furnace and Foundry, Inc. 
1853 Ludlow Avenue, Indianapolis, Indiana 


Please rush me descriptive material on your new 
CLIMA-TWINS. 


Name 
Address 
City. 
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Type H field-erected models. Superheaters of the pendant 
or drainable type, with or without control, can be installed 
to meet total temperature requirements and units can be 
furnished for gas or oilfiring, or both. Fully automatic, 
semi-automatic or manual combustion controls can be 
provided. 

Made by: Union Iron Works, Erie, Pa. 


Circle E27 on coupon, page 162 





Guardian water control Valves 
made with molded nylon stem Tip 


GUARDIAN PRODUCTS now is using DuPont molded nylon 
in several series of water valves, one of which is the #1503 
boiler drain for water heater 
drain connections. The other 
valves are designed for auto- 
matic home laundries. 

Positive, no-drip, shut-off 
and much easier opening and 
closing is provided by the 
molded nylon stem tip, which 
has been designed for hot and 
cold water service. Each valve 
is engineered for simplified 
installation, with reduction in 
threaded connections. 

Made by: Guardian Products Corp., 1241 East 2nd St., 
Michigan City, Ind. 


Circle E28 on coupon, page 162 





Filtrex disposable air Filter 
made of processed glass Fiber 


FILTREX disposable air filter for heating and cooling appli 
cations is made of specially processed glass fiber that will 
not disintegrate or splinter. 
The filter pack remains firm 
and holds its shape; the fibers 
are laid down to permit spe- 
cific graded densities within 
the pack, distributing dust 
impingement throughout the 
depth of the filter, 

Filter frame is reinforced 
with metal corners and a spe- 
laminating technique, 
consisting of laminating the 4 
metal grille to the frame, combines all portions of the filter 
into one integral unit. 

Made by: Filtrex Corp., 33-40—127th Place, Corone 
68, N.Y. 





cial 








Circle E29 on coupon, page 162 


Kemix Laboratories auxiliary 


Factor No. 10 for Fueloil: 


AUXILIARY FACTOR No. 10, available from Kemix Labora 
tories, is a concentrate designed for treatment of both light 
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Standardize on Skuttle — The line is complete — Parts are interchangeable 


A humidifier is frustrated 
if it hasn't good 
evaporating plates 
























at 
ix 
Paten ted Vapoglas Plates absorb = "‘° humidifier can be any better than 


its plates—because the plates are the 


e only elements that can do any humidify- 

more water . Di ffus e more « ing. The rest of the device exists merely 
* e for supporting the plates and supplying 

Last longer without clogging ° them with water. Any humidifier is 


thwarted of its life purpose unless it 


Standard in Skuttle Humidifiers has good plates. 


BEST PLATES — A MUST 


Hence it is of first importance that the 
humidifier you install be equipped with 
the best in plates—that the plates you 
use for replacement be the best. 


VAPOGLAS — THE BEST 


By every test, Patented Vopoglas 
Plates are the best. They absorb 73% 
more water, (pound for pound). They 
have 83% open space (to resist 
clogging) against 55% for the next 
best. They are lighter, sturdier. Drop 
tests show they resist breakage better. 


Patented Vapoglas Plates are made of 
pure glass wool compressed and sta- 
bilized under heat. 


All Skuttle Humidifiers in which plates 
are used have Vapoglas plates. 





If it's a Skuttle—it’s a better Humidifier 
with better plates. 


Note these test results on evaporating plates 
For Any Warm Air Heater There’s A 
Skuttle Humidifier That Does It Better. 


































Dry Wet Gain Open 
Type Weight Weight Dry to Space In 
Plate Ounces Ounces Wet* Plate# 
Patented 
Vapoglas 1.5 3.6 140% 83% 
Plate B 3.4 4.6 38% 55% 
Plate C 1.67 2.61 54% 42% 
Plate D 9 11.5 28% 27% 
Drop test fl hows V las h r istan b k a 
TED cee chiswrpmen ows Vapoglas has greatest resistance to breakage MAN U FACT U R i NG COM PANY 
Hndicates resistance to clogging with water chemicals. MILFORD, MICHIGAN 
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and heavy fueloils. Recommended dosages are | gal. of 
auxiliary factor for each 4,000 gals, of Bunker “C” oil and 


‘S / | 1 gal. of auxiliary factor for each 7,500 gals. of No. 2 
LT | fueloil. 
b | The company has had more than 15 years experience in 
BS producing auxiliary factors, including concentrates for use 
| with gasoline and diesel fuel. 


Made by: Kemix Laboratories, West Springfield, Pa. 
Get dependable valve and nozzle Circle E30 on coupon, page 162 


protection with the new Levelux is distant-reading and 
Purolator Oil Burner Fuel Filter | hydrostatic storage tank Gauge 


LEVELUX, remote reading, dial type, hydrostatic tank 
gauge is offered in 3”, 4” and 12” sizes. The gauges can 
be used on burn- 
er tanks for resi- 
dential _ installa- 
tions and on larg- 


| 

| 

| 

| 

| er oil storage 
| tanks used with 
| 








industrial oil- 


PURLLATOR | burners. The 
— 


GALLONS 





THE O11 FILTER | gauge has a com- 





LEVELUS TANK GauGe 
LIQUIOWISION 
GAUGE & CONTROL COMP 
e0x 5) 


FILTER F | bination plexi- 
4 q | glass dial and lens 


OCEANSION NY 














cover with an ex- 
ternal zero adjustment. To obtain a reading, pressure is 

generated by a manual pump through a check valve, bel- E-Z 
lows and tubing into an air chamber. When the pressure tion 








: ; : d 

thus built up equals the pressure generated by the height we 

| of the oil, it indicates the amount of oil in the tank and be 

| this is transmitted toa pointer on the dial. banc 

Installation requires only a length of copper tubing to sag 
| 7 — connect the indicator head to the airbell, which is furnished 
V Anti-spilling depressed ., Over 100 g.p.h. | ; be gS APNE Stee F 
cover | gravity flow rate | with the gauge. so furnished is a tank bushing an 
lhe escolar dal | ¥ 7,000 gallons por your compression fitting to seal vapor in the top of the tank 
filtering surface | dirt-retention life bape ee 0 

V Stops dirt down to | ¥ Refill fits all popular Made by: Liquidivision Gauge & Control Corp., P. 0. ‘ 


-0002 in. \ filter housings | Box 51, Oceanside, N. Y. ‘ 


¥ Gimppreved Circle E31 on coupon, page 162 
All of these Purolator* features add up 


to fewer costly service calls . . . more , 

dependable heat . . . greater over-all Neptune Red Seal Compact Meter 

oil burner performance. for large fueloil tank Trucks 
You owe it to your reputation to sell NEPTUNE’S new 3” Red Seal Compact meter, designed 


and recommend only the finest in oil 
burner filtration . . . Purolator Micronic*. 
Write for specifications and the name of 
your nearest supplier. #Reg. U. S. Pat. Off can be lifted from 
the top of the cas- 


ing for cleaning 


for large fueloil tank trucks, contains a vertical basket 
strainer which 





PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada . or 
Factory Branch Offices: Chicago, Detroit, Los Angeles without draining 


the meter, Strain- 
er is reinforced 
wire mesh, An- 


other feature is 
Seney co oS 
higher ‘ ” 


capacity ‘ eo 8 . 


WoRLOS FINEST ‘ OL FILTER air release system, constructed of 34” tubing. 






sa 
a 





The meter is available with ticket-printing and Aut? 
Stop quantity control features and the inlet may be either 
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E-Z ‘Dapter Simplifies Installa- 
tion. Optional accessory, blanked 
and flanged to guarantee full size 
pipe opening. Only tool needed is 
a screwdriver to tighten control 
bands around it. Each size fits two 


pipe sizes. 


= 

















put these All-Star 





4 f features to work 


By taking advantage of these Windmaster features 


you help assure peak operating efficiency for the 


Calibrated Weight gives 
quick, accurate draft adjustment 


modern oil-burning equipment you install. At the same right on the job with no factory 


setting to take for granted. 


time, you-make the job of installation easier and Makes use of draft gauge easier 


quicker ... and reduce complaints and service call-backs. 
Stop in at your jobber’s and pick up a Windmaster 
Draft Control for your next heating job. Or, write 


for literature and prices. 





Sloping Pipe Mounting is made possible by 
the thrust bearing effect of the nylon be: rings. 
Can be mounted on sloping, horizontal or ver- 
tical pipe without leveling across bearings. 


Permanent, Positive Stops. Projections on 
nylon bearings stop vane at end of upward 
swing, tie-bar across bearings stop vane at end 
of downward travel. Stops can't get bent nor 
vane go too far. 


Fewer Sizes Needed. Only three control 
sizes will fit six different pipe diameters, pro- 
viding complete flexibility with few sizes for 
tesidential jobs. 


by eliminating guesswork, 










Angle mounted 
square vane provides 
more free area... 
assures quicker relief 
right when it is needed 
without that quivering 
first 45° of movement. 


DuPont Molded Nylon Beare 
ings can't rust or corrode... 
never need oiling . .. will out- 
wear steel... and are perma- 
nently silent. 


Windmaster 


A HOLE 


Post Office Box 776 * Columbus 16, Ohio 
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AT-A-GLANCE 


% 
ODF "rank cauce & 
gives exact reading level 
of oil in tank 


at pont of delivery! 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose... Per- 
mits delivery without disturbing cus- 
tomer and eliminates spills as there 

is a “stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order, 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 


TYPE ODF-11/) Fits 
112” tank opening 


TYPE ODF-2 Fits 2” 
tank opening. 


*OIL DEALERS’ 
FRIEND 














TELLS WHEN OIL — 


IS NEEDED mms 
jSr98 Prceen oye) 2. | 
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ied  @ Weather-tight plastic dome 
calibration assembly. 

@ Easy-to-read indicator. 

@ Shows exact reading level 
at all times. 

@ Made of quality oil, 
weather and corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction. 

@ No complicated mechanism. 

@ Simple and quick to install. 

@ Lowest cost remote reading 
gauge on market. 








eee HOW MUCH 
1S NEEDED 
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KRUEGER, SenZey GAUGES 


GREEN BAY + WISCONSIN 




































On guard—24 hours a day 































. . . « New Products 


from the left or right. In addition, many positions of the 

outlet valve or elbow can be arranged in the field. 
Made by Neptune Meter Co., 19 West 50th St., New 

York 20, N. Y. 

Circle E32 on coupon below 


Heavy duty fractional hp Motor 
announced by General Electric 


TYPE KSP-39 motor, available in ratings of 1/12, 1/10, 1/8 
and 1/6 hp, has been announced by G-E. It is a 514 
diameter shaded- 
pole motor for 
heavier duty at 
low input current 
and intended for 
use with furnace 
fans, unit heat- 
ers and coolers, 
room __aircondi- 
tioners and sim- 
ilar applications. 

The new mo- 
tor is an addition to the company’s line of smaller shaded- 
pole motors. Optional features include internal baffling, 
single- and double-shaft models, resilient-base, cushion- 
ring or shaft-end mounting. 

Made by: General Electric Co., Specialty Component 
Motor Dept., Schenectady 5, N. Y. 

Circle E33 on coupon below 


READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD SEPTEMBER 
Mail Now—Card Expires Nov. 30, 1954 


Circle numbers of new product items on which you 
want more information: 











NEW PRODUCTS 

ies hes&b b&b &F & 8 
ElIO Ell €42 E13 El4 E15 E16 EI7 EI8 
El9 £20 E21 E22 £23 E24 E25 E26 E27 
E26 E29 E30 E33! €©32 &33 


ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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Check Classification of principal dollar volume: 

CJ Fueloil Dealer (j Parts and Equipment Jobber [J Manutecturer 
(0 Manutacturer Employee [] Manufacturers Rep. [(] Oltheating 
Dealer [] Other 
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TO LOWER COSTS... 













AVAILABLE 
WITH OR 
WITHOUT 

WINDOW 













Here’s a combination you can’t beat. It’s the 
Crise Model FAL-40 that performance-wise is 
equal to any conventional bimetal fan and 
limit control and is interchangeable with most. 
A reduction in size and number of parts per- 
mits us to manufacture the FAL-40 economi- 
cally and still maintain highest standards of 
quality and performance. 







NO BIGGER 
THAN FAN OR 
LIMIT CONTROL 
ALONE 






Write for a sample and quotation. 


CRISE CONTROLS DIVISION 


CRS 





MANUFACTY 


COLUMBUS 16, OHIO 


eloil 


A New (ombination 


FAN AND LIMIT 


Distributed in Canada by Leland Electric Canada, 


















FULLY 
ADJUSTABLE 











SETTINGS 









PROTECTED 
BIMETAL 
ELEMENT 















ACRO Snap Action 


PRECISION 
SWITCHES 























The Model FAL-40 Crise has adjustable fan 
and limit control settings. The fan differential 
is also adjustable while the limit differential is 
fixed at approximately 20 degrees. 

Many leading manufacturers have already 
adopted the Crise FAL-40 and thousands are 
giving excellent service in the field. Available 
with your brand name if desired. 






Lid., Guelph, Ontario 






Kook Shelf 


Revised Edition of 
Steiner’s “Oilburners” 


THE FIRST EDITION of “Oilburners” by 
Kalman Steiner was published in 1937, 
with a second edition issued in 1949. 
Now, five years later the author has 
revised the text and illustrations to 
keep the book up-to-date and has added 
important revisions, including changes 
in the data which appear in the Intro- 
duction and wider coverage of elec- 


tronic relays and systems in Chapter 
¢Z. 

The book in general describes basic 
concepts and essential engineering of 
oilburning, as well as actual practice. 
In order to make the book useful to 
both experienced personnel and com- 
parative newcomers, the text first states 
fundamental principles from which the 
subject matter of the chapter is to be 
composed and then proceeds rapidly 
through a development of theoretical 
material to the pertinent conclusions. 

Repetition of text material has been 


How To Beat The Cost Of 
Big Volume Suction Cleaning 































cleaner. 


an 
gal. drum. 


\j 


at 
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Super Model AF— 
Low price, light weight, 
small size, wet and 


dry pick-up. 








Ring in place with head 
filter assembly on 55 





The new Super Big Volume Adaptor Ring, just de- 
veloped by Super engineers, enables anyone to make 
an efficient unit for big volume wet and dry pick-up at a 
fraction of the cost of a 55 gallon wet and dry suction 
cleaner complete. 


The Super Adaptor Ring consists of a metal ring 
fitted with a gasket, sealing the ring against air leakage. 
Spring clamps on the ring grip the Power Head and 
Filter Assembly of Super Model BP-1 suction cleaner 
when the ring is mounted on any standard 55 gallon 
drum. This provides a container of much greater 
capacity than the regular suction cleaner container. 


The Super Adaptor Ring is sold in combination with 
the Super Model BP-1 head and filter assembly or 
separately to owners of a Super Model BP-1 suction 


This Super Big Volume Adaptor Ring meets an 
urgent need in many and various operations. 





Super Model BP-1—A quiet 
cleaner for both wet and dry 
pick-up. Motor cooled by 
separate dry air system. 





NATIONAL SUPER SERVICE COMPANY, INC. 
1951 N. 12th St. e Toledo 2, Ohio 


Sales and Service in Principal Cities 


In Canada: Plant Maintenance 


Equipment Co., Toronto, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTIO 


SINCE 191) 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 





me 


avoided by segregation of classes of 
apparatus into their individual] chap- 
ters, so that accessory equipment hay- 
ing application to many types of ojf 
burners will be treated in separate 
chapters. This applies to such equip. 
ment as pumps, controls, pressure regu- 
lators and others which cannot be spe- 
cifically applied to one type of burner 
alone. 

The first of 22 chapters discusses hy- 
drocarbons and petroleums, following 
with a chapter on fueloil, then com- 
bustion of fueloil and comparative fuel 
data. Next, in logical sequence, Steiner 
presents separate chapters on shell and 
pot-type burners; domestic oilburners: 
horizontal rotary oilburners; industrial 
oilburners. And finally, the next dozen 
chapters are devoted to accessories and 
components, with each function de: 
scribed in relation to the over-all com 
bustion of fueloil. Here are presented 
the elements of draft and combustion 
control, for instance, refractories, pre: 
heating, boiler and furnace capacities. 

Steiner refers to “Oilburners” ag a 
presentation of “the technology of an 
important division of American indus 
try” and not as a duplicatien of tech 
nical matter which can be found else’ 
where. As such “Oilburners” can be 
recommended as an excellent reference 
book to the industry and as a text fer 
imparting knowledge to industry per 
sonnel of the many facets of fueleil and 
oilburning. 

“Oilburners” (Revised Edition), by 
Kalman Steiner, 502 pages, 22 chap 
ters with charts, illustrations and 
graphs, size 644” by 914”, board cow 
ers; price: $5. Published by Heating 
Publishers, Inc., 2 West 45th St., New 
York 36, N. Y. 


Society publishes new 
Edition of its Guide 


AMONG THE SPECIAL features of the 
new 32nd edition of the “Heating 
Ventilating Air Conditioning Guide" 
recently published by the American 
Society of Heating and Ventilating 
Engineers is a new chapter devoted to 
residential summer airconditioning. 
Included in the new chapter are 
data on methods of obtaining local re 
lief in hot humid environments, infor’ 
mation on recent developments in ait 
and gas cleaning, new tables on steam 
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ww can xx PrOtitable Business 


COMING YOUR WAY WITH 


Monerief... sow nor 


COMPLETE THAN EVER BEFORE! 













ALSO Moncrief's SureriT 
SNAP LOCK Pipe and Fittings... 
Everything for ANY 7 
TYPE of INSTALLATION 


AND...They’re 
Carton Packed at 

















— Utility Units Winter Air Conditioning 
nits — Gas or Oil Units—Gas or Oil Gravity Furnaces 
Gas or Oil Gas or Oil NO EXTRA COST 









TO YOU! 


Easier to Handle 
Quicker to Assemble 
Quicker to Install 


Year ‘Round 
Air Conditioner 
Heats in Winter 
Cools in Summer 








Unit Heaters 
Gas Fired 


Horizontal Furnaces 


Gas or Oil 
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MOST HEATING AND AIR CONDITIONING UNITS APPROVED FOR EITHER GAS OR OIL 





THE HENRY FURNACE COMPANY 


MEDINA, OHIO 


ol 








% FURNACE PIPE AND FITTINGS 









. . . « Book Shelf 


requirements of process equipment, 
and more detailed data on characteris- 
tics of pipe and tube. 

Other chapters brought up to date 
by major changes include, Heating 
Load, Fuels and Combustion, Chim- 
neys and Draft Calculations, Panel 
Heating, Pipe, Fittings, Weldings, Dis- 
trict Heating, Air Cleaning, Auto- 
matic Controls, Electric Heating, and 
Owning and Operating Costs. 

“Heating Ventilating Air Condi- 
tioning Guide,” (32nd Edition), 52 
Chapters with illustrations, 24 x 32 
in. ASHVE Psychrometric Chart, size 
6 x 9 in., blue cloth covers, stamped 
in gold; price $10. Published by The 
American Society of Heating and Ven- 
tilating Engineers, 62 Worth St., New 
York 13, N. Y. 


o, 
“~~ 


Harry C. McAuley promoted to 
regional sales manager, Heating and 
Airconditioning Division, Coleman 
Co., Wichita, Kan. 
cludes Illinois, Central Indiana, East- 
ern Missouri and Eeastern Iowa. 


His region in- 













Liquid Cooling highlighted 
at 8th annual I-B-R Course 


FOR THE FIRST time, complete meth- 
ods of sizing and designing cooling sys- 
tems using chilled water were pre- 
sented in the heating short course at 
the University of Illinois, Urbana, 
July 27 through 30. The course, con- 
ducted by the Department of Mechani- 
cal Engineering in cooperation with 
the Institute of Boiler and Radiator 
Manufacturers, was divided between 
classroom lectures and practical design 
projects worked out in the laboratory. 

Using the various I’B-R Installation 
Guides, students learned how to apply 
practical calculations of heat loss to 
the design of a one-pipe hot water sys- 
tem, a two-pipe hot water heating sys- 
tem, and how to design a residential 
snow melting system. Students also 
were instructed on cooling load calcu- 
lations and the design of one and two- 
pipe residential cooling systems, as well 
as the application of a single piping 
system to all-year heating and cooling 
of a residence. 





A bright future for this type of coo}. 
ing was predicted, but Professor J. R. 
Carroll, Department of Engineering, 
pointed out that the initial cost is the 
most important consideration. “It costs 
approximately five to eight times as 
much for the equipment to provide one 
Btu of cooling as one Btu of heating, 
therefore, accuracy in initial sizing of 
equipment is more important for cool- 
ing than it is for heating.” 

Professor Carroll also said that the 
most challenging problem is how to re- 
duce the size of equipment, bringing 
the cost down to what the public can 
afford to pay. 

Professor Warren S. Harris reported 
on studies of heating and _ cooling 
equipment installed in the rBR Re 
search Home just off the University 
campus. He called oversizing inexcus 
able in the case of cooling equipment, 
because of high costs and the discom- 
fort caused by excessive humidity. 

“Installation costs may be reduced 
substantially by allowing a single com 
bination room unit to cool several dif- 
ferent rooms. It is also possible to cut 








“For helpful guidance in 


managing my fuel oil business, 
I'VE FOUND A REAL PARTNER in the 


GULF SOLAR HEAT 
MARKETING PLAN” 


says John Pellegrino, 


j 
| 


try today. 


Gulf proudly salutes this popular, 


enterprising dealer who knows it pays to market a preferred brand. 


successful Dealer in Massena, N.Y. 


% Another progressive, promotion-minded 
r jobber who gets results from the Gulf 
| Solar Heat Marketing Plan... the most 
y modern, comprehensive, fuel oil business- 
building program available in the indus- 





GULF OIL CORPORATION :; 


GULF REFINING COMPANY 


SOLAR HEAT 
heating oil 


——— 
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NOW 
IT’S EVEN 
BETTER! 


lways the best, Galongage is now better than ever, because 


the numbers are easier to read! 

Still has appearance of highest quality. 
Still easy to install in tight places. 
Still less expensive to ship. 


Still fits easily into.serviceman’s kit. 


Ge Noencuie 


A product of 
APPLIED. MECHANICS COMPANY, 381-389 CONGRESS STREET, BOSTON, MASS. 


i 





.... I-B-R Course 


operating costs nearly in half—from 
86 to 46 cents a day—by shutting the 
system off at night and opening the 
windows to take full advantage of nat- 
ural cooling,” Harris reported. 

When the combination room units 
are used for winter heating, care must 
be taken to shut off the blower fans 
between on and off boiler cycles, Pro- 
fessor Harris emphasized. Otherwise, 
there may be created a problem with 
drafts. 

Based on tests of the equipment last 
winter in the research home, it costs 


more to heat with combination room 
units than with a conventional forced 
hot water heating system. This is ac- 
counted for by the additional cost fac- 
tor of electricity for the blower fans— 
it cost $100 to provide fuel for firing 
the boiler, and an additional $50 for 
electricity to run the fans. 

N. A. Parker is the head of the De- 
partment of Mechanical Engineering, 
and Ross J. Martin, associate director 
of the engineering experiment station, 
was in charge of arrangements for the 


course. 





SHEPHARD BOILERS & HOT WATER HEATERS 


Check the many 
SHEPHARD Features: 


@ ASME Code Construction 

@ Removable Screw Type 
Fittings 

e@Heavy Boiler Plate 
Construction 


® Two Inch Rock Wool 
Insulation to eliminate 
Stand By Loss 


Hydrostatic Tested—300 Ibs. 


All Copper Coil Tankless 
Heater for Domestic 
Hot Water 


e Six Different Sizes 
@ Standard Size Fittings 











and prices. 





° 
lating 


Wire or Write Today — } 
dealer or jobber in your territory. Send for full information 


INSTALLATION PROFITS 


Here is your answer to the small home market | 


THE SHEPHARD Boilers and Hot Water 
Heaters incorporate the Percolating Action 
that gives continuous efficiency and economy. 
This action prevents the deposit of lime, scale 
and sediment on heating surfaces. When you 
sell and install SHEPHARD Units you offer 
your customers... 


@ CONVENIENCE 


The convenience of having plenty of hot water; 
winter or summer. That’s a real blessing to 
any family and a good sales point. 


@ COMFORT 


Thermostatically controlled, the SHEPHARD 
Percolating Action will keep your Customers’ 
Homes ‘‘as snug as a bug in a rug.’’ Add to 
this the important feature of... 


@ ECONOMY 


All this comfort and convenience is your cus- 
tomers for a small initial cost while the Perco- 
lating Action of SHEPHARD Units show 
economies of 35% to 85% in fuel. All these 
advantages add up to SALES and MORE IN- 
STALLATION PROFITS FOR YOU. 


You can qualify as an exclusive 


HEATER CO. inc. 





ii 951 SYCAMORE AVE., TERRE HAUTE, IND. 
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Names in the News 


(Begins on page 6) 


F. G. (Jerry) Johnson was made ay 
sistant sales manager, Bastian-Morley 
Co., Inc., La Porte, Ind., manufactur 
ers of automatic water heaters and ojl- 
fired boilers. He will work with heat. 
ing jobbers, engineers and dealers, 


David E, Feinberg, formerly vice 
president, has been elected president, 
United States Air Conditioning Corp, 
Minneapolis, Minn. He is a graduate 
of the University of Minnesota and has 
been an officer and director of the com 
pany for several years. 


Charles L. Brooks has been named 
assistant to the president, Armstrong 
Furnace Co., Columbus, Ohio. Brooks, 
who was recently named regional 
sales manager, joined the company in 
1951, 


Harold N. Jones has been named 
general sales manager, Utica Radiator 
Corp., Utica, N. Y. Until recently he 
had been sales manager of the Burn’ 
ham Boiler Division, Burnham Corp. 
Francis R. Brennan will become direc 
tor of sales promotion for Utica. He 
has been with the company for 20 
years. 


C. H. Lamoreaux has been made ax 
sistant general manager of gasoline and 


fueloils, Standard Oil Co. (Ind.) 


Mildred C. Healey, _ secretary, 
Coastal Oil Co., Newark, N.J., com 
pleted 25 years in the petroleum in 
dustry recently. She became associated 
with the industry in 1929 as secre 
tary to Louis E. Marron, then presi 
dent of the Home Fuel Oil Co., Pas’ 
saic, N.J. When Mr. Marron founded 
the Coastal Oil Co. in 1938 she was 
made an officer—a post she has held 
ever since, 


Ted Nemes has been named vice 
president and general sales managet, 
Whitehall Engineering Co., Chicago, 
distributors of Union Asbestos and 
Rubber Company’s airconditioning 
products. He will supervise national 
sales of Unarco’s mobile aircondition’ 
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Our shelves are cluttered with oil cans. They are darned good oil 





cans, chrome plated and everything, but we have no use for them. 






Back in the old days our oil burners were equipped with 









motors which had to be lubricated. Our customers got sick and 






tired of having to run down to the basement every so often to put 






a few drops of oil in a motor, so we have been using oiled-for-life 






motors on our burners for several years now. 






We are going to dispose of these fine oil cans for 25c each. 






They are 45¢ inches high and hold % ounce of oil. The supply 











is somewhat limited so we can allow only one to a customer. 





: Cash orders only. 


We have no use for them because— | 


yi / 


Iron Fireman oil burner motors are lubricated for life. 
Their noiseless ball bearings are sealed so that the 
lubricant is held in and dust and dirt are kept out. 
For this and other reasons, an Iron Fireman oil 
burner motor normally requires no attention 
of any kind throughout the life of the burner. 


Modern precision ball bearings ie 
are permanently lubricated. — 










Write to: IRON FIREMAN ELECTRONICS DIVISION 
2800 S. E. Ninth Avenue, Portland, Oregon, U.S. A. 


il 






Conventional or Fusible Link REMCO FIRE VALVES 





For New Bottom Outlet Tanks | 


FUSIBLE CONVENTIONAL 









er and be in charge of regional distri- 
bution of the package airconditioners. 
He recently resigned as national sales 
manager of the Airconditioning Divi- 
sion, Admiral Corp., and had also 
headed the national sales force of the 
Avco’s airconditioning department. 


Russell D. Newhall has been named 
New England fueloil sales manager, 
Mexican Petroleum Corp., subsidiary 
of the American Oil Co., New York, 
N.Y. He succeeds Richard P. Dren- 
nan, who retired on pension after al- 
most 32 years with the company. New- 
hall joined the company in 1935 and 
four years later was placed in charge 
of the light fueloil department in Bos- 
ton. He served as special sales repre- 
sentative for Massachusetts and in 
1945 was named New England sales 
representative for the heavy fueloil de- 
partment. 


On Every Oil Burning Installation... 
SELL AND INSTALL 


“The Wost Filter 


for your money 
Profitable Sales 

Fewer Service Calls 
Customer Satisfaction 
Competitively Priced 


F-10B | 


*MODEL F-10B 
List Price $2.80 each. For small 
to medium installations. 


Repulses and eliminates for- 
eign matter . . . Positively 
prevents clogged burners 
and damage to pump valves, 
bearings and fittings. 












INDUSTRY'S LEADING TANK 
VALVE MANUFACTURER 
* 
MONUMENTAL AVENUE AND 
B. & 0. RAILROAD 
LANSDOWNE, BALTIMORE, MD. 


Walter W. Steminon has ke ap- 
pointed vice president in charge of en- 
gineering and production, Sterling 
Air Conditioning Corp., Gastonia, 
N.C. He had previously spent 23 
years with Servel Corp. 


Donald W. Milestone, Director of 
Export, Perfection Stove Co., Cleve- 
land, O., has spent a month abroad. 
He visited company distributors in 
Holland, Switzerland, Turkey, Leba- 
non, Irag, Egypt, Union of South 
Africa, Belgian Congo, Liberia, French 


Morocco and Portugal. 
5 


Frank H. Faust, manager of market- 
Air Conditioning Divi- 
Bloomfield, 


as been named chairman of a 


ing research, 
sion, General Electric Co., 
ie ee 
joint committee on cooperation con- 
sisting of five representatives each 
from the American Society of Heating 





oni 
*MODEL Z-1 


Sold through Leading 
Wholesalers everywhere 
Write for full information— 

we will advise your nearest jobber 


*MODEL MS-3 
List Price $3.95 each. For 





List Price $2.80 each. For small 
to medium installati Fits di 
ALL control valves. tions. 


*UL APPROVED 








DEALERS: If your jobber cannot supply you, order direct. Supplied 
postpaid anywhere in the U.S.A. Normal discount in dozen lots. 


DISTRIBUTORS: Some valuable territories still available. Write today! 


Feature, sell and install... 


MARQUART MANUFACTURING COMPANY 


1241 HIGH STREET - 





EXPORT 
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DIVISION—OCEANIC 
400 MONTGOMERY 
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Excessive temperature will cause 
valve to close automatically 


FILTER VALVE - 
<4 Also available—Fusible 
Link Fire Valve 
roe 


and Ventilating Engineers and the 
American Society of Refrigerating 
Engineers. The committee will work 
to coordinate the Societies’ activities 
and minimize overlapping. 


Duane Quamme has been made ax 
sistant to W. K. Smith, field sales man- 
ager, Union Asbestos and Rubber Co., 
Chicago. Quamme joined the com 
pany in 1951 asa sales engineer. 


Fred F. Loock, president, Allen 
Bradley Co., Milwaukee, Wisc., has 
been selected general chairman of the 
third phase of the 50th anniversary de’ 
velopment program, Milwaukee School 
of Engineering. 


Allen H. Ottman has been elected 
executive vice president and general 
manager, Rochester Manufacturing 
Co., Rochester, N. Y. The company 


Microstone® Element 


FILTERS 


T Only Filter Featuring Pre-Screening 





t MODEL KS-3 
List Price $7.80 each. For the 
largest, dirtiest jobs. 


to large installa- 


SETTE Microstone “Element FILTERS 











CALIFORNIA 
COMPAN 


tF 


OAKLAND 1, 


EXPORT 
FRANCISCO 4, CAS 
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HUNRESTRICTED FLOW 


PHILADELPHIA HOSE REELS 








mean 
fast 
deliveries 








ai time at the delivery point, and 
That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 


you save money.” 





Self Aligning Ball Bearing Ball Bearings 


Seal 

















~— Spokes for Drum 
, SECTION THROUGH REEL 
Unrestricted passageway is clearly 
‘hown on the sectional view of the 
spindle and seal. Note the long radius 
“urvature of the elbow, free from re- 
‘trietion. A self- tightening Neoprene 
seal is used. It i is tight at high or low 
Pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
‘pindle are outside the passageway 
and not in contact with the fluid. 





oilheat 


The actual fact is this: when a re- 
stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery—without 


changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
All parts are made of steel, malleable 
iron or bronze (no cast iron is used). 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 
used on each reel. This means the reel 


will last many times longer than one 
equipped with plain bearings. 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 
1” to 3” with hand or power drives— 
electric, air or hydraulic. Under- 
writers’ approved explosionproof 
motors when required (any voltage). 


Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


2497 ONTARIO 


STREET, 


PHILADELPHIA 


Manufacturers of Reels & Valves since 1922 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 


Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, 


California 
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Keep Those Tanks Clean! 


Reduce Service Calls—Keep Customers Happy 


Until a few years ago no satisfac- 
tory method of ridding oil tanks 
of sludge, dirt, water, scale, sedi- 
ment and other impurities existed. 
Now, the “Visa-Clean” method 
developed and patented by TAL- 
BOT A. SMITH has cleaned 
thousands of oil tanks with the 
recommendation of leading oil 
suppliers. 

“Visa-Clean” will remove sludge and water from outdoor or inside H 
tanks in less than an hour without stopping the burner or emptying 





Danger Point 





Oil Feed to Burner i 


Your Customer's Oil Tank 
After Three Years Use 














the tank. No chemicals are used. “Visa-Clean” actually removes a 

sludge, dirt, and water right before your eyes. ac 

Buy This Profit-Making Equipment for —— ” 

Service Department! e ° 

0 

wu. D NATIONAL “VISA-Cleas.’’ CORP. © pte 

STEEL € NEOPRENE 5201 Roland Avenue, Baltimore 10, Md. TUxedo 9-3940 gu 

me 

a a in; 

manufactures industrial pressure, tem- Edwin E. Hokin has been elected R. D. McGranahan has been elected “a 
perature and liquid level gauges and president, Union Asbestos & Rubber a vice-president of the Gulf Oil Corp, 

domestic fueloil tank gauges. Ottman Co., Chicago, and the former presi- Pittsburgh, Pa. He joined Gulf in 1948 f 

had previously been vice president and dent, Norman C, Naylor, named chair- as a member of the executive staff and Th 

a director of the American Hard Rub- man of the board. For the past year — has been concerned with the coordi pie 

ber Co., New York City, Hokin has been organizing the new ___ nation of transportation and the re pre 

heating and cooling division of the quirements and use of storage. He had wa 

N. C. Wiggin has been appointed company. Other executive changes: previously been with Westinghouse Se 

advertising and sales promotion man- John H. Balch now executive vice presi- C. W. Hurley, Jr., was appointed Di iro 

ager, J. H, France Refractories Co., dent and Emil T. Johnson now vice rector of Coordination. as 

Snow Shoe, Pa. Prior to his affilia’ president in charge of production and shi 

tion with FranReCo, he was with the engineering. E. J. Tribble has been made assistant lin 

advertising and sales promotion de- vice president in charge of manufac en 

partment, Rockwell Manufacturing Clifford R. Boeckler has been ap- turing, Worthington Corp., Harrison, bri 

Co., and Westinghouse Electric Corp. pointed district manager of the West- N. J. A. M. Tullo replaces him flai 

ern New York Territory office, Niag- works manager of the Harrison Works 
or 


Charles F. (Pete) Campbell has 
been added to the sales staff, Barnes 
Manufacturing Co., Mansfield, O., as 
a sales engineer at company headquar- 
ters. He had been district sales mana- 
ger for the Gorman-Rupp Co. 


ara Machine & Tool Works, Buffalo, 
N. Y. His sales office will be located at 
683 Northland Ave., Buffalo, at the 
plant where the company manufac- 
tures press brakes, shears, machines and 
tools for plate and sheet metal work. 


and L. E. Hammer has taken over 
Tullo’s former post as Wellsville 
Works Manager. Donald H. McCuaig 
has been made manager of application 
engineering for the Airconditioning 
and Refrigeration Division. 


















For 
Dependable 
Performance . . . 





Specify... 


BERKSHIRE 


Ignition Transformers 


You'll find the highest standards of 
engineering and dependability built 
into every BERKSHIRE you purchase. 
Each transformer is individually test- 
ed, and adjusted. U.L. Approved. 
Shielded. 


guaranteed. 


Interchangeable. Fully 





Philadeionia se 6. . 
> RO eenmtR 


Write for full Information: 


eg . 
e fee 


ct ieey ¥ a 


TRANSFORMER CORP. 
15 South Ave., New Milford, Cont. 


CLISBY & ASSOCIATES 
P.O. Box 654 


.0, Box 
2 eee 
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A Standard of Perfection 


OIL THRIFTY 





LOW PRESSURE OIL BURNER 


Herco Model HLP-1 is designed 
to eliminate your service head- 
aches and call backs. It is tai- 
lored for small installations, to 
burn only the minimum amounts 
of oil required. Burns 0.4 to 1.5 
gals. per hr. without nozzle clog- 
ging. Installation and adjust- 
ments are simple, fast. Oil sav- 
ings possible in small homes now 
using high pressure burners can 
be fantastic! 


Precision Machined Housing. 
The heart of the burner is a one 
piece grey iron housing that is 
precision machined. There is no 
warping, no misalignment. 
Separate draft tube is also grey 
iron. End cone and fins are cast 
as part of the tube and cannot 
shift. Burner is neat, stream- 
lined, finished in metallic green 
enamel, The malleable iron leg 
bracket is reversible for either 
flange or pedestal mounting. 


Easy to Service. 


All parts can be easily reached 
without disturbing burner 
mounting. Removing two screws 
from lid allows complete access 
to ignition head assembly, fan, 
and motor-fuel pump coupling. 


Nozzle and Pump. 


A large nozzle orifice eliminates 
clogging. The Sundstrand pump 
can be “dialed” to the correct fir- 
ing rate. Compressed air and oil 
are pumped separately to, and 
mixed within the nozzle. A cut 
off valve prevents any unbal- 
anced air-oil condition. Stops 
and starts are always clean. 


Fire Tested. 


Every Herco is individually fire 
tested before leaving the factory. 
All are approved by Underwrit- 
ers’ Laboratories. 


For further details, write HERCO OIL BURNER CORP., LANCASTER, PA. 














“Dial” correct firing rate. 
No further adjustments. 

























Set the dial on the Sundstrand 
fuel unit from 0.4 to 1.5 gals. 
per hr. as required; set the air 
adjusting lock screw and burner 
is ready for operation. No 
further adjustments necessary. 
It’s that easy and well designed. 
Pump can be dialed to 0.4, 0.5, 
0.6, 0.7, 0.8, 0.9, 1.0, 1.15, 1.30, 
1.50 gals. per hr. 


Herco Thrifti-Fier mixes air- 
oil within the nozzle! 


This exclusive Herco feature 
burns and converts every drop 
of oil into actual heat. No soot, 
smoke or oders. The hot gases 
are permitted to travel slowly 
thru the boiler so maximum 
heat is delivered to all heating 
surfaces. 7, 9, 12, and 16” 
draft tubes available. 
















Non-Clog Nozzle. > 





The upper nozzle is 
the one used on 
Model HLP-1. Its 
capacity is 0.4 to 
1.5 gals. per hr. 
without adjustments or part 
changes. High pressure nozzle 
(lower cut) shows difference in 
orifices. At low pressure this 
type clogs, causes service prob- 
lems. 





















There’s a Herco for every type of instal- 
lation. High and Low Pressure Oil Burn- 
ers, Winter Air Conditioners, Herco 
Boiler-Burner Units, Commercial Hot 
Water Heaters. A Herco dealer is a 
happy, profiting man! 
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LEVELO 
Tank 





bends 20 gauge 





A GOOD GAUGE COMPLETES 
4 GOOD INSTALLATION 


a" 


METE 
Gauges 





“THEVRE ALWAYS DEPENDABLE” 


‘LIQUIDS WORTH STORING ARE WORTH MEASURING” 


QUIDOMETER core 


LONG ISLAND CITY, N_Y. 











. . » the Portable Sheet Metal Bending Brake 
TWO 


Keep all your 
ductwork profits! With 


this one tool, you can both form 
and lock ducts and fittings. Enables you to 
keep up to 35% more profits on each warm air or 
cooling job. Compare specifications and construction — 
WEBCO is an exceptionally strong, precision unit, engineered for 
simplicity, low in cost. 


Let us Show You! Write: 


HALLMOR INC.—McMurray Road, Bridgeville, Pa. 


Manufacturers 
hetivities 


Webster Electric Board meets; 
Crewe is elected President 


AT THE annual meeting of the Board 
of Directors of the Webster Electric 
Co., Racine, Wis., the following ofh- 
cers were elected: S. A. Loeb, chair- 
man, executive committee; Arthur C. 
Kleckner, chairman of the board; Pres- 
ton G, Crewe, president and treasurer; 
David J. Munroe, executive vice presi- 
dent. 

Re-elected were: Frederic A. 
Fischel, vice-president and secretary; 
B. T. Wiechers, vice-president in 
charge of industrial sales; P. A, Karll, 
vice-president in charge of purchasing; 
Joseph O. Mithus, assistant treasurer; 
Elliot M. Ray, assistant secretary. 


Thompson and Crippen, Jr. 
buy Apex Motor Fuel Company 


ROY J. THOMPSON and Philip R. Crip- 
pen, Jr., have acquired 100% interest 
in the Apex Motor Fuel Co., a well 
known petroleum distributor in metro- 
politan Chicago. 


Thompson Crippen 


September 
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The company, which has adopted j 
broad expansion program in the mar 
keting of fueloil, gasoline, motor oils 
industrial lubricants and chemical com 
pounds, will continue to retail th 
products of the Cities Service Oil Co 

The new officers of the organization 
are: Roy J. Thompson, president 
Philip R. Crippen, Jr., vice president 
and secretary; John P, Moll, treasurer 
Serving with the above on the Board 
of Directors are: George W. Robin 
son, H. P. Reynolds, and Joseph F 
Reidy. 


Automatic Firing Corp. elect 

Sidney Strauss as Presiden! 
AT THE RECENT board of director 
meeting of the Automatic Firing 
Corp., St. Louis, Mo., Sidney Straus 
was elected to succeed Hugo Wurdack, 
president, who announced his retire 
ment. 

Mr. Strauss has been an officer and 
director of the company for many 
years. In outlining his proposed pr 
gram to the directors he said that the 
current line of residential and com 
mercial units would be supplemented 
by new models. 


New heating Line introduced 

by Illinois Iron and Bolt Co 
A NEW LINE of home heating equip 
ment, which will be sold under t 
brand name of “Freeman,” has beet 
introduced by the Illinois Iron an? 
Bolt Co., Carpentersville, Ill. 

The company, long associated Wi! 
the manufacturing of stokers, is 9%" 
producing a complete line of - 
matically-fired units, including oilfires 
warm air furnaces in high-boy, 
terflow, and basement models, along 











You've Got The Selling Edge 


on Competition with 


The Complete 


Line of Heating and Year ‘Round 
Air Conditioning Equipment 


As a Luxaire dealer you'll feature the largest — 
the most complete — the most versatile line of 
heating .. . year ‘round air conditioning and sum- 
mer cooling equipment available. You have ev- 
erything to meet any competition! You can fill 
any order! 


As a Luxaire dealer you can cash-in on the big 
year ‘round air conditioning market, and likewise 
you can cash-in on the limitless demand for the 
changing over of forced air systems into year 


Most Units 
Approved for 
Either 
C7. Ve) ae) | 


ke) LU (ol m1 p 4-5 
in Year ‘Round 


Units approved 


and Summer 
Air 
Conditioning 
Units 


Year ‘Round 
Air Conditioners 
approved for 
either Gas or Oil 
2 and 3 Ton Cooling. 


Winter Air Conditioning 
for approved for either 
either Gas or Oil. 


‘round air conditioners with the Luxaire Add-On 
Summer Cooling Units. 


So — from all angles and feature for feature, Lux- 
aire excells in quality, performance and selling 
features! That’s why Luxaire dealers have the 
big selling-edge over all competition! Let your 
Luxaire jobber show you how easy it can be 
for you to outsell competition with Luxaire! 
Don't delay — it may cost you money — 
see him today! 





Counterflow Units Utility Units 
approved for 


either Gas or Oil. 


Gravity Furnaces 
approved for either 


Gas or Oil. Gas or Oil. 


Gas Conversion 
Burners 
3 Sizes 


Unit Heaters 
Gas Fired 
4 Sizes 


Incinerators 
with or without 


Summer 
Gas Burner. 


Cooling Units 
2-3and 
5 Ton. 
Horizontal 
Furnaces 
Gas Fired... 
Oil Fired 


HEATING & AIR CONDITIONING UNITS 















oo ee: 
Gee Brushes, 





BOILER TUBE, FURNACE 
and CHIMNEY BRUSHES 
for the OILHEATING and PLUMBING Trade 





“Off the Shelf Service" © Leading Manufacturers of 
Industrial Brushes and Brooms for Hand or Power Use 


e WIRE ¢ BRISTLE © FIBRE @ HAIR © NYLON 








Write for Catalog or Name of your nearest jobber 


ACE WIRE BRUSH CO. 


146 Fulton Street 
Brooklyn 1, New York 

















with the Dial-O-Meter low pressure 
oilburner. The units feature a finish 
of baked white enamel. 

Since the furnace is often installed 
in the utility room, the advantages 
of the enamel in adding to the gen- 
eral appearance of the room are con- 
siderable. 

Due to the newness of the line, the 
company is concentrating on gaining 
national distribuiton by appointing 
outlets in the many territories avail- 


able. 


Coleman Dealer-Trainees 
emphasize Airconditioning 


AS THE RESULT of a special option 
given by the Coleman Co., Wichita, 
Kan., at its “Homecoming” dealer 
training program for 1954, over 50% 
of this year’s registrants chose the pro- 
gram which offered special training in 
year-round airconditioning rather than 
in heating alone. 

According to C. L. Burrows, sales 
vice president, the option gave the 





ne 


dealers a chance to direct their atten 
tion to the subject which promised the 
greatest reward. He cited the large at: 
tendance at the year ’round classes a5 
an encouraging sign that such facilities 
would be sold extensively and intelli 
gently in what today is considered to 
be a secondary market. 

More than 1,000 dealers attended 
this year’s training program which was 
directed by R. J. Waalkes, Michigan 
State Col., and Ed. G. Johnson, sales 
training manager. Dean W. A. Nie’ 
lander. Wichita Univ., also assisted 


Bunker C fueloil supply lines for Con 
Edison Co.’s new Astoria, N. Y., plant 
utilize these moisture-resistant, pre 
formed sections of cellular ‘“Foamglas 
insulation manufactured by the Pitts 
burgh Corning Corp., Pittsburgh, 
Penna, The underground, _ steam 
traced lines are part of a total of two 
miles of pipe carrying fueloil from 
storage tanks to the Astoria station, 
which has two 180,000 kw turbine 
generators. Boilers are equipped for 
firing with fueloil, coal, or gas. 
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SERVING THE ST. 


Use “CRESCENT PARTS" Service 


LOUIS TRADE AREA 


y 4 





CONTROLS 
Minneapolis-Honeywel 


White-Rodgers 


Ww 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 








Parts 
Installation Materials 











| Detroit - Perfex - Penn} GRESCENT PARTS AND EQUIPMENT CO., INC. 
o8-091 . — Ave. 
St. Lowis 10, Mo. 


BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 





& Accessories 
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PEERLESS 


BOYERTOWN 


~| GAS ana OIL-FIRED 


————» 


iv for residential - commercial - industrial use 
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| SIZES for WATER 
1) Was 
higan 

, sales 
_ Nie 
sted 
SIZES for STEAM 
r Con 
a ¢ Quality since 1908 
ss e Water Tubes GAS-O8 
Pitts e Assembled Sections i: Ne. 1 Sertes 
burgh e Assembled Base aia 
Fi ¢ Year "Round Hot Water 
from ¢ 2" Glass Insulation 
2 e Ready Accessibility 
"a for ¢ Modern Styling 
¢ Compact Design 

a ¢ Easy Installation 








¢ Built for Long Life Get FULL DETAILS of this PROFIT LINE. Mail coupon 
¢ AGA, IBR, ASME, UL below for PEERLESS Dealership details. 


looking forward to our GOLDEN ANNIVERSARY serving 
America’s heating needs 


THE PEERLESS HEATER CO. 

Div. The Eastern Foundry Co. 

Boyertown, Pa. 

Gentlemen: 

Please tell me how | may become a PEERLESS Dealer. 

















§ Name Position 
Firm Name 
THE PEERLESS HEATER COMPANY Address 
DIV. THE EASTERN FOUNDRY CO. BOYERTOWN, PA. City State 
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WITH THE 
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undsteand OIL BURNERS 


Enthusiastic reception by the public concepts of warm air heating are re. 
explains the higher sales frequency of alized. ... That’s not enough; with q 
the Sundstrand all-electric oil burners. Sundstrand, initial low-cost is matched 
With a Sundstrand, the most modern by long-span oil burner performance, 


. . . These values and the Sundstrand reputation for the 
finest in oil heating add up to complete customer satisfae. 
tion. Foot or bracket mounted, all Sundstrand oil burners 
are listed as standard by Underwriters’ Laboratories , , , 
and meet all state and local requirements. 


A leader in oil heating for 33 years. 
SUNDSTRAND ENGINEERING CO., Rockford, Illings 























Primazily for loads of relatively low 
weight, high-bulk cargoes, this van 
trailer delivers directly to distributor 
from The Heil Co., Milwaukee, Wisc. 
The unit can take about 30 furnaces, 
almost twice as many as the average 
van body. Rush shipments can be on 
the road or even in the distributor's 
THE HOME Lo hands, by the time a freight car would 
begin loading. Shipping costs are usual 
ly reduced by using the van. 


York-Shipley sets up new 
Production Line after Fire 


Eureka-Williams fall Promotion gineer’ in the installation and servicing = WITHIN ONE MONTH from the day ofa 
to emphasize dealers’ Prestige ot home heating equipment,” Charles $500,000 fire York-Shipley Inc., York, 
G. Branch, manager of the Division Pa., has set up new production facili 


THE ENTIRE FALL sales campaign of 
said. ties and re-established complete pro 


the Williams Heating Division, Eure- 
ka-Williams Co., Bloomington, IIL. Spearheading the promotion will be duction of heating equipment in the 
will be based on building up the pres the biggest direct mail program ever York plant. 
tige of the dealer in his own com- undertaken by the company. Branch On June 15 the fire swept through 
munity. said, “We think that it is important two plants and wiped out all facilities, 
“The campaign, which will include that the public understand that quality including the machine shop, welding 
direct mailing pieces to the consumer, begins at the factory, but real satisfac- departments and assembly lines for do 
radio, television, local newspaper and tion to the customer doesn’t start until mestic boilers and furnaces and indus 
national advertising, will stress the im- the right equipment is installed right trial oil burners. Before the fire had 
portance of the ‘Practical Heating En- and serviced right.” cooled down arrangements were being 


Oo» OR LE 


for Vaporizing Oil Burners | 
Satisfy dealers ... Satisfy customers 


McCorkle Controls are backed by a : 
record of 18 years of dependable Write today for literature 





service. Dealers endorse them, because d ‘feat t 
their rugged simple construction reduces sanstarichiie _ eave bins matted 
service calls to a minimum. Customers your particular requirements. 
appreciate them for their dependable, 
accurate operation. 

‘i asm 


D. H. MICGCORKLE Co. 


Box E, Station A + Berkeley, California 














September 
1954 





1h 59h Y DF 9-0 At Soin waht NO AT tee " Oa PES ‘ Fd th Sah ee 
vy oe me ESS eH, oh he pat f BY 31 eh at haces 


ver le 


AIR-SCOOP SALES 
tll LOOMING... 


iA 
after Two Years Y 
Steady Cumb! Sr Y 


ZED Contractors Keep Buying Because — 
IT STOPS AIR NOISE! 


in Hot Water Heating Systems 


TO EXPANSION TANK ae a. 
Scoops air from water before it circulates 


+ 
CONNECTION FOR through main... 
AIR VENT Air from chamber number 1 1s re- 
moved by air vent. Air from chamber 
number 2 goes to expansion tank. 
When tank ts filled, air backs dawn 
and is removed through chamber 


number 1. 


Sizes Ug a) fe gee Lady 8 iff 











by Better Heating-Better with Taco 


Cir 


TACO HEATERS, INC. * 1160 Cranston Street, Cranston 9, R. |. 
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It pays to get 
Me EVER-TITE 
OLE Dy in 
Quick Couplings 


There's an EVER-TITE 
for every need 


Superior quality forged bod 
—precision machined ,e 


Uniform wall thickness 
—no weak spots 


Extra heavy reinforcing rim 
for longer service life 


Extra 
Hi-Strength 
forge 
handles 
—greater 
economy 


~greater 
safety and 

longer 

service 


Uniform heavy 
wall thickness 
—no weak spots Superior quality 
forged body- 
—precision machined 
—accurate tolerances 


Recess retains gasket 
in coupler and assures 
proper placement 








i | 


VER-TITE Couplings 
give you a quick, 
tight connection every 
time—under every con- 
dition. They make your 
deliveries fast... safe 
. dependable. Ever- 
Tite Couplings are # 
manufactured of stain- 
less steel, bronze, alu- 
minum, steel and mal- 
leable iron. 
It pays to get EVER-TITE quality— 
the top value in quick couplings. Ask 
your distributor now for full details. 


EVER-TITE COUPLING CO. INC. 
254 W. 54th St., New York 19, N. Y. 







































made for the establishment of tempo- 
rary facilities. Permission was granted 
by the Army for turning over one of 
York-Shipley’s Ordnance Plants to 
heating equipment production, and 
other facilities were leased in a nearby 
building. 

Within a week certain assemblies 
were being manufactured, No June or 
July shipments were missed. Neighbor- 
ing manufacturers cooperated by of- 
fering their facilities for use in sub- 
contracting machine and welding work. 


We need fittings 
QUICK! 


When can you 


| SPAN always 


ships quick...your 
order’s going out 


IMMEDIATELY! 


for fast service on... 


COPPER TUBE 
FITTINGS 


Phone... Wire... or Write TODAY 
A SPAN gives the fastest shipping & 
EX service in the industry, because 
SPAN manufactures and stocks a 
es huge inventory of Copper Tube Fit- on 
tings. Write for catalog and price 
aN) list of high quality flared fittings, cep 
compression fittings, and valves. 
BRASS MFG. CO. 
200 WILSON STREET 
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S. H. Shipley, president, com- 
mented, “We would not have been 
able to achieve this fast recovery if it 
had not been for the cooperation 
shown by our employees and other 
manufacturers.” 


Timken Instruction to be 

given by Sid Harvey, Inc. 
SID HARVEY, INC., Valley Stream, 
N. Y., has scheduled a series of 23 lec- 
tures on the service and installation of 
the Timken rotary oilburner. The 


talks, which will take place in the areas — 


served by the 32 Sid Harvey outlets 
from Boston, Mass. to Norfolk, Va., 
are to be held during the month of 
October. 

Illustrated with colored slides, dia- 
grams and cut-away models, the pro 
gram is aimed at providing the service- 
man with an understanding of the 
burner, and helping him to spot and 
correct any trouble which may occur 


in the field. 


Sales representatives 
named by General Filters 


FIVE NEW eastern sales representatives 
have been appointed by General Fil- 
ters, Inc., Novi, Mich., to represent 


| the company’s line of domestic fueloil 


| 
| 
| 
| 
| 
| 





filters and its new Unifilter “75” com- 
bination filter-valve. 


Black 


Sibavium 


Bottiger 


September 
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Named as representative for Con 
necticut is Fred Bottiger, Taft Hotel, 
New Haven, Conn.; for metropolitan 
New York, Long Island, and the north 
ern part of New Jersey, John S 
barium, 146-03 21st Ave., Whitestone 
57, New York; for southern New Jer: 
sey, Delaware, Maryland, and Eastern 
Penna., Edward Black and James Ed 
gar, 5628 Belmar Terrace, Philadel 
phia 43, Pa.; and for Florida, M. W. 
Kasper of Jobber Services, Orlando, 
Florida. 





Make Money 
With 
Our Money 


As specialists in making loans on 
the receivables of New England 
distributors, we can enable you to 
take on all the good new business 
you can get... without worry 4s 


to paying your bills. 
Write for our Booklet H-94. 


LEXINGTON 
CORPORATION 
M. S. Lurio, Pres. 
D. A. Robinson, Treas. 
10 Milk Street, Boston 8, Mass. 
Liberty 2-6878 
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NEW DUAL- 
PURPOSE MODEL 
POSITIVELY FOOLPROOF 


ee 39 


VENT SIGNAL 


PATENT PENDING 


The ECHO VENT SIGNAL—One piece reducing 
bushing and VENT SIGNAL combined. Made of 
high grade grey cast iron, attractively finished and 


rust-proofed. 


The NEW DUAL PURPOSE I!/4," x 144" x 2" 
makes it adaptable for |!/,"" or 2" tank openings. 


The simplicity and durability of the ECHO VENT 
SIGNAL makes it simple to install either in base- 
ment or underground tanks. 


For the past two years this signal has been sold in 
Canada as the York Vent Signal and at present there 
are over 150,000 enthusiastic users. 





This device whistles while tank is being filled. When tank is full whistle 
automatically shuts off. It is positively foolproof, unconditionally guaranteed 
against defective workmanship and materials. 





HIGH IN QUALITY 
LOW IN PRICE 


See Your Wholesaler for Details 


*Mr. WHOLESALER WRITE TODAY 
FOR LITERATURE AND PRICES 


A.B. CARLSON & COMPANY INC. 


49 WOODLAWN AVE. AURORA 6, ILL. 

















. . . . Manufacturers’ Activities 


Lau Blower Co. opens Canadian 
Subsidiary in Kitchener, Ont. 


E. B. LAU, president, Lau Blower Co., 
Dayton, O., has announced the open- 
ing of a Canadian subsidiary in Kitch- 
ener, Ont. The new plant has begun 
operation with the production of the 
Econo-Pak furnace blower, Manufac- 
ture and assembly of other products 
will follow later. 

Known as Lau Blower Company of 
Canada, Ltd., the plant has hired all 
supervisory and production personnel 
from the Kitchener area with the ex- 
ception of Robert Strouth who moved 
from the Dayton office and is plant 
manager. According to Mr. Lau, Cana- 
dian machinery and tools have been 
used wherever economically feasible. 


Weil-McLain publishes sales 
tool Kit for Heating Dealers 
A SALES TOOL KIT has been issued by 
the Weil-McLain Co., Michigan City, 
Ind., designed to help heating dealers 
sell new and modernized wet heat sys- 
An assortment of advertising 


tems. 
and sales promotion literature is pack- 






aged in a sturdy box which fits in a 
standard file cabinet. 

Included in the kit are booklets on 
boilers, baseboards, and_ radiators; 
radiant heating; baseboard moderniz- 
ing. Envelope stuffers, direct mail 
circulars; newspaper ad mat booklet; 
and order forms for other selling aids 
such as matches and pencils are in the 
kit. 

The kits are available from any 
Weil-McLain distributor. 


Bell & Gossett Board elects 

four new Vice Presidents 
FOUR NEW vice presidents have been 
elected by the board of directors of the 
Bell & Gossett Co., Morton Grove, 
Ill., according to Earl J. Gossett, chair- 
man. They are W. A. Boone, H. A. 
Lockhart, R. A. Marquardt and C. R. 
Smith. 

Mr. Boone has been with the com- 
pany since 1941 and since 1947 has 
served as assistant sales manager in 
charge of industrial heat exchanger 
products, He was named vice president 
and assistant treasurer. 

Named vice president and chief en- 





New vice presidents: On top, left to 
right, C. R. Smith and W. A. Boone; 
bottom, left to right, H. A. Lockhan 
and R, A. Marquart. 
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gineer, Mr. Lockhart has served as 
chief engineer since 1934. Mr. Mar: 
quardt has been comptroller and ay 
sistant secretary since 1940 when he 
joined the company. He will continue 
in those positions as vice president, 
Mr. Smith becomes vice president in 
charge of industrial relations.. He was 
named personnel director in 1943, 
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the BEST/ 


The 
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ROUND "A" TYPE 


Specially Designed for 
Steel Furnaces 
(Can be used on any job where 
round chamber is desirable.) 
Sizes up to 1.75 GPH 





BOSTON MACHINE WORKS COMPANY 


- Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 





The Instant - Glo 
CUSTOM-BUILT INSULATING BRICK 


COMBUSTION CHAMBER 


STANDARD ROUND TYPE 


for Boilers 
and Cast Iron Furnaces 


Sizes up to 2.0 GPH 





"NARROWBOY" 


for Narrow Boilers 
and Furnaces 


Sizes up to 5.0 GPH 


Write for new complete 
specification sheet 


available. 


Original 


LAUND-R-VENT °* 


For automatic clothes 
dryers. Friction free. Rust 
and ice proof. Built en- 
tirely of aluminum. 3’ 
and 4” sizes. Prices start 
at $1.95. Complete kits 


Best Porhorumanee 











New Low Prices 


Standard Round 


SULLIVAN STABILIZER 


Gate control with or with- 
out universal sleeves. Open 
check type. Perfectly coun- 
terbalanced. Ball bearing 
equipped. Stock sizes from 
14” to 36”. Prices start at 
$10.83. For top or side 
mounting. Special sizes on 
order. 


COLE-SEWELL ENGINEERING CO. 
2288 UNIVERSITY. AVE., ST. PAUL 14, MINN. 
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The P-O 
built-in 
3GPM 
located ix 
response, 
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DOMESTIC WATER HEATER 
The P-OB15 is available with a 
built-in tankless water heater, 
3GPM capacity. Controls are 


cated in heater plate for instant 
"sponse, 
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BOILERS- RADIATORS 
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New Weil-McLain Type 
air delivery parts for 
“cat” oils. 


heats and cools rapidly 
boiler. Round in shape 


tory. Low voltage therm 


--eWITH A CAST IRON “PAC 


WEIL: McLAIN 


EXTRA VALUE P-OB15 O 


Assembled and tested at the factory—ready for fast, 
inexpensive installation! A complete unit for forced hot 
water heating systems up to 525 sq. ft....a compact 
“package” of Weil-McLain economy and long-life fea- 
tures, enclosed in an attractive hammerloid jacket. 

Cast iron sections—not face-ground—resist rust and 
corrosion. Deep fins in the flue passages provide maxi- 
mum heat transfer surface. The special spring-activated 
puff-out door opens immediately if excess pressure 
develops in the combustion chamber, then closes to its 
sealed position. The burner is a Weil-McLain Type 
**A’”’, time-tested, efficient and trouble-free. 


Modulating Control System 
This special feature, developed by Weil-McLain engi- 
neers, assures a constant supply of heated water for 
both the domestic water heater and the space heating 
system...helps to modulate the water circulating 
through the heating system. 


Send for complete information now! 


COMPLETELY EQUIPPED 






READY TO INSTALL 


The P-OB15 comes ready for 
immediate installation— 
jacket is assembled in place 
at the factory. The complete 
unit is enclosed in a sturdy 
crate and is easily spotted in 
place using pipes as rollers. 
Unit is ready to fire after 
power line is connected to 


~ junction box and thermostat 
“to relay. 


A” Burner— re-designed 
trouble-free burning of 


Light weight refractory combustion chamber— 


, eliminating over-ride at 
to fit the flame. 


Complete controls. Wired and tested at the fac- 


ostat of new round design. 


Fibre glass insulation (not illustrated). Fits snug- 
ly around the entire boiler. 


FIRST AGAIN! 


KAGE” UNIT 





iL BOILER 





For an effective advertising and 
promotion program use the 
FREE WEIL-McLAIN 
SALES TOOL KIT 


For your Kit, see your Weil- 
McLain Distributor today. 


WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 


Address literature requests to Dept 


. B-94 
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Sims Corp. has Anniversary; 
enlarges Office and Warehouse 




























THE SIMS CORP., wholesale distributors 
of heating equipment, Providence and 
Pawtucket, R. I., recently celebrated 
its tenth year of business, The physical 
plant has increased from 2,000 to 35,- 
000 square feet of space during this 


time. 


Ted Low 





According to Ted Low, general 
manager, the company has tried con- 
stantly to improve customer service 
and provide sound customer benefits 
along with superior products. Exclu- 
sive distributor for Rhode Island: and 
some counties in Massachusetts and 
Connecticut, the Sims Corp, carries 
Char-Gale prefabricated ducts and fit- 
tings: Combustioneer oilburners; Per- 
fection Stove Co. airconditioning; John 


J. Nesbitt baseboards; Modine conyee- 
tors; Kinsley oilburners; plus other 
lines of boilers, radiators, pipe and cop 
trols. 

Sims has established a customer gery. 
ice policy that means service on a 24 
hour basis and recently installed a fae 
tory pump rebuilding station. (Picture 
at left.) Approximately 10  seryjce 
meetings are held annually where the 
sales and engineering staff discuss new 
products, installation problems and 
remedies. 

The company recently issued a new 
catalog which includes more than 125 
pages of products, charts and installa: 
tion diagrams. 


G-E begins Fall Factory 
Training Service Program 


THE HOME HEATING and cooling de 
partment, General Electric Co., Bloom 
field, N. J., began its Fall Factory Sery- 
ice Training Program Sept. 13. The 
program deals primarily with servicing 
oil-fired boilers and furnaces and this 
year is open to independent as well as 





G-E service personnel. 
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SINCE 1908 
COMBUSTION 
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Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they‘re “tough” 
and give years of “flawless” performance. GEM's construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 















GE CLAY FORMING CO. 


Sebring, Ohio ©* Phone: 8-6141 





Mfg‘s. of RADIANTS © BACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS ¢ INSULATING BRICK ¢ ELEMENTS 
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Licensed under 
U.S 








Pat. 
A FEW DESIRABLE EXCLUSIVE FRANCHISES 
ARE STILL AVAILABLE 


} 





Product of MARIETTA METAL PRODUCTS CORPORATION 








MARIETTA, PENNA. ae 
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Why should YOU stock circulator couplings? 


Since new Dunham Hot Water Circulators have a sin- 
gle spring coupling that never wears out under normal 
conditions, you can forget about stocking replacement 
couplings or replacing them! The single spring cou- 
pling in every Dunham Circulator is guaranteed for 
the lifetime of the circulator. But this is just one of 
the many reasons for the rapid rise in popularity of 
these compact, quiet circulators. 

Dynetrically balanced, one-piece impeller is vibra- 
tionless at full rated capacity. Weep hole construction 
between self-centering, field replaceable seals and ex- 
tra-large oil reservoir prevents water contamination 
of bearing lubrication section. Special, brand-name 
motor has built-in overload protection. NEW DUNHAM CIRCULATOR 

Dunham Circulators are easy to install, too... in ag Standard and high head capacities 
horizontal or vertical pipes...in supply mains or . 
return lines ... regardless of boiler position. For fur- 
ther information on the Dunham complete hot water 
line, clip and mail the coupon. 














Cc. A. DUNHAM COMPANY 
Dept. FOH-9, 400 W. Madison St. 


: ; Chicago 6, Illinois 
HOT WATER HEATI NG Send complete Hot Water Line Literature. 


Name___.__ ts 





RADIATION * CONTROLS © UNIT HEATERS © PUMPS © SPECIALTIES [24 '"™—————-—-———— 
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QUALITY FIRST FOR FIFTY-ONE YEARS 
©. A. DUNHAM COMPANY © CHICAGO * TORONTO * LONDON fa City Zone___State 
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Murer 












. . . « Manufacturers’ Activities 


Each class will be practical in nature 
and will feature the assembling and 
tearing down of GE oilfired equip- 
ment under the guidance of factory in- 
structors. The series will end Novem- 
ber 16. 

The training school will be held at 
32 locations in the United States and 
in four Canadian cities. The schedule 
is listed below: 

Sept. 13-14: Auburn, Me., and 
Grand Rapids, Mich.; Sept. 16-17: 
Mancnaster, N. H., and _ Detroit, 
Mich.; Sept. 20-21: Boston, Mass.; 
Sept. 20-22: Fort Wayne, Ind.; Sept. 
23-24: Providence, R. I., and Toledo, 
O.; Sept. 27-28: Hartford, Conn., and 
Buffalo, N. Y.; Sept. 30-Oct. 1: New 
Haven, Conn., and Syracuse, N. Y.; 
Oct. 4-5: New York City (Queens) 
and Minneapolis, Minn.; Oct. 4-5: 
New York City (Brooklyn) and Far- 
go, N. D.; Oct. 11-12: Newark, N. J.; 
Oct. 11-13: Winnipeg, Manitoba; Oct. 
14-15: Scranton, Pa.; and Oct. 14-16: 
Regina, Sask. 

Other locations and dates are Oct. 
18-19: Duluth, Minn.; Oct, 18-20: 
Calgary, Alberta; Oct, 21-22: La- 





Crosse, Wisc.; Oct. 21-23: Vancouver, 
B. C.; Oct. 25-27: Los Angeles, Calif., 
and Chicago, IIl.; Oct. 28-30: Phoenix, 
Ariz.; Nov. 1-3: New Orleans, La.; 
Nov. 1-2: Milwaukee, Wisc.; Nov. 
4-5: Rockford, IIl., and Washington, 
D. C.; Nov. 8-9: Springfield, IIl., and 
Richmond, Va.; Nov. 11-12: Indian- 
apolis, Ind., and Baltimore, Md.; and 
Nov. 15-16: South Bend, Ind. 
Additional information is available 
from C. M, toeLaer, manager com- 
mercial engineering, 5 Lawrence St., 


Bloomfield, N. J. 


C. J. Sheketoff honored by 
American Coal Co. Employees 


CHARLES J. SHEKETOFF, president of 
The American Coal Co., Hartford, 
Conn., was honored by his staff recent- 
ly at a special anniversary ceremony 
held to celebrate his forty years with 
the company. 

A pioneer in the automatic delivery 
of fueloil in Hartford, Sheketoff also 
aided in the development of coal dust- 
proofing and the filtering of fueloil and 
instituted such delivery innovations 1s 











| 

For the best in oil burner equipment | 

it's Hayward! The Hayward Rotary 

sso ¥, ; — Atomizing Burner incorporates basi- | 
cally good engineering design and | 

high standards of construction to | 

help give you a competitive edge in 
your next heating installation. Why | 
not write now for franchise informa- 


HAPPY CUSTOMERS 


HAYWARD 
OIL BURNER CORP. 
86 KIRKLAND STREET, 
CAMBRIDGE, MASS. 





Write 





GRAVER 












BULK TANKS 


BULK STORAGE TANKS 


East Chicago, Indiana 


September 
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Grant | Sheketoff 


metered oil deliveries and printed de. 
livery receipts. 

A Revere bowl, in silver, was pre- 
sented to Sheketoff by his employees, 
engraved with the inscription, “To C. 
J. Sheketoff, on your 40th Anniversary 

—an outstanding citizen of our com 
munity, a wonderful boss and a warm 
friend. Your Associates.” The presen: 
tation was made for the staff by Edgar 
S. Grant, (above, left) oldest em 


ployee and sales coordinator. 






built to last 






















for new free booklet: 





TANK & MFG. CO. [NC: 
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Help yourself to our helping hands 


in the heating oil business, most distributors are so 
busy selling product that they don’t have time to 
deal with all of the other details. Yet these details 
are mighty important. 


That's why we make available to every Atlantic 
Heating Oil distributor the skill and experience of 
experts in each phase of sound operation. 


Our 84 years in the business have taught us a 
lot, and we keep a staff of specialists who are 
ready to pass on to our distributors the things 


TERMINALS AT: 











Providence, R. I. 
New Haven, Conn. 
Albany, N. Y. 
Binghamton, N. Y. 
Buffalo, N. Y. 
Elmira, N. Y. 
Rochester, N. Y. 
Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 
Gloucester, N. J. 
Bridgeton, N. J. 
Boston, Mass. 





eloil 


Akron, Ohio 
Allentown, Pa. 
Altoona, Pa. 
Exton, Pa. 
Greensburg, Pa. 
Johnstown, Pa. 
Lebanon, Pa. 
Mechanicsburg, Pa. 


Northumberland, Pa. 


Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 


we've learned along the way. The helping hands 
of our experts are always available to every 
Atlantic Heating Oil distributor. 


Atlantic Heating Oil is triple-refined by a special 
process that assures maximum conversion to heat 
and cleaner burning. That means lower customer 
service costs. And Atlantic Heating Oils are avail- 
able at conveniently located pipe line or water 
terminals. That means continuous, dependable 
supply. It’s worth looking into! 


Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 
Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 
Griffin, Ga. 
Macon, Ga. 
Savannah, Ga. 
Jacksonville, Fla. 












HEATING OILS 





there's never a doubt 


tae? “HARBOT” BX CABLE CONNECTORS 
ene ee WILL NOT VIBRATE LOOSE 


NO SPECIAL 
TOOLS 
NEEDED... 


ONLY A 
SCREWDRIVER 


OPERATES ON 
PATENDED 

CAM -WEDGE 
PRINCIPAL 


DRAFT CONTROL 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY, Mendota, Illinois 


WRITE US TODAY 


UNIMATIC CORPORATION 


ROUTE 22 & KOEHLE AVE., UNION, NEW JERSEY 


Affilliates fw Building Products, Inc. © Brick, Tile, Stone 





Conco Materials Handling Division ¢@ ‘Cranes, Hoists 
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Grant in a presentation speech re- 
marked that Sheketoff had instituted 
many of the practices that today are 
common to many other oilheating dis- 
tributors, but he said, “This anniver- 
sary makes a very good time to pause 
and remember that someone had to 
develop them and believe in them be- 
fore they could become realities. In do- 
ing this, Charles Sheketoff transformed 
domestic fuels from mere commodities 
into services that makes living far more 





comfortable for the homeowner and 
takes heating worries right off the 
shoulders of thousands of businesses in 
this area.” 

In addition to Sheketoff, the other 
ofhcers of the organization include 
William J. Mahoney, executive vice 
president; and Alden C, Hewett, sec- 
retary and treasurer. 


Jackson & Church has stocking 


Distributor in Pennsylvania 


JACKSON ©& CHURCH CO., 
Mich., 


Saginaw, 
has appointed Dobi Plumbing 


& Heating Supply Co., Erie, Pa., as 
stocking distributor of the company’s 
complete line of warm air furnaces 
for residential, commercial and indus 
trial installations. 

Dobi Plumbing and Heating will 
carry enough stock to meet the de’ 
mands of Erie and adjacent area heat- 
ing dealer-contractors and non-stock- 
ing distributors. The company has 
been associated with the heating indus 
try since 1937 and is headed by D. P. 
McCain. F. M. Murrary is manager 
and W. A. Kramer, sales 1 manager. 





BOCK WATER HEATER 


WITH 





110 S. DICKINSON ST. 
MADISON 4, WIS. 





WN TANK 


Tank may be removed 
and replaced at low cost. 


EXTRA heavy galvanized 
tank, REMOVABLE 
Sectional combustion 
chamber. Taken in and 
out of inspection door 
Use No. 2 oil, same as in 
your furnace 

Wide public acceptance, 25 
years making good oil 
water heaters 

Also a complete line of 
heavy-duty oil or gas fired 
water heaters. 





and 





Demand Every Day 


lima Extended 
Baseboard 
Perimeter Diffuser 


Smartly styled for new or old 


HEATING houses. Assures better air dif- 


fusion for complete comfort. 

Exclusive features. for easier 

installation, including mechan- 

, ical built-in damper. Four foot 
and two foot sizes. 


COOLING 


Lima Square 

Step-Down Design 

Ceiling Diffuser 
Popular for rectangular rooms and 
square block ceilings. Lima-engineered 
for complete 4-way diffusion without 
drafts. Full center damper opening. 
Perfect for perimeter return air. Avail- 
able in six sizes. 


Write for literature and catalog on the 


complete Lima line of quality dif- 
fusers, registers and grilles. 


miners 


om, sold exclusively through 
INDOOR COMFORT heating wholesalers 
SS and manufacturers: 


— | 
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Jumping into the furnace market feet first sometimes makesabig“spl 
But it takes real championship performance to stay in the swim. 


Perfection can help you keep your head well above water with: 


ash.” 


l, Regulaire*. . . the only real exclusive in the heating business. 
On-the-spot” sales assistance by experienced Perfection men. 
Protection from cut-rate or factory competition in yourterritory. 


C . i ai : 
~ompanion air conditioning unit helps you sell a comp 
comfort” package. 


lete 


Write us. Perfection Stove Co., 7535-E Platt Ave., Cleveland 4, Ohio. 





Perfection’s 
3 point 
platform 
for dealers 


~ t, 

be 
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INTEGRITY 


*Pat. Pending 


YOUR HOME DESERVES 


PORTABLE 
HEATERS 


FURNACES » HOME HEATERS + RANGES + AIR CONDITIONERS - WATER HEATERS 
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Model OB-2 for home type burners. 
Larger sizes OB-4 and OB-8 available for 
industrial burners. For space heaters use 
Model SH-3. 


} 





Approved Underwriters’ 
Laboratories 





and water. 


Canadian Plant, Galt, Ontario 


Engineers and manufacturers of a complete line of industrial filtration equipment. 


The Sweetest Filter in the business 


SPARKLER OB-2 Fuel Oil Filter 
easy fo install and service 


Light weight, compact — can be installed close to the floor, in 
any fuel line without difficulty. Rayon filter element can be 
changed with new filter discs in less than a minute on a service 
call. Just a little more than hand tightening on the bow! nut, 
no excessive wrench pressure needed. 

Model OB-2 has more than ample capacity for all home 
burners. Eliminates all burner nozzle trouble due to dirt 


Write R. J. Stastny for personal service 


SPARKLER MANUFACTURING CO. 


MUNDELEIN, ILL. 


European Plant, Amsterdam, Holland 








Owens-Corning Fiberglas begins 
Dust-Stop air Filters Campaign 
DIRECTED AT OWNERS of forced warm 



























air furnaces, a promotion campaign 
for Dust-Stop air filters has been 
launched by the Owens-Corning Fiber- 
glas Corp., Toledo, Ohio. 

A cartoon character, “Jiminy Fil- 
ter,” is spearheading the promotion. 


Viking twin pumping units. 
















AN HONORED NAME 
IN PUMPING 
Siete cota i o 
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Walsh Refractories 

elects new Officers 
ELECTED AT A recent meeting of the 
board of directors of Walsh Refrac- 
tories Corp., St. Louis, Mo., were A. 
J. Tomasek, president; J. J, Duggan, 
vice president; and W. K. Schweick- 
hardt, vice president. Paul L. Hersh- 


field remains chairman of the board, 







MECHANICAL 
SEALS 











& Model L4161 Underwriters Approved 


Thoroughly tested mechanical seals installed in shallow rotor bearing 
sleeves assure non-leak operation on the new Model L416], all-weather, 


This feature is particularly desirable on pumps of this type handling 
hazardous liquids. Complete unit is Underwriters approved. 


For the latest in all types of rotary pumps, 
look to Viking. For additional data on this 
unit, ask for Bulletins B4OOEE 
and SP-336EE. 


PUMP COMPANY ~ 


CEDAR FALLS, IOWA 


and chief executive officer, and T. W. 
Gill was re-elected secretary-treasurer, 


McDonnell & Miller condenses 


a catalog into Pocket Size 


A CONDENSED catalog that is just the 
right size for convenient carrying has 
been issued by McDonnell & Miller, 
Inc., Chicago, Ill. Called the “Pocket 
Pack” catalog, it lists all of the com 
pany’s most commonly used products. 


Among the listings which include 
brief descriptions are boiler water feed: 
ers and low water cutoffs for low pres 
sure steam heating and process jobs, 
pump controls, low water cutoffs and 
receiver tank feeders for the higher 
pressure installations, A.S.M.E. relief 
valves, boiler water feeders and low 
water cutoffs for hot water space heat: 
ing boilers, and temperature and pres 
sure relief valves for domestic hot 
water tanks and heaters, 


The catalog along with a new con 
tractors discount and net price sheet 
is available from the company located 
at 3500 N. Spaulding Ave., Chicago. 


Locke, M-H, says: ‘Humidity 

will cause $2 billion Damage 
IT IS ESTIMATED that as the result of 
high humidity, more than $2 billion 
damage may be done to U. S. homes 

This prediction comes from Dick 
Locke, airconditioning’ controls mat 
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reports Ralph E. Watts, East Hartford, Conn. 
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her Mr. Watts tells it better than we can: 

lief “What a difference there is in service calls since the Shell Oil 
low Company came out with the cleansing factor in their Furnace Oil 
eat’ known as FOA-5X. 


“No clogged filter cartridges, no clogged nozzles, no clogged lines. 









h « ; ny 
. Thanks to the Shell Oil Company and FOA-5X for giving us a 

clean, trouble-free heating oil.” 

eel Very truly yours, 

we Watts O1L BURNER SERVICE COMPANY 

100 Ralph E. Watts, Owner 
Like Mr. Watts, you'll find that Shell Furnace Oil with FOA-5X 
just about eliminates service calls due to filter, line and nozzle 

y clogging. This means more new customers and a better cost-profit 

ge ratio on your business. 

t of 

lion 

nes 







Ffueloil 


oilheat, - 


























i STOP Fuel oil Tank LEAKS 















@ POSITIVE RESULTS 
Not affected by tank pressures or vibrations. 


© ECONOMICAL 
Tankit can be reused indefinitely. No pump out 
necessary. 


Replace Tank At Your Convenience 
2 Sizes: Standard for small leaks. Giant for 
porous areas up fo 18 square inches. 
Available at your supply house only or 
write for full information and name of 
nearest distributor. 


THE TANKIT co., INC. 


174 GOLDSMITH AVE. 
NEWARK 8, N. J. 














FLAME-MASTER 


A new better and cheaper Loy. 
Pressure Oilburner with twenty-two 
less parts. 

Easy to Install, Attractively Priced, 
Extra large orifice quarantess 
trouble-free nozzle operation, 
Lifts fuel from buried tanks, Com. 
plete atomization at low-pres. 

sures. 
High COs ratings. 
Exclusive franchises available. 
Simple service requirements. 
CONVERT TO LOW PRESSURE! Our 
new Low Pressure pump fiis any 


type burner. Write for informacion 
today! 








20 year guarantee 
on NOZZLE 


FLAME-MASTER CO., 3118 N. Milwaukee Ave., Chicago 18, Ii, 
Metropolitan Equipment Supply Co. 
827 W. Sore 30.. \altanupelle 25. Indiana 
National Heat & Power, 3952 Market St., Philadelphia, Penn. 





Tews Distributing, 4153 No. Tenth St., Milwaukee, Wisconsin 
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Quinn called the appointment a fur: 


ager for the Minneapolis-Honeywell 
Regulator Co., Minneapolis, Minn. He 
adds that because of this fact, emphasis 
in selling should be put not only on the 
human-comfort benefits of aircondi- 














tioning, but also on the protection it 
provides by holding down the moisture 
content of the indoor air. 

It was further noted that uncon- 
trolled humidity might cause damage 
on the average of more than $40 per 
house among the nation’s homes, and 
that one survey showed that homeown- 


ers who installed airconditioning saved 
from $30 to $550 per year in various 
household costs. 


American-Standard appoints 
Florez, Inc., as Consultants 


ACCORDING TO D, J. Quinn, general 
sales manager, American Radiator & 
Standard Sanitary Corp., Plumbing 
and Radiator Heating Division, Pitts- 
burgh, Florez, Inc., has been appointed 
consultants in the field of retailer de- 
velopment. 
























Packed with Eye Appeal! 


FUEL OIL FILTERS 





eatures... 


® Glass or Metal Bowls 


Modern Engineering and Styl- 
ing combine to make Klemm 
Fuel Oil Filters appealing to 
both the Heating Contractor | - 
AND his patrons. A choice of || “= ~ 
models to meet every filtering | } = 
requirement... 
featuring the exclusive Klemm 
CHEMISTONE Element. Ask 
your jobber for details .. . or 
write direct. 

MILLIONS SINCE 1932 


KCemm propucts 








pumps. 


© With or Without Valves 

© 17 Models 

@ Exclusive CHEMISTONE burner efficiency. 
Element TYPE DX 


§>0 BUILT FOR SERVICE 


sand the serviceman! 


LOVEJOY 


FLEXIBLE COUPLINGS 


Quickly installed... 
design, sturdy in construction for long life, de- 
pendable performance on oil burner fans and 


Lovejoy Flexible Couplings eliminate vibration 
. insure steady, quiet operation... 


ther step in the established program of 
the company to help heating retailers 
increase their sales and merchandising 
effectiveness. Florez, Inc., specializes in 
idea communication in the training and 
merchandising fields. 


Swiss Technician studies 


U. S. Methods at Wayne Plant 


KARL WENGER, technician with Hans 
Badertscher & Co., Basel, Switzerland, 
is studying the engineering, layout, in 





uy 


easily serviced. Simple in 


increase 





ily serviced. 


extra cost, 





. . ideal for close-quarter ap- 
plications. Quickly installed, eas- 


ply Lovejoy jaws on blower hubs at no 


REPAIR KIT 


» = 


ya 


Many manufacturers sup- 








—_ 










and each 





. this handy 32-piece kit 
has everything the oil-burner 
serviceman needs for cou- 
pling repair or replacement. 
For shafts 5/16” to 5%” di- 
ameter, 154” to 514” length. 
In hinged-lid steel box. 


Write today for illustrated bulletin 
and price lists. 





DIVISION OF 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York, 












CANADA: Elgee, Ltd., Toronto 
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LOVEJOY FLEXIBLE COUPLING CO. 





4812 W. Lake St., Chicago 44, Illinois 
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Sid Harvey 
Stores 
to 
Serve You 








ITS EASY to SERVICE TIMKEN 
WHEN YOU HAVE THE PARTS 


f 





Get ’em at 


SID HARVEY'S 


Don’t pass up a Timken job because 


you don’t have the parts..... SID 
HARVEY ’S, has ’em. 

NO WAITING 
Motors, Transformers, Magnetic & 


Constant Level Valves, Controls, New 
or Rebuilt. 


Also Couplings, Porcelains, Ignitors, 
Floats, Capacitors, Head Nuts, etc. 


HELPFUL 
You'll find them all listed in SID 
HARVEY’S 216 page catalog along with 
replacement parts for all kinds of Auto- 
matic Heating Burners. 


It’s free to the trade, write for your copy 


today. 
Ss 


FREE LECTURES 





An educational service and installation lecture on the 
Timken Rotary Oil Burner is scheduled to be given 
by Sid Harvey's this Fall in 23 towns covered by the 
Sid Harvey stores. Dealers on the mailing list will 
receive notice. For further information, call or write: 


Sid Harvey, Inc. Valley Stream, New York. 
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WD WARNE 1c! 
VALLEN STREAM, NEW NORK 
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stallation and servicing of heating 
equipment for residential, commercial 
and institutional buildings at Wayne 
Home Equipment Fort 
Wayne, Ind. 


A graduate of primary and second- 


Co., Inc., 


ary schools, Wenger has completed a 
four-year apprenticeship in engineer- 
ing, layout and drafting. According to 
Wenger instruments such as the draft 
tester, thermocouples and smoke tester 
are relatively unknown and to study 
their use is one of the reasons he is in 
America. 

Presently, about 80% of heating in 


Switzerland is done by coal, but favor- 
able Iranian oil importation has de- 
veloped a strong conversion market 
from coal fired systems to automatic 
oil heat. 

During the months Wenger is here 
he will be paid a sustaining hourly 
wage while working and learning. 


Lexington Booklet tells 

about receivable Financing 
A BJOKLET, available from Lexington 
Corp., Boston, Mass., describes the 
company’s program of receivable fi- 
nancing, Designed for use by firms, 
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IN O1L BURNER GUIDANCE 


by Kalman Steiner 


This New Revised Edition of “OIL BURNERS” 
will give you the expert guidance of a Specialist. 
You'll learn more by studying his methods and 
knowledge of Oilburners and Fueloil. 


“OIL BURNERS” contains 22 chapters of valu- 
able information covering every phase of Oil- 
burners and Fueloil. You can find the assistance 
you need in solving today’s Oilburner problems. 
Oil Heating men can keep abreast of the times and 
plan ahead because of the helpful technical data 
packed in these 502 pages. Price $5.00. 


HEATING PUBLISHERS, INC. 
2 W. 45th St., New York 36, N. Y. 
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such as oilheating dealers, where fuel. 
oil is sold on credit to responsible buy. 
ers, the plan offered by Lexington pro 
vides cash for receivables at standard 
low rates. 

Some of the advantages, it is ex. 
plained, come from the ability of the 
dealer to discount his payables and go 
after new business. The booklet brief. 
ly tells how the program is worked out 
with the dealer, his attorney or 2¢ 
countant, with full and frequent out- 
side audits to check on payables as well 
as receivables, The plan actually dis 
courages slow- paying receivables, while 
encouraging prompt payment to sup 
pliers. 


August Field Meetings launch 
Airtemp’s 1955 Sales Program 


NATIONAL FIELD meetings were held in 
New Orleans, Chicago and New York 
by officials of the Airtemp Division, 
Dayton, O., during the month of Aw 
gust. Sales, distribution and merchan- 
dising programs for 1955 were out: 


lined. 


Among those attending the sessions 
were all Chrysler Airtemp Sales Corp. 
personnel, including regional man 
agers, district managers, field engineers 
and Airtemp Construction field per 
sonnel. 

At the meetings J. F, Knoff, vice 
president in charge of sales, stated: 
‘Looking ahead, we anticipate that 
commercial and residential aircondi 
tioning equipment will be available in 
larger quantities in 1955. Industry re’ 
ports indicate that new firms will enter 
the field. We expect a more competi 
tive market, but also an expanded 
market.” 


Cleaver-Brooks opens direct 
truck Service to New York 


INAUGURATION of full truckload ship 
ments of burners into New York City 
has been revealed by the Hev El 
Burner Division of Cleaver-Brook 
Co., Milwaukee, Wisc. 

The initial shipment consisted of 8) 
burners designed for industrial, com 
mercial and institutional use a 
ranged in size from one to sixty gal 
lons per hour capacity burning #4 
and #5 fueloil. Subsequent shipment 
will be made on a scheduled basis. 
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Oil Burner 

Service Parts and 
Tools open the 
door to 

MORE PROFITABLE 
Oil Burner Servicing 


HYDROVALVE 


engineered for 


replacement 


¢ Fuel unit and relay service parts, bellows, nozzle- 
ports, seals, helixes, elements, etc. 


* A complete line of SUPERSEAL gaskets for all fuel 
units, filters and fill boxes. 


* An entire line of ENGINEERED FOR REPLACE- 
MENT standard and special electrodes for all oil 
burners. 


* Servicing tools to make servicing easier and quicker. 
The high quality of HYDROVALVE products, pre- 


cision made by skilled craftsmen is recognized through- 
out the oil burner industry. 


BUY THROUGH YOUR JOBBER 
—HE SERVES YOU WELL! 


HYDROVALVE 


1319 ti 
aw r ay U ca Avenue 


N. 
BUckminster 4-1330 


Brooklyn 3, 








GET YOUR FOOT IN THE DOOR 


At 
1 _ 
| 


Increase Sales Contacts with the 
GRAND RAPIDS FURNACE CLEANER 


GET THOSE 
HEATING PLANT REPAIRS 


NEW INSTALLATIONS 






ong ae 


Yes, here's your “in” to increased business and 
profits! The famous Grand Rapids Furnace 
Cleaner not only gets you into the customers 
basement but gives you an excellent opportunity 
to check over each heating plant as it is cleaned. 
The Grand Rapids Furnace Cleaner 
puts you right where you can natu- 
rally recommend and sell necessary 
repair work and new installations. 

The proven sales plan “A Plan to 
Increase Your Sales” leads the way 
to profits! The right to use this 
manual is reserved to users of the 
Grand Rapids Furnace Cleaner. 





Write for free information today! 











VACUUM CLEANER CO. 
233 Stevens St., S.W. 


Grand Rapids 7, Michigan 
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A FLUE GAS THERMOMETER 


Designed Specifically 
For HEATING MEN 






















This steel sleeve holder which is regularly fur- 
nished, grips the thermometer stem tightly and 
provides a convenient and secure means for 
“hooking” the TEMPOINT into any sheet 
metal pipe, as illustrated. 


Temperature indications of this precision bi-metal thermometer 
are as fast as those of the usual mercury thermometer, but this 
instrument is not subject to the many breakage hazards of 
ordinary thermometers. With reasonable care it will retain its 
guaranteed accuracy of within 1% of its range indefinitely. 
The three-inch diameter face, with large numerals and clear 
graduations together with the red V-shaped pointer make the 
TEMPOINT exceptionally easy to read, even in dimly lit 
locations. 





This is one of a complete line of heating test instruments, Ask 
your jobber about the TEMPOINT or write for Leaflet 775. 





BACHARACH INDUSTRIAL INSTRUMENT CO. 





7301 PENN AVENUE — PITTSBURGH 8, PA. 









DESIGNED AT YOUR REQUEST! 


BRAND-NEW DELTA FLOOR LEVEL FURNACE 


Installed and Serviced from INSIDE the house! 


we FAN AND 
‘ap LIMIT SWITCH 


AFT 


DR DETECTOR 
REGULATOR 


BUILT-IN _ —_ ees DELTA Sa 
saat GUN-BURNER jogs 
<r 


ve 
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24x36x31" DEEP ot 
80,000 BTU/HRCompletely «QUIET TWIN TURBINE FAN 2 


wired and factory assembled 








6” FLUE 
PIPE 

OUTLET 

AT EITHER | 










8 FOUR-INCH - HINGED INSULATED 
AIR RETURN KNOCKOUTS SERVICE DOOR 
ee ee <a 








ee 
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EASY TO INSTALL-takes 1 hour! EASY TO SERVICE-no 
need to crawl under the house! Write for details today. 


DELTA HEATING CORPORATION 
1 COLE ST. TRENTON 8, N. J. 
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THERMOLOK MFG. CO. INC, 





THERMOLOK Thermostat Locks 


JUST WHAT YOUR 
CUSTOMERS HAVE 
BEEN SEEKING—Every 
church, gym, apt., in- 
dustrial plant, etc. has 
been seeking this fool- 
proof lock — not a 
chance to change the 
thermostat setting un- 
less one has the spe- 
cial 
Easy to install—just slip 
it on and turn key. Fin- 
ish of lock matches the 
thermostat. 


541 Rogers Ave., Brooklyn 25, N. Y. 





"Yale" type key. 





ACE 
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and St. Roch streets, the building will 
contain air-conditioned offices, ware- 
house, and control testing and service 
departments. 


Consolidated Controls to act as 
warehouse Agent for Penn 


PENN CONTROLS, Inc., Goshen, Ind., 
has appointed Consolidated Controls 
Co., Seattle, Wash., as its warehousing 
agent for the Seattle territory. 

The addition of the new warehous- 
ing facility is aimed at providing faster, 
more efficient handling of control re- 
quirements for Penn’s customers in this 
area. 

Penn’s Seattle District office will re- 
main at its present location, 3010 First 


Ave., Seattle 1, Wash. 


Minneapolis-Honeywell sets up 
Dealer training Aid Libraries 


THE HEATING Controls Division, Min- 
neapolis - Honeywell, Minneapolis, 
Minn., has established a nationwide 
network of training aid libraries as part 


TRANSFORMERS 


rebuilt and guaranteed 








Most types in stock for im- 
mediate exchange. 


One-week rebuilding service. 


Burned-out transformers purchased. 
Shipping tags and prices on request. 








vis 


TRANSFORMER COMPANY, INC. 
326-330 E. 35th St., 


New York 16, N.Y. 
Dependable Service Since 1937 








of a program to help dealers, whole- 
salers and builders better understand 
the operation of automatic tempera- 
ture regulating devices. 

Two Canadian and 24 United States 
centers will provide sales engineers 
with visual aid materials to be used in 
meetings with customers, Each center 
will have Wu-Graph presentation kits 
on eight different types of Honeywell 
heating controls. 

Demonstration boards will also be 
provided on which engineers can simu- 
late typical service and installation 
complaints or demonstrate the opera- 
tion of new devices. 


Worthington Corp. purchases 
L. J. Mueller Furnace Corp. 


COMPLETION of the acquisition of the 
L. J. Mueller Furnace Co., Milwaukee, 
Wisc., by the Worthington Corp., 
Harrison, N. J., has been announced 
jointly by Hobart C. Ramsey, presi- 
dent of Worthington, and Harold P. 
Mueller, Sr., former president of L. J. 
Mueller. 

The full line of Mueller Climatrol 





products will continue to be produced 
in the Mueller plant in Milwaukee, to 
be operated as the Mueller Climatrol 
Division of Worthington with Muel- 
ler, Sr. continuing as president. The 
products of the Division will supple: 
ment Worthington’s line of aircondi- 
tioners with a product line of residen- 
tial and commercial heating and cool- 
ing equipment as well as year ‘round 
residential airconditioning. 
Stockholders of Mueller had pre’ 
viously approved the sale of the conv 
pany’s name, assets and good will to 
Worthington, in exchange for Worth 
ington common stock, and it was fur 
ther announced that employees and 
management of Mueller Climatrol will 
continue in their present positions, 


Mt. Hawley Mfg. Co. to use ‘Gus 


and Earl’ to promote Products 


“GUS AND EARL,” cartoon characters 
have been developed by Mt. Hawley 
Mfg. Co., Peoria, IIl., to personalize 
its advertising campaign, The little 
men are used on cards giving odds in 








NEW LEAK PROOF CHECK VALVES 
GUARANTEED FOR 10 YEARS! 


Holds the Prime ¢ Installs All-Angles 
Cast Bronze Body @ Soft No-Leak Seat 
© For Suction and Return Lines 





prime. Silent. Easy to install. Low Priced. 4, 4 


from jobber or send 


HOLD-TITE VALVE MFG. CO. 


Brooklyn 26, New York 


852 Rogers Avenue 





Use Model C Oil-Chek Valves where 
First all-angle check | 
valves engineered for fuel oil. Elimi- | 
nates service calls due to loss of 


% and 4” sizes. Order | 


others fail! 


$2.00 and your jobbers name for postpaid sample. 
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Samson OIL STORAGE TANKS 


GUARANTEED LEAKPROOF - UNDERWRITERS APPROVED 
CAPACITY 100 GAL. TO 34000 GAL. 


SEPTIC TANKS, FARM TANKS, 
ABOVE OR UNDERGROUND 
TANKS FOR ALL LIQUIDS OR 
SOLIDS. 


STANDARD SIZES OR FABRI- 

CATED TO YOUR SPECIFICA- & 

TIONS ON YOUR PREMISES. 

— Write today for calanewes and Prices 
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_ List $345 


write for detailed literature C 





penieaLve gets heat f-a-s-t 


to cold radiators! 








THERMO 

d-i-a-l 

the temperature desired 
in any room! 

list $395 a 


Md 
HEAT-TIMER Corpor aioe 


657 Broadway, New York 12, 
Mirs. of HEAT-TIMER electronic weather controls, Heat heciteas Totalizer, Thermovalve, 
Varivalve, Motorized Valves, Smoke-Eye Smoke Alarm, Fire-Chief Fire Alarm 


AL 4-5380 








draw poker with the admonition, 
“Don’t gamble! Bet on MHM—a sure 
thing!” 

A special installation manual on the 
new W-510 boiler has been written by 
the company to introduce the unit 
listed for closet installation. The final 
Underwriters’ report on the equip- 
ment is expected shortly. 


Brown Steel Tank purchases 
heavy industry Facilities 


THE BROWN STEEL TANK CO., Minne- 
apolis, Minn., truck and trailer oil tank 
manufacturers, has purchased a block- 
long heavy industry plant that former- 
ly housed the Diamond Iron Works 
in North Minneapolis. 

The plant was purchased as part 
of the company’s long range expan- 
sion program, and will more than dou- 
ble the organization’s production and 
service facilities. 

According to A. E, Brown, vice 
president and general manager, the 
company is seeking to gear its “expan- 
sion to meet the needs of the expand- 
ing industry and population growth in 





this area as well as to supply the needs 
of the Upper Midwest’s growing oil 
industry and in the marketing of pe- 
troleum products.” 


G. E. Air Conditioning sets Sales 
Record in first half of °54 


POINTING OUT that sales billed were 
up 71% over the first half of 1953, the 
General Electric Company’s Air Con- 
ditioning Division, Bloomfield, N. J., 
has reported the best first half on rec- 
ord. 

Commenting on the unseasonably 
cool spring and late summer, F. J, Van 
Poppelen, Division general manager, 
noted that “General Electric has found 
that the growing acceptance of central 
home cooling and commercial packaged 
airconditioning can easily override sea- 
sonal factors.” 

Van Poppelen predicted that his Di- 
vision’s sales for the entire year would 
be substantially higher than those of 
1953. He added that important factors 
contributing to this gain would be new 
air-cooled home cooling units and an 
increase in the development of mar- 





OUR NEW 1954-55 





CATALOG 
OIL HEATING 


4 
i 
EQUIPMENT ww ACCESSORIES | 
—> NEW LOW PRICES@— 4 
$ 


Write Today on Your Letterhead 


SIMS CORPORATION 


393 Harris Ave. 





Providence, R. I. 








kets for the Weathertron, an all-elec- 
tric heat pump. 


Neptune Meter Co. shifts 
Headquarters in New York 


TO OBTAIN additional office space re- 
quired by expanded sales operations, 
Neptune Meter Co., New York, N. Y., 
on August 1 moved its national head- 
quarters and New York sales offices to 
19 West 50th St. 


Formerly at 50 West 50th St., New 
York City, Neptune is among the 
leading manufacturers of liquid meters 
for water, petroleum, and other indus- 
trial equipment. 


Correction 


THE KAVENY BROS. Oil Co., Montclair, 
N. J., which recently joined the Sin- 
clair Refining Co., New York, in a 
move to improve their supply services, 
is not, as reported in this magazine’s 
August, 1954 issue, the manufacturer 
of the Quiet Automatic oilburner. The 
Kaveny Bros, Oil Co, is an independ- 
ent fueloil and oilburner distributor. 





VAPORIZING BURNER SERVICE 


RAJAH TERMINALS 


A compilation of articles from FUEL- 
OIL & O1L HEAT by a veteran service 
manager and an oilheating engineer. Gives 
important wrinkles and angles of servicing 
pot-type units. 32 pages, 814 by 11 inches. 
Many diagrams. 


(Please send remittance with order.) $1 e 


HEATING PUBLISHERS, INC. 
2W. 45 St. New York 36, N. Y. 
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FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 





Cede No. $-SOS 71) 


Code No. C/T #11 


THE RAJAH CO., 35 Verona Ave., Newark, N. .J 
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FARM BUREAU 





NEW CHEVROLET TRUCKS 


shorten your schedules 
and cut costs in the bargain! 


You can actually count on a Chevrolet truck doing your 
job faster and for less money. That’s a strong claim, sure; 
but one that’s been proved time after time on job after job. 


EXTRA POWER SAVES YOU TIME 


All three Chevrolet truck engines—the ‘“Thriftmaster 
235,” the “Loadmaster 235” and the “Jobmaster 261”* — 
deliver extra horsepower for greater acceleration and 
hill-climbing ability. You haul your loads on a time- 
saving schedule and save money doing it—for with 
Chevrolet’s higher compression ratio you use less gas. 


BUILT-IN RUGGEDNESS SAVES YOU MONEY 


Stronger, more rigid frames, newly designed clutch; 
huskier rear axles and drive lines in 2-ton models; higher 
capacity universal joints in medium- and heavy-duty 
models—these beefed-up built-in chassis features mean 
your Chevrolet truck is going to stay on the job for a 
longer time. They also mean you can expect extra-low 
Operating costs. 

Another important advantage is Chevrolet’s low origi- 
nal cost —lowest of all lines of trucks! You save the day 
you buy, and you go right on saving as long as you own 
that Chevrolet truck. Drop by your Chevrolet dealer’s and 
look over the many models he has to offer. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 261” 
engine* for extra heavy hauling. The “Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION*—offered on 14-, 34- and 1-ton 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement. HYPOD 
REAR AXLE—for longer life on all models. TORQUE 
ACTION BRAKES—on all wheels on light- and me 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES—on heavy-duty models. DUAL-SHOE PARK 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT*—eliminates bac 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — give increased load space 
COMFORTMASTER CAB—offers greater comfort, com 
venience and safety. PANORAMIC WINDSHIELD —fot 
increased driver vision. WIDE-BASE WHEELS —for i” 
creased tire mileage. BALL-GEAR STEERING —easiet, 
safer handling. ADVANCE-DESIGN STYLING —rugge’ 


handsome appearance. 


*Optional at extra cost. Ride Control Seat is available 

all cabs of 1/- and 2-ton models, standard cabs Sum 

other models. ‘‘Jobmaster 261’ engine «vailable e a 

models, truck Hydra-Matic transmission on 2°, Yar 
l-ton models, 
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